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[ Sparks Independents Deride 
Talk That Merger Is 


Needed for Survival 


BY 


' State of the Nation’s Economy: 
. Up 
Manuracturers’ Sates — Totaled 


in September $26 billion against 


§$25% billion in August, according 


Department of Commerce. 
inventories at the end of Septem- 
r were estimated at $45 billion, 
or $200 million more than in Au- 
oust. 


Russer Consumption — Was 1,- 


. 170,000 tons during the first nine 


months, compared with 1,067,500 


| tons a year ago, Commerce De- 
partment reports. 


Construction OvutLtay — Totaled 


' $3.2 billion in October and $29.1 


‘billion during the first 10 months, 


or 7 percent above the correspond- 
“ing 1952 period. 
* 


* * 


Down 
Ou Srocks—Totaled 286,917 


barrels on Oct. 24, off 914,000 from 
‘the week earlier, 
-Bureau of Mines. 


according to 


Ram, Loapincs—Were 804,413 cars 
‘in the week ended Oct. 24, or 2.2 


percent below the previous week. 


Lusricant Output—Fell 7.6 per- 


- cent in the first eight months 


below the comparable period in 
1952. This year’s output was 34,- 
211,000 barrels against 37,043,000 
@ year ago. 

INDUSTRIAL PropucTion — Fell 1.3 
percent from August to September 
but held steady in October, accord- 
ing to Federal Reserve Board. 

Bank Reserves — Decreased $233 
million in week ended Oct. 28. 


On Ovutrevut — Totaled 13,217,300 
barrels in August, compared with 
13,324,700 in July. 

Sreen. Manuracture—Operating 


rate last week was 92.9 percent, 


against 94.6 percent the previous 
week. 


Srore Sates — Department store 
sales in week ended Oct. 24 were 
7 percent below sales in the corre- 


sponding week a year ago. 


PersonaL Income — Estimated in 
September at an annual rate of 
$286 billion, compared with the Au- 
gust estimate of $287 billion, ac- 
cording to Department of Com- 
merce. 

Raw Earnincs—Income of rail- 
roads in September was $80 million, 


| 24 percent below September, 1952, 


‘when it totaled $99 million. 


Top Cars 


New-car registrations for all 
states for nine months. 
Make 
Chev. 


1952 Pos. 
605,980— 1 


Pontiac 192,682— 5 

Olds. 158,712— 7 

Dodge 186,814— 6 

Merc. 129,443— 8 

Stude. 117,332— 9 

Chrysler 87,912—11 

Nash 105,703—10 

DeSoto 

Cadillac 

Packard 

Hudson 

Willys 

Lincoln 

Kaiser 

Henry J 23,605—138 

MG 5,696—20 

Austin 3,941—21 

Allstate 1,251—22 

Total All Makes 
4,370,044 3,014,847 

For further details see page 

50, today’s issue. 
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How they Fared 
New-Car Sales 
By Makes 


Third Quarter Vs. First Half 
Pet. 


Share 
of 3rd 
Qtr. 
Sales 


But Mason Admits Nash-Hudson Discussions Continue; |CHRYS. CORP. 19.25 
Smaller Firms Are Held Able to Compete; 
Studebaker Sees Bigger ’54 Share 


By Bob Sheldon 
Associate Editor 
| Speer wefan of two independent 
auto-building concerns last 
week shrugged off speculation that 
the independents could not survive 


G. W. Mason P. G. Hoffman 


Big Three competition without 
merger. 

Such talk is “ridiculous,” 
declared George W. Mason, presi- 
dent and chairman of Nash-Kel- 
vinator Corp. 


‘Automatic’ DeSotos for 1954 


And Paul G. Hoffman, chairman 
of Studebaker, forecast that his 
company would boost its share of 
the industry market to between 4.5 
and 5 percent in 1954 (for first 
nine months of 1953 it was 2.9 per- 
cent). 

+ * * 

ASON, however, addressed a 
press conference in Detroit in 
words interpreted as the first 
official acknowledgement that he 
and A. E. Barit, president of Hud- 
son, were discussing some form of 
working arrangement between 

Nash and Hudson. 


“I won’t deny talking to Barit,” | 


said Mason, “but no conclusions 
have been reached. If they (the 
negotiations) were all off, I'd tell 
you so.” 

The day following Mason’s et 
ment, Barit said he was “glad” to 
confirm that “we have had talks 

(Continued on Page 47, Col. 1) 


Introduced— 





| MISC, 
(Nine-Month Figures on Page 50) 


Automotive News compilations from 
R. Polk & Co. data. 


Featuring greater power and comfort, plus PowerFlite, the new DeSoto Automatics went on display last Thursday (Nov. 5). 
Shown is the Fire Dome V-8 four-door, which features an engine stepped up to 170 horsepower from 160, with a com-| was made by Dodge, which dropped 


pression ratio of 7.5 to 1. 


series and four. ore available in the Powermaster line. 
Sp cmceord 


ncwedaed Power, 
Interiors Mark 


1954 DeSotos 
What's New: 


ive Sees VS ee See 3 & 
horsepower . . compression 
ratio ; PowerFlite e 
instrument panel .. 
fabrics. 
* > * 


eSOTOS for 1954, which went on 

showroom display last Thurs- 

day (Nov. 5), are keynoted by 
more comfort, greater performance 
and refined trim. 

Leading the list of im- 
pro its is PowerFlite, Chrys- 
ler Corp.’s automatic trans- 
mission, DeSoto previously had 
used the semi-automatic Tip-Toe 
Shift. 


” Nylon - faced 


PowerFlite is optional on either 
the Fire Dome V-8 or the Power- 
master Six. 

- s ~~ 
ORSEPOWER of the Fire 
Dome has been boosted from 


160 to 170 with a higher com- | 


(Continued on Page 45, Col. 1) 


Production 


Automotive News Estimates 
8. Cars, Trucks 


138,469 


136,174 134,497 


Last Prev. 1952 
Week Week Week 


For complete production totals 
makes, see table, page 51. 


Hydra-Matics Roll 
At Willow Run 


Wus.ow RUN.—General Motors 
began production of Hydra- 
Matics at Willow Run last Wednes- 
day (Nov. 4), only 12 weeks after 
the $80 million fire which destroyed 
its Livonia (Mich.) plant. 

“While production of these 
transmissions at Willow Run 

(Continued on Page 52, Col. 1) 
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All But 3 Makes 
Lose Sales Share 


In Third Quarter 


Ford Gains Most; 


Chevrolet, Mercury 
Also Move Ahead 


By Bob Lienert 
Staff Writer 
MAJOR advance in new -car 
sales was successfully staged by 
Ford Motor Co. during the third 
quarter of the year, just released 
registration figures show. 

Ford increased its market pene- 
tration by 5.51 percentage points 
—at the expense of 
Corp., General Motors and all the 
independents. 

Ford division, alone, boosted its 
share of total new-car sales by 4.46 
percentage points, while Mercury 
was up 1.04 percentage points. Lin- 
coln’s slice was unchanged. 

The only other line to show an 
increase was Chevrolet, up a 
modest .72 percentage points. But 
this gain was more than offset by 
losses in other GM lines. As a re- 
sult, overall GM sales declined a 
full percentage point. 

* * + 

N EXAMINATION of sales 

figures for each month of the 

quarter shows how Ford has closed 
in on Chevrolet. In July, Ford sales 
totaled 99,178 while Chevrolet’s 
were 128,040. 

Ford moved up to 106,859 in 
August, while Chevrolet sales fell 
to 117,175. In September, Ford 
sales were 106,424, while Chevro- 
let sales declined further to 112,- 
356. 

For the nine months, however, 
Chevrolet sales passed a monu- 
mental milestone—registrations of 
more than a million. Chevrolet sales 
for the three quarters were 1,027,- 
653, compared with 787,961 for Ford. 

Ford sold 94.7 percent as many 
new cars in September as did Chev- 
rolet. 

Chrysler Corp. lost 1.82 percent- 
age points of its new-car market 
share during the quarter. 

~*~ * a” 


EAVIEST loser in the GM line 
was Cadillac, down .54, closely 
followed by Oldsmobile, which 
droped .50. Buick and Pontiac each 
fell .35. 
Chrysler Corp.’s worst showing 


The Powermaster Six continues at 116 horsepower. Six body styles are offered in the Fire Dome|1.01 percentage points. Plymouth 
(See other photos on Page 45.) 


(Continued on Page 50, Col. 1) 


1953 Car Output Passes 
Second Highest Year 


By Tom Hewitt 
Staff Writer 


MARK 1953 on your calendar as 
the U. S. auto industry’s 
second - best car- production year. 
Only 10 months was needed to 
establish the milestone. 

The year 1951, in which 5,330,- 
594 cars were turned out, now be- 
comes the third best. Still on top 
of the record books is 1950 with 
6,658,510 cars. So far this year 
5,496,539 cars have been produced. 

At the half-year point, 1953 was 
well on its way to becoming the 
No. 1 car-output year. The industry 
had turned out 3,255,918 .cars at 
that point, against 3,099,482 in the 
comparable 1950 period. 

* * 7 


UT then came “inventory - dis- 
location” shutdowns by Nash 
and Kaiser, the GM Hydra-Matic 
fire, parts shortages and model- 
changeover troubles at Chrysler 


Corp. And dealers raised their 
voices about “overproduction.” 

Through it all Ford division 

kept smashing records and Chev- 
rolet maintained a high rate. But 
now, with model changeovers 
drawing near, even Ford and 
Chevrolet schedules are being re- 
duced. 

Ford division worked only one- 
third of its plants last Saturday. In 
past weeks, it had been operating 
15 of its 16 facilities. Chevrolet has 
closed some of its plants for pre- 
changeover inventory. 

* x 7 


Grn, U. S. car production last 
week dipped only slightly, 
(Continued on Page 51, Col. 3) 
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Overall Av e Declines Sharpl 








By Bob Lienert 
Staff Writer 

_ late models leading the 

way, overall wholesale used- 
car prices last week suffered the 
third sharpest setback of the year, 
plummeting $35 to an average of 
$768, according to AUTOMOTIVE 
News’ index. 

The decline was exceeded only 
in the seven-day period ended 
Oct. 12, when the loss was $42, 
and the period ended Jan. 5, 
when the drop was $98. 

Sales, however, continue steady 
as prices keep slipping. 

The worst price showing was 
made by ’52s, which fell $91 to a 
figure of $1,205. In four weeks, 52s 
have lost an average of $198, 



















clined $133. 


In the last month, 
dropped $102 to a level of $896, 


$706. 

Other reductions in the average 
wholesale price were noted dur- 
ing the week on °49s, down $19; 
46s, down $9, and ’47s, down $5. 

The only strengthened position 
was held by '48 models, which 
climbed $8, to make the average 
’48 worth $397—only $1 less than 
it was a month ago. 

The steady wholesale market in 
older postwar cars continues to 


The 1953 models were off $66| bear out what retail used-car 
during the week to $1,868, In the dealers have been saying for sever- 


_|al months: The °46, ’47 and ’48 
m ‘ models are the “bread-and-butter” 

Auto Credit Gains 

At Faster Pace 


Than Other Paper 


WASHINGTON.—Although auto- 
mobile installment buying increased 
again during September, the rate of 
gain was down 21 percent from 
September, 1952, the Federal Re- 
serve Board reported last week. 

The rate of increase in all con- 
sumer credit was down 64 percent. 

Autemobile credit increased $92 
million during September, as com- 
pared to a $116 million gain the 
previous September. 

All consumer credit increased 
$116 million in September, consider- 
ably under the whopping $319 mil- 
lion jump in September, 1952. 

Sales finance companies garnered 
$78 million of the September car 
credit business, The remaining 
credit was granted by “other finan- 
cial institutions,” $7 million; com- 
mercial banks, $5 million, and auto 
dealers, $2 million. 

On Sept. 30 automobile install- 
ment credit totaled $10,159 million, 
representing almost half of the $21,- 
174 million in credit granted Amer- 
icans. 

The auto credit was divided 
among the sales finance companies, 
$5,186 million; commercial banks, 
$4,006 million; “other financial in- 
stitutions,” $539 million, and auto- 
mobile dealers, $428 million. Credit 
to auto buyers was boosted $2,771 
million during the year ended 
Sept. 30. 





+” * * 

EALERS themselves have a 

tendency to build up those 
models because they represent the 
only aspect of the used-car market 
with any semblance of consistency. 
The erratic, spotty nature of the 
late-model field has confused many 
operators. 

In dealing with the older 
models, the operator knows he 
has cars that are worth about the 
same this week as last month, 
and can be replaced for approxi- 
mately the same figure when 
sold. 

The confusion surrounding the 
later models was boiled down by a 
New Orleans operator who said: 
“Frankly, I don’t know the value 
of any used car today.” 

While finance firms grow con- 
sistently more reluctant to buy 
paper. on the five-to-seven-year-old 
units, dealers find that the low 
prices and downpayments they in- 
volve can still lure customers. 

* * 


* 
OME say that while the oc- 
casional “angel” may walk in 
and snap up a $2,000 late-model car, 
the dealer must depend on the 
older, cheaper cars for volume 
enough to keep him afloat. It’s just 


nancing on expensive used cars. 
In Detroit auto- finance circles, 
scrutiny of credit applications, 


tightened. 

“You have to follow the 
market,” said a spokesman for 
one firm. “When cars are selling 

* 8 good, the credit risks generally 
Finance Firms 
To Borrow at 


Lower Interest 


DETROIT. — For the third time 
in five weeks, major finance 
companies have shaved the interest 
rate on money they borrow on 
commercial paper. 

A spokesman for a Detroit bank 
said the reductions do not neces- 
sarily mean that the supply of 
money available for lending has 
increased. Rather, he said, the 
move suggested to him that the fi- 
mance firms were “rearranging 
percentages” to provide themselves 
with a wider margin. 

The rates were cut from 2% per- 
cent to 2 percent on short-term 

(See FINANCE FIRMS, Page 10, Col. 5) 


* 


are good. 

“When a lot of buyers tighten up, 
the market tightens up. And if a 
buyer tightens up, it’s usually a 
sign he’s a good credit risk. 


dealers doing business with the 
‘crummy credit,’ the people who 
will try to buy anything without 
any money.” 


repossessions had been noted. 
His firm, he added, has been turn- 
ing down about a third of the ap- 
plications received for auto loans. 


jections come because the risk is 
too great (“crummy credit” show- 
ing up), although some deals are 
turned down because the suggested 
downpayment is too small. 

The credit picture has soured 
the outlook of more than a few 





















“That leaves both us and the) 


In most cases, he said, the re-| 


last month, the average '53 has de- 


* * a 
C— losses were suffered by 
’51s, down $56, and '50s, off $38. 
’5ls have 


while ’50s have fallen back $67 to 


too difficult, they find, to get fi- | 


already close, is being further) 
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Late-Model Prices Continue Dip 


used-car operators in Detroit. Some 
have been hit with both barrels— 
a crackdown on retail deals, as well 
as on financing the operators’ 
inventory. 

Those sales managers of new- 
car dealerships in the Detroit 
area who are increasing their 
sales staff for the competitive 
wars, are finding more and more 
former used-car dealers applying 
for new-car sales jobs. 

Nearly all have been forced out 
of business, not for lacking custom- 
ers, but for lacking credit ap- 
proval. 

That the demand for used cars is 
still present is indicated by reports 
from individual wholesale auctions. 
Sales activity is changed but little 
from the traditional 60-65 percent 
ratio of offerings to purchases. The 
big complaint continucs to center 
around sagging prices. 

t + * 

LEVELAND glittered last week 

as the bright spot of retail used- 
(See USED-CAR SALES, Page 46, Col. 5) 


Packard’s Sales 
And Net Double 
Figures for 52 


DETROIT. — Packard announced 
last week that sales and net income 
for the first nine months of 1953 
were more than double the rates 
for the same period of 1952. 

The company’s financial report 
showed a net income of $6,083,229 
for the period, after provision of 
$10,508,000 for estimated income 
taxes. Packard earnings for the 
first three quarters of 1952 
amounted to $3,094,515. 

Sales for the 1953 period were 
$283,896,829, compared with $137,- 
841,208 for the 1952 period. 

In a statement to stockholders, 
James J. Nance, president, said 
Packard operating rates were re- 


duced during the third quarter | family of Chrysler Corp. 






















































Dodge Unveils ‘idea’ Car— 


The Dodge Firearrow, a 34-inch-high maroon sports roadster, is among the late: 
American contributions to sports-car design. The cor was hand-crafted by Ghia, of 
Turin, Italy, and is built on a 115-inch wheelbase. According to William C. Newb 

“certain styling and engineering features of the Firearrow me 
well be reflected in future Dodge production models, but there are no present plans 


Dodge president, 


to manufacture the Firearrow.” 


Chrysler Corp. Dream Cars 





DeSoto Takes Wraps Off ‘Adventurer’ — 


This four-passenger sports coupe, called the Adventurer—iatest newcomer to the © 
‘idea cars'—has a wheelbase of 111 inches, is 53 inches 


from the record first-six-months|high and is powered by the 170-horsepower DeSoto Fire Dome V-8 engine. It is 


rate, 
competitive pattern. 


in line with the industry’s| equipped with fivid-torque transmission and power brakes. The back seats are indi- 


vidual wingtype chair seats divided by a well-padded arm rest. 








Competition Brings New Look to Livernois | 


By Tom Hewitt 
Staff Writer 

IVERNOIS still is the Detroit 

street known the world over 

as Used-Car Row, but it’s not the 

same old place. Gaudy sports shirts 

and slacks still abound, but gone is 

the air of confidence and casual- 
ness. 

Gone, too, are some of its deal- 
ers, who have decided that the 
going is too tough. 

Some of these are Sid Savage, a 
big operator for 20 years; Bob 
Freese, a widely known used-car 


HE SAID - slight Increase in | ™an; Dee Gee Motors, and Mistele 


Motors. 
+ * *” 
Oo of the biggest outfits on the 
Row, Pappy’s Motor Sales, last 
week made an unusual move and 
joined forces with a new-car dealer- 
ship, Hi Dawson Motors (Ford). 
“This new idea in merchandis- 
ing,” said Yale Simons, of Pappy’s 
“will help us through this tight 
used-car situation. If we hadn’t 
united with Dawson, we would 
have been just getting by finan- 
cially. Now we stand to keep up 
@ profitable business.” 

Simons explained that he had had 
to do something because of his 
large overhead. 

He added that the merger would 


benefit Dawson by giving him a 
well-established Livernois outlet for 


his used cars. 
* * * 
WSON has to take tradeins 
to sell new cars, and it will be 


up to us to sell the tradeins,” Si- 
mons said. 

Other new-car dealers recently 
have moved their used-car opera- 
— to Livernois and more want 
0. 

Jack Geller, who operates one 
lot and leases 16 to used-car deal- 
ers, said he had received many 
bids for lots from new-car firms. 

“They want to move in as soon as 
a@ used-car dealer quits,” Geller said. 

Jefferson Chevrolet has leased the 
lot of Sid Savage, and P. L. Gris- | 





Year's Millionth 


Off Line— 


The millionth car produ nationally since Jan. 1 by the Ford division rolled off 
the line last week at the Chicago assembly plant. S. L. Simmons, (center), plant man- 
ager, turns the car over to\John Murphy jr., of Murphy Motor (Ford), Cicero, Ill., while 
looking on is the new owner, Ann Chobot, of Berwyn, Ill. 


som & Sons (Chevrolet), now oc- 
cupies the area formerly leased by 
Dee Gee Motors. 

Freese’s lot has been taken over 
by another used-car operator, Tom 
Clohecy. 

* x = 
| Fp week Savage was disposing 
of the last few cars on his lot 
and was preparing to take down his 
big signs reading: “See Sid for Top 
Bid,” a well-known slogan around 
Detroit. 

Savage is not actually quitting, 
but is taking a five-month “leave 
of absence,” something he has not 
done in two decades, 

Asked why, he replied: “I just 

can’t stand this Eisenhower pros- 
perity, When the Administration 
began to tighten up the money 
supply, I started feeling the ef- 
fects. I just can’t make money 
this way, so fm quitting for a 
while.” 

Savage said the tight money situ- 
ation had caused banks and finance 
companies to reject used-car paper. 

“They just don’t want our busi- 
ness any more,” he said. “If we 





| Billings’ 1st Car Check 


Finds 30% Defective 


BILLINGS, Mont. — Mechanics 
and inspectors supplied by the 
Billings Auto Dealers Assn. 
found defects in 30 percent of 
cars checked during a recent in- 
spection here. 

During the four-day inspettion, 
first ever held in Billings, police 
routed traffic into unannounced 
checklanes and issued warning 
tickets when defects were dis- 
covered. 

Billings Police Chief Jack 
Maness praised cooperation of 
BADA and the Junior Chamber 
of Commerce, and said the in- 
spection probably would become 
an annual event. 





can’t get our sales financed, we 


have no sales.” 
* * on 
E ADDED that “the same guy 
rejected by a finance firm on | 
our deal can get a loan floated on 
a new car with a bigger debt.” 
When Savage resumes operations 
in the spring, he intends to pur- 
chase another lot. He expects busi- 
ness to be improved by then. 
Another used-car dealer, who 
preferred to remain anonymous, 
also blamed the Administration’s 
money policy for dealers’ troubles. 
“When the banks were forced to 
stop financing most used-car deals, 


4 Te aE tel: 


ta UE NRE 


the finance companies gained a 


‘hammer’,” he said. “I used 
able to call any of five finance firms 


and close a deal. Now only one will ~ 


take the paper.” 
+ 


* * 


E SAID finance outfits want © 


one-third down “but the buyer 
of a used car doesn’t have that 
kind of money.” 


to be 


“Our average buyer has only $200 © 
in his pocket,” he said. “That’s the © 


used-car business.” 

This dealer said the tight 
finance situation had forced 
prices of 1952 cars down $200 to 
$300 in the past two months, in- 
cluding Fords and Chevrolets. He 
said he felt lucky to lose only $50 
on a car he sold two weeks ago. 

“This situation is hurting lots of 
people—customers as well as deal- 
ers,” he said. “That’s why I think 
the paper will be loosened soon.” 

If financing could be done with 
one-fourth down, used-car dealers 
would have no troubles and sales 
would soar, he said. 

* * * 
some dealers are com- 
plaining about high downpay- 
ments, others on Livernois are ad- 
vertising postwar cars for $5 or $10 
down. 

How is this possible if finance 
firms insist on one-third down? 

“By use of a double lien,” a 

(Continued on Page 51, Col. 1) 
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By John O. Munn 





Ww is it possible that these 
blitz sales can catch on? How 
long will they continue? 


Successful automobile retailing is | 


based upon repeat business. When 
people get worked over by blitz 
operators and find out that such 
sales are not what they purport to 
be, they feel debunked and de- 
classed. 

Will people patronize the place 
the second time? 

Will they tell their story of 
disappointment to others? 

Why can such sales take place? 

Isn’t it because the industry, in- 
cluding both manufacturers and 
dealers, has spent promotion money 
to build acceptance for the car and 
neglected to tell the importance of 
the dealer? As long as a large 
share of the public thinks of all 
automobile dealers as just another 
place to buy a car, prospects will 
shop around to find where they 
can buy that new car the cheapest. 

* * * 


People Want to Buy 


OLR neglect in telling the dealer 
story dates way back to the 
original dealer. There was money 
in selling cars. There was little 
investment in buildings, tools or 
inventory. Dealers called them- 
selves a “sales company.” That 
phrase connected with the dealer’s 
name is not only superfluous but 
harmful, It gives the wrong im- 
pression. People don’t like to be 
sold. They like to buy. 

Big department stores have noth- 
ing but goods to sell. They have no 
service department. But they never 
use the word, “sales” in connection 
with the name of their business. 

The proper name for an auto- 
mobile dealer is his name 
followed by the words, “automo- 
bile” or “motor car,” or by the 
name of the car he handles, The 
definition of a good name for any 
business firm is that name which, 
when it is signed or printed, 
represents some personality and 
indicates the type of business in 
which he is engaged. 

People who buy automobiles, a 
big investment, prefer to purchase 
from a concern with some indi- 
viduality. A dealership named after 
some street or a city does not help 
to inspire confidence, Some dealers 
have a better customer policy than 
others. They add a plus value to 
the cars they deliver. Why not re- 
flect this distinction right at the 
start in the name of the dealer- 
ship? 

* 


* * 


Irritates Dealers 


ANOTHER thing that has made 
all dealerships appear the same, 
in the public mind, are the bill- 
boards, magazine, radio and tele- 
vision advertising that say, “See 
your nearest (name of car) dealer.” 
What is the public to infer—that 
all dealers are the same—that they 
should shop around for the longest 
allowance? 
No one decries the aggressive 


Index 


Advertising News 
Auto Forum 

Auto Market Page 
Coming Events 
Court Decisions 
Dealer Doings 
Editorial 

Financial 


Letter to Salesmen 
Letterbox 


Obituaries 

Personnel (Factory) 

Prices, New-Gar 

Prices, Used-Car, Averages .... 
Production by Makes 
Registrations, Cars, Trucks 

Safety News 

Used-Car Notes 








product promotion by the factories. 
They build a wonderful product, 
and they have done just as good a 
job of building consumer ac- 
ceptance for it. 

But what is neglected is turn- 
ing the spotlight of favorable 
public opinion on the importance 
of the dealer. Dealers have more 
manpower, more money invested 
than the . factories. They have a 
wonderful story to tell and, until 
they tell their story, the shopping 
tendencies of the public will not 
be curbed and blitz sales will 
continue. 

Perhaps it is just a matter of 
words, but it just irritates dealers 
no end when product advertising 
is signed with the signature, “See 
your nearest (name of car) dealer.” 
It is particularly noticeable on bill- 
boards. Of course, in multiple dealer 


setups a list of dealer names cannot| # 


be given on such boards, The small 
town dealer has the advantage be- 
cause his name is usually signed. 
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Sealers tell me 





Chicago Dealers Urged 


To Root Out Cheats 


CHICAGO. — New and used-car 
dealers were told by State’s At- 
torney John Gutknecht that a 
small group of dealers with un- 
ethical business practices were 
blackening the name of the ma- 
jority of responsible dealers. 

They must be driven from the 
ranks to preserve the integrity 
of the trade, said Gutknecht at a 
meeting of 250 dealers here. He 
asked the dealers to cooperate 
with his office in cleaning up the 
malpractices of a few. 

Representatives of Juvenile 
Court and police urged the deal- 
ers to help control auto thefts by 
youths by keeping used cars on 
their lots locked up. 





But when a billboard signature is| © 


“See your nearest (name of car) 

dealer,” then the buying public is 

constantly reminded that there are 

many dealers for the line and that 

all dealers are equal. 
+ : 


Wrong Attitude 


S° THEY shop around to see 
where the longest used-car al- 
lowance can be obtained. Dealers 
in that community are thereby 
regimented in the public mind to a 
single quality. The best dealers are 
reduced in public estimation to the 
level of the indifferent dealer. 
Eliminating the word “nearest,” 
or substituting the word “near- 
(Continued on Page 10, Col. 3) 
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JEFFERSON CITY, Mo. — Di- 
rectors of the Missouri Automobile 
Dealers Assn. have called on the 
State to pass legislation similar to 
that enacted last year in Oklahoma 
to license and regulate auto manu- 
facturers and their representatives. 

The directors, in a resolution 
enacted by a vote of 32 to 4, said 
such regulation was necessary to 
curb “unfair, coercive and un- 
realistic practices” of auto manu- 
facturers. Requests from dealers 
have been ignored by the 
factories, the resolution charged. 

The directors said factories have 
been engaging in practices which 
“further their own immediate 
selfish interests without regard to 
the ultimate welfare of the retail 
distributors and the public.” 

Citing economic distress resulting 
from widespread drouth in Mis- 
souri, the resolution said that if 
such practices continue, they will 
bring “financial ruin to many retail 
automobile dealers” and “hasten a 
depression and cause the financial 
ruin of many persons and create 
widespread unemployment.” 

The resolution specifically charged 
manufacturers with the following: 

1. Refusal to reduce the whole- 
sale prices of excessive inven- 
tories. 

2. Production of vehicles in 
quantities “far in excess of the 
number which can be orderly and 
efficiently sold” by dealers. 

3. Maintenance of an “unrealistic 
attitude” that the present sales 


Chicago Delays Drawing 
For Car Exhibit Space 


CHICAGO.—Due to the appoint- 
ment of James F. Goodwin, show 
chairman, to the Dodge dealers’ na- 
tional advisory council, the drawing 
for car exhibit space in the 1954 
Chicago Automobile Show has been 
postponed from Nov. 10 to Nov. 17, 
according to the Chicago Automo- 
bile Trade Assn. 

The deadline for applications is 
now Nov. 13 instead of Nov. 6. 





ass ll 





N. C. Vote Is 698-7 in Opposition kk 


High-Pressure Selling 


RALEIGH, N. C.—A survey of 
the members of the North Carolina 
Automobile Dealers Assn, revealed 
that 698 said they were opposed to 
high-pressure selling, while only 
seven favored such practices, it 
was made known at the fourth 
annual area chairmen day here. 

In a resolution, NADA was 


urged to recommend to the 
manufacturers that they keep 
production in line with market 
absorption. 

The meeting devoted a _ great 





Columbus Group Drums Up Road iateredtion 
Joining with other organizations in Ohio, the Columbus Automobile Dealers Assn. 


has taken up the fight for an 
tion. The amendment provides for a bond 
years for construction and improvement of 


“adequate highways” 


amendment to the Ohio Constitu- 
issue of $500 million to be spent over 10 
highways. The association was instrumental 


in the formation of the Franklin County Highways Committee, which has spearheaded 
the campaign. Among its members are (seated, from left), Neil D. Rush, president of 
the Columbus group; Pierre Hale, secretary of the Columbus Retail Merchants Assn.; 
Marvin Yerke, local real estate board member, and Charles W. Medick, of the auto 
dealer group. Standing are Roy Weed, director of the Columbus Auto Club; Lou 
Wilsch, president of the Columbus Chamber of Commerce, a Chevrolet dealer, and 
George C. Bobb, president of the Columbus Auto Club, also a Chevrolet dealer. 


Dealers Charge Coercion, Reckless Output .. . 


Missouri Urged to Curb Makers 


volume “can be maintained without 
recognition of the financial losses 
sustained by dealers.” 

4. Selling methods which lead 
dealers to believe that franchises 
will be canceled unless the dealer 
buys vehicles and merchandise 
without regard to the volume the 
buying public will absorb. 

5. Sponsoring uneconomic com- 
petition in the industry which has 
forced dealers to adopt and con- 
form to merchandising tactics 
“which will eventually lead to the 
stifling of competition.” 

The resolution urged that, in the 
preparation of legal regulation of 
the industry, particular attention 
be paid to fleet discounting 
practices established by some 
manufacturers, 


Until legislation can be passed, 


Iowa Resolution 
Urges Action on 


Production, Ads 


DES MOINES.—The executive 
and industry relations committees 
of the Iowa Automobile Dealers 
Assn. has adopted a resolution urg- 
ing: 

1. NADA to develop measures 
that will result in public condem- 
nation of misleading advertising 
and sales campaigns on the part 
of some dealers. 

2. The Iowa association to recom- 
mend that all auto makers gear 
their production and distribution 
schedules to the laws of supply and 
demand in order to allow dealers a 
reasonable profit. 

3. LADA to call upon its members 
to refuse to use ads or sales that 
destroy public confidence in them 
and their products. 

4. IADA to urge its 1,500 members 
to place orders for new cars and 
trucks in amounts consistent with 
their ability to sell them at a fair 
and reasonable profit. 


dealers were urged to resist all 
factory attempts to force the 
purchase of vehicles and merchan- 
dise for which there is “no reason- 
able market demand.” 

If questionable practices are con- 
tinued by the factories, dealers 
were told, they should report im- 
mediately to the association for as- 
sistance. They were also urged to 
call on MADA for legal assistance 
in protecting their rights in court. 

Copies of the resolution were 
sent to U. S. Attorney General 
Herbert Brownell, to Missouri 
Attorney General John M. Dalton, 
to all members of the Missouri 
association, to NADA and to 
other retail auto dealer associ- 
ations. 

The Missouri Legislature is not 
now in session. James A. Gorman, 
secretary-manager of the associ- 
ation, said a bill would be drafted 
for introduction at the next regular 
session of the Legislature. 


On the House . 


Hit in Dealer Poll 


deal of discussion to safety issues. 
Beginning Jan. 1, members of the 
association will give free checkups 
to their customers’ vehicles and 
urge them to join a “Crusade for 
Safety,” according to T. A. Wil- 
liams, safety chairman, 

The meeting also pledged to start 
a safety promotion in the shops 
and garages of association 
members and to cooperate with the 
State Department of Labor in an 
effort to reduce accidents. 

Plaques and other forms of 
recognition will be awarded for 
outstanding accomplishments in 
the field of safety. 

“Safety on our highways,” Wil- 
liams declared, “is still the greatest 
problem of the auto dealer as well 
as of the motorist he serves.” 

After the car check, stickers will 
serve as evidence that the vehicle 
is in good driving condition. 

The meeting heard an address 
by Frederick J. Bell, executive 
vice-president of NADA, who was 
introduced by Allan Mims, state 
NADA director. Association 
President T. L. Black presided at 
the session. 

R. E. Wall, ‘of Warsaw and 
Charles G. Conn jr., of Raleigh, 
received awards for signing up the 
most members during the recent 
membership drive. 

Other officers, in addition to 
Black, are Judson B, Smith, 
Greensboro, vice-president; J. Bobo 
Langston, Charlotte, secretary; 
Conn, treasurer; Mims, NADA di- 
rector, and Mrs. Bessie B. Ballen- 
tine, executive secretary. 





Price Cutting Seen 
At 30-Year Peak 


In Cincinnati 


CINCINNATI. — New-car price 
cutting here is the worst in 30 
years, in the opinion of W. C. Heil, 
president of the Cincinnati Auto- 
mobile Dealers Assn, 

“It’s an insult to a businessman’s 
intelligence to see the wholesale 
prices offered for some used auto- 
mobiles,” he added. 

“Panicky dealers are making a 
distress merchandise business out 
of the new-car market, and the 
situation in the used-car field is 
no better.” 

Heil, a Dodge-Plymouth dealer, 
said he didn’t know what action 
dealers or manufacturers would 
take, but that the Dodge Dealers 
Advisory Council of Cincinnati had 
the matter under discussion. 


Billings Dealers 


Name Peckham 


BILLINGS, Mont.— Jack Peck- 
ham (Nash), is the new vice- 
president of the Billings Auto 
Dealers Assn. Peckham succeeds 
Joe Kosel sr., former manager of 
Billings Co. (Buick). 

Peckham took over Billings’ Nash 
dealership last Jan. 2. Previously he 
was affiliated with several trucking 
firms here. 


With new-car bootlegging zooming in the face of oversupply, 
NADA is rounding up serial numbers through local associations and 
hopes to present facts to factories. Dealers are being urged to obtain 


necessary data 
lots . . 





on bootlegged cars appearing on 


. Meantime, authorized dealers in several 
areas are running ads warning public that “a new 
car carries the factory warranty only if it is 
bought from one of the authorized dealers. . 


New York state directors have called on NADA 
to seek a standard factory-dealer contract “con- 
taining the element of duration,’ and to renew 
its efforts “to insure that functional parts of a 
car, such as automatic transmissions, be billed at 
no less than regular car discounts” . . 
factories, I’ve learned, have revisions under study 
to meet the functional parts discount 


. Several 


problem . 


ATA resolution, formally urging a “slow down” 
signal for proposals to place truck trailers on rail flat cars, was 
toned down in committee, it’s reported. Several operators don’t like 
GM’s pushing of these cars, but appeared willing to await de- 


velopments and give corporation 


benefit of the doubt. 
—Prre Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in moter vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
a car or Pruck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. | 
i 4. The elimination of government and bureaucratic controls over this 


AUTOMOTIVE 






2nrdae 


® industry. § 5. A return to the precepts of independence and the rewards of 
R applied energy and ability, which made America and gave more of her 


news citizens more of the better things of life than anywhere else in the world. 


Market Merits Confidence; 
Don't Undermine It 


HAT makes the multi-billion-dollar auto market? It’s 
not just mortar and steel, roaring machines, glittering 
chrome or even the men with the marvelous know-how in 
production, engineering, styling and selling. 
In a normal market—a market in which there is an abun- 
dant supply—there’s another very important ingredient. 
That is confidence. 


Confidence on the part of the public, first of all. No 
matter how much money people have, they aren’t going to 
buy a product unless they have confidence that the product 
they are buying represents a good investment. 


If they get the idea the market is demoralized and they 
can buy better by waiting, they will wait. No rabbit ever 
found a hole faster than a scared buyer. It has been a long 
time now since the depression of the Thirties, but it remains 
forever fresh in the memories of many millions. 


There is a need, too, for confidence on the part of dealers 
and factory men. You can’t aggressively build and sell cars 
while looking over your shoulder for a depression. 


That is why we believe it is of utmost importance for 
dealers and factory men to weigh carefully any move that 
might tear down confidence. 

Actually, the auto market ahead looks good. Millions of 
ears are ready for replacement. We are a nation at work 
and we have money to buy cars. The need for cars is grow- 
ing month by month. 

We’ve only begun to scratch the surface of the multiple- 
ownership market. 

Just the other day, the annual Crowell-Collier survey 
indicated that 5,673,000 persons plan to buy cars in 1954. 
= There’s plenty to be confident about—if we just don’t 
ais scare the buyers into hiding. 








Auto 
Forum 


A dealer who advertises low 
down payments and long 
terms is spending his money 
to ruin his business.—AMERI- 
CAN FINANCE CONFERENCE 
NEWSLETTER. 

* + * 


This poignant warning for 
safe driving recently appeared 
in the weekly Pageland (S.C.) 
Journal; 

“Subscribers to this paper 
are getting harder and harder 
to find; so we have to try like 
everything to keep the ones 
we have. Please, don’t get 
yourself banged into an eter- 
nal address —we can’t send 
your paper there!” 

* cd * 


What Fathead? 


Not everybody who was in- 
vited to Ike’s birthday party 
came. This telegram of regret 
arrived from Sen. Earle C. 
Clements of Kentucky: 

“I am not happy to tell you 

I cannot be present. I have a 
lifelong habit of not attending 
Republican Party functions, 
and the truth is I am usually 
not invited.” 

The Republicans are still try- 
ing to discover what fathead in 
that party sent Senator Clem- 
ents the invitation. He’s a Dem- 
ocrat.”—Columnist George 
Dixon. 


* * * 


Recognizing a Miracle 

The true miracle of the 
American economy has been 
distribution and mass markets 
... today we need to recognize 
this more clearly.—Paul Ma- 
zur, of Lehman Bros. banking 
firm, 

* * * 


“Saw shadow. Looked like 
mule. Hit shadow. Was mule.” 
—from accident reports of a 
nighttime driver. 

. 7 + 


‘Gutter Manners’ 


Our modern traffic brawl is 
the greatest mass demonstration 
of “gutter manners” ever seen 
in this country. The marvel is 
not that so many people are 
killed and maimed in traffic, but 
that so many manage to survive. 
—Paul Jones, public information 
director of National Safety 
Council. 

x * x 


Steamed Up 


A recent advertisement in your 
paper stressing the speed of a 
sports car—124 miles per hour— 
reminds me that in 1906 a Stan- 
ley steam car beat this figure by 
doing 127 miles per hour—and 
this without the intensive de- 
velopment which has been put 
into the internal combustion- 
engined car. 


If the steamer had had the 
concentration devoted to its 
design which the petrol car 
has had, motoring in Britain 
today would be several million 
dollars cheaper. 

In addition, we should have 
much less noise in streets and 
countryside, as steam cars are 
as silent as electrically driven 
vehicles. — Letter in the Man- 
chester (England) Guardian. 


10 Years Ago... 
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Letterbox 


‘Blitz Sales 








This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Dealers Afraid? 


It has been a long time since I 
burdened you with any corre- 
spondence or worries, but I did 
want to take the opportunity to 
congratulate John Munn on the 
article in the Oct. 19 issue of 
Automotive News, relative to the 
“One Day Sales-Blitz Campaigns” 
that are being sponsored by certain 
factories and some of their dealers. 

For the last three days I have 
been in attendance at our dealer 
convention. At this meeting a touch 
of these and similar practices was 
brought up, and it was both amaz- 
ing and discouraging to see the 
attitude of some dealers present 
who were afraid to stand up and 
be counted as voting for a reso- 
lution frowning on such practices. 
—SouTHERN DEALER. 

* ” . 


I have been a reader of AurTo- 


MoTIVE News for many years, and 
I want to especially. compliment 


The Big Story 


As a result of efforts to replenish the dwindling ranks of the 
nation’s automobile mechanics, automotive training schools, fostered 
by dealer groups, are now being established in many parts of the 
country, according to NADA. In all, training schools have been estab- 
lished in 70 cities, NADA said . . . Deliveries of war materials by 
General Motors in the third quarter of 1943 increased 11.4 percent 
over the second quarter, from $832,275,349 to $927,479,569, and for the 
first nine months of this year war material deliveries amounted to 
$2,525,280,753, Alfred P. Sloan jr., GM chairman, revealed to stock- 


holders . . 


. Quizzed by the Senate Banking Committee prior to his 


confirmation as head of the Office of Price Administration, Chester 
Bowles declared that he is sympathetic to keeping the used-car 
business in legitimate dealer hands and indicated that some sort of 
rationing plan is now being discussed 


—From the Files of Automotive News. 





Address Editor, Automotive News, Detroit 26, Mich. 





John Munn on his column of Oct. 
12 and 19. 

Keep up the good work. I believe 
that you will help us a great deal 
in the future.—OLptime DEaLer. 

” * e 

It seems evident that “fire sale” 
tactics in selling current model 
cars and trucks in the last quarter 
of the year is demoralizing the 
retail dealer organization and 
spoiling a large amount of po- 
tential profit. 

The conservative dealer is at a 
disadvantage when everyone else 
seems eager to sell at no profit. We 
know that things are not always 
as they seem, and sometimes it is 
actually to the advantage of the 
purchaser to pass up the “give- 
away (?)” deal and patronize the 
same dealer he would have chosen 
exeept for the confusing, conflict- 
ing, price-slashing claims.— 
NorTHERN DEALER. 


7 + + 
Sort of “tying-in” with John 
Munn’s excellent articles in 


“Dealers Tell Me,”—I am attaching 
hereto tear sheet of an ad that 
will appear in our papers this 
week. 

Perhaps this is money wasted— 
perhaps it may muddy the waters 
still further, but I just couldn’t re- 
sist the urge to REMIND the folks 
that we DID have a “policy” in 
those “scarcity” years and let the 
“giveaway” boys like it or not. 

This “rash” is ridiculous and it 
seems as though the industry is 
to be be-devilled with it once more 
—perhaps worse than in the past. 
These volume operators are doing 
all right by it—but it sure raises 
hell with the industry in general.— 
MIDWESTERN DEALER. 
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WE HAVE TWO NICE CARS THAT 
JUST CAME OUT ON THE LOT 
THIS MORNING . MATTER 

OF FACT, ONE OF THEM IS. 
A STATION WAGON. 


M LOOKING FOR A FAMILY CAR -MAYBE A 
LATE MODEL STATION WAGON. 
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WHAT | WANT MOST OF TO BE PERFECTLY HONEST HOW BECAUSE | SELL PRACTICALLY 
ALL IS A CAR THAT 1S IT HAS. BUT | CAN PER- CAN YOU ALL MY NEW CARS THROUGH 
IN GOOD, SAFE OPER- SONALLY GUARANTEE POSSIBLY THE UNIVERSAL C..T. FINANCE 
ATING CONDITION. THAT THIS CAR RUNS DO THAT? PLAN. THAT WAY THEY COME 





AS GOOD NOW AS THE 
DAY IT CAME FROM 
THE FACTORY ! 


BACK TO ME - AS THIS ONE 
DID- FOR REPAIRS 

WHEN THEY ARE 
DAMAGED. 


INCIDENTLY, HAS 
THIS CAR EVER 
BEEN IN AN 

ACCIDENT ? 











= | 


i 


ewer ® 
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WHEN WE HANDLE THE 1 CAN ALSO ARRANGE THE BEST 

REPAIRS, WE MAKE AND SAFEST WAY FOR A MAN 

SURE THEY'RE RIGHT. LIKE YOU TO BUY YOUR CAR . YOU 

I'M GIVING YOU A AND YOUR FAMILY GET THE PRO- 

30-DA TECTIONS OF TOWING AND ROAD y , 

i OE on Af SERVICE, CREDIT LIFE INSUR- i a8, ee 
re ae | WELL, THAT cane TRAVEL euanmenie ? | GAN SEE YOM Se 
oe ee ais RS SOUNDS GOOD ; “ Pe al poh 

! a ae Lit a 4 CAN | GET THE 
‘a p ~ CAUSE ! LIKE a. 
= a THIS MODEL. 





Universal C.1.T. Credit Corporation 
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Preparing for National Parley... 


UAW Maps Job Security Fight 


By Gerhardt Neumann 
Staff Writer 


Btn ene in production, shorter 
work weeks and the possible 
idling of thousands of workers by 


automation of factories are the} 


foremost topics of discussion these 
days in union circles, especially the 
UAW-CIO. 

Union leaders are building up 
strategy now for a national UAW 
conference in Washington Dec. 
6-7 to map a program “for full 
employment and against unem- 
ployment.” 

The union demands include legis- 


employment, and a series of top- 
priority goals in public works, 
* + » 


CCORDING to a statement in 
the United Automobile Worker, 
organ of the UAW, the auto indus- 
try “crammed a disproportionately 


| large part of its planned production 


into the first half of the year.” 

“As a result,” the paper states, 
“auto workers are being laid off 
with no recall dates; others are 
working short work weeks, and 
the industry is returning to its 
prewar practices of stretching out 
shutdowns for inventory and 
model changeover purposes.” 

“We are determined,” the article 


lation that will maintain and in-| says, “to mobilize the full strength 
crease purchasing power and aid|of our membership to bring maxi- 
workers who suffer temporary un-|mum pressure to bear upon indus- 





Discount Pacts Blasted 


Tennessee Dealers Rip Makers, Insurance 
Firms and 3 New-Car Outlets 


BILOXI, Miss. — Chevrolet, three 
Nashville dealers and two insurance 
firms were taken to task in a reso- 
lution adopted by the Tennessee 
Automotive Assn. at its annual con- 
vention here. 

Blasted in the resolution were 
arrangements between the _ in- 
surance firms and the dealers for 
companywide employe discounts 
on new cars. Chevrolet was 
criticized for alloting extra cars 
for delivery on the discount plan. 
The resolution singled out two 
discount agreements for censure. 
The first involves the Life & 
Casualty Insurance Co. and a Chev- 
rolet and a Ford dealer. 

The second concerns the National 
Life & Accident Insurance Co. and 
another Chevrolet dealer and the 
same Ford dealer. 

Under terms of these arrange- 
ments, any employe of either in- 
surance firm can go to the 
designated dealer and purchase a 
new car for private ownership and 
use at a substantial discount. 


The resolution charged that 
Chevrolet, in delivering extra 


Bell to Address 


Houston Parley 


HOUSTON. — Frederick J. Bell, 
executive vice-president of NADA, 
will address an area-wide meeting 
of the Houston Auto Dealers Assn. 
here Wednesday (Nov. 11). 

The meeting at the Shamrock 
Hotel will begin at 6:30 p.m. 


Dealers throughout the state have 
been invited. 


cars to the Nashville dealers, was 
acting to the detriment of dealers 
in all areas, Ford Motor Co. was 
not directly criticized in the 
resolution, 

“Such companies,” the resolution 
said, “through selfishness and with- 
out regard to the welfare of other 
established businesses, are taking 
advantage of automobile dealers 
who are not strong enough to re- 
sist factory sales pressure methods 
or whose greed for volume makes 
them vulnerable to such ap- 
proaches.” 

It further charged that such dis- 
count arrangements denied dealers 
the right to compete in a free 
market at a profit, and kept sales- 
men from earning their rightful 
commission. 

The association also took a 
swipe at manufacturers for “in- 
sisting upon and encouraging” 
blitz sales and other unsound 
merchandising practices. Such 
tactics, the resolution said, “have 
a tendency to confuse the buying 
public and destroy dealer good- 
will and . . . public confidence.” 

Copies of the resolution were 
sent, among other persons, to: 

Guilford Dudley jr., president, 
Life & Casualty Insurance Co., 

Nashville; Eldon B. Stevenson jr., 
president, National Life & Accident 
Insurance Co., Nashville; Alfred P. 
Sloan jr. chairman, General 
Motors; Henry Ford II, president, 
Ford Motor Co.; L. L. Colbert, 
president, Chrysler Corp.; Harlow 
H. Curtice, president, General 
Motors; Thomas M. Keating, gener- 
al manager, Chevrolet, and William 
J. Cronin, director, Automobile 
Manufacturers Assn, 


Three States Meet in NADA District Parley— 








try and government to have them 
discharge their responsibilities by 
developing and implementing a pro- 
gram that will insure full employ- 
ment in peace time.” 

+ + * 


a more specific was Leonard 
Woodcock, director of UAW’s 
region 1-D and director of the 
union’s Nash council, who told a 
conference in Milwaukee that he 
had “reliable information” that auto 
output in 1954 will be 4,800,000 and 
will drop to 3,700,000 in 1955. That, 


| he said, will bring layoffs to 256,000 


workers in the industry nationally, 


| 175,000 of them in Michigan. 


(Car makers’ estimates for 1954 
range from 5,250,000 to 5,900,000 
cars, according to information 
gathered by Automotive News, 
Oct. 5.) 

Woodcock said that increasingly 
automatic factories may cause lay- 
offs and that steps should be taken 
to “avoid human misery.” 

He added that more emphasis on 
a shorter work week might be 
necessary in the future to meet the 
problem created by greater produc- 
tion with fewer workers by use of 
machinery. 

* * - 
Y a short time after the 
signing of the new contract 
with Kaiser, uneasiness has arisen 
among the members of Local 142, 
(Continued on Page 51, Col. 3) 


Treasury Happy 


Sale of 1904 Cadillac Brings 


U. S. Profit of $3,400 

WASHINGTON, — The used-car 
business took a turn for the better 
in Washington last week. 

A 1904 Cadillac, which was listed 
at $850 in its heyday, brought $3,- 
500. 

The dealer was the U. S. Bureau 
of Public Roads and the buyer Mrs. 
Robert L. Slaughter, of Fort 
Worth. 

The Government acquired the car 
for $100 about 20 years ago, thus 
marking up a profit of $3,400. 

The car was bought in the 1930s 
by the then Secretary of the 
Interior Harold Ickes, with the 
thought that the vehicle could be 
used to dramatize highway 
progress. 

Later it was placed 
Government exhibit at the New 
York World’s Fair in 1939. Then it 
went back to the Bureau of Public 
Roads storehouse, where it was 
discovered some months ago. 

The car, which drew bids from 
65 persons in 22 states, has a lot 
of accessories but no windshield. 
The original snow chains are still 
in the tool chest. 





Michigan, Indiana and Ohio were represented at a meeting of NADA District 5 in Columbus, O. Main topics of discussion 
were industry and public relations as well as membership. Walter Kiplinger, NADA director of public relations, was one of the 


speakers. 


Among those who attended were (seated from left), L. E. Oldham, executive manager of the Stark County (O.) Auto Dealers 





Assn.; James E. Ward, president, and Edword P. Trepinski, manager, of the Toledo Automobile Dealers Assn.; John T. Glackin, 
president of the Ohio Automobile Dealers Assn.; Ray Brandenburg, regional NADA vice-president; Frederick M. Sutter, Indiana 
NADA director; Don Battin, secretary-manager of the Montgomery County (O.) Auto Dealers Assn., and Mrs. Erdie Turner, sec- 
retary-manager of the Cincinnati Automobile Dealers Assn. 

Standing: C. Ray Bundy, president of the Cleveland Automobile Dealers Assn.; D. Nelson Banham, vice-president, and Birk- 
ett L. Williams, trustee, of the Ohio Automobile Dealers Assn.; E. John Lehman, secretary-manager of the Akron Automobile Deal- 
ers Assn.; R. E. Burrows, secretary of the Cleveland Automobile Dealers Assn.; Walt &. Hamer, executive secretary of the Ohio 
group; Kiplinger; Herman Schaefer, secretary of the Indiana Automobile Dealers Assn.; Jack Krieger, president of the Mont- 
gomery County (O.) Auto Dealers Assn.; Paul A. Kuhn, president of the Indiana Automobile Dealers Assn.; Gil Haley, executive 
vice-president of the Michigan Automobile Dealers Assn.; John B. Barton, manager of the Columbus Automobile Dealers Assn., 
and Dick Zimmerman, assistant executive secretary of the Ohio Automobile Dealers Assn. 


Nov. 4 


(Sold 106 cars out of 135 entries.) 

BUICK—'49 RM 4-dr., $560. ’47 Super 
2-dr., $405; conv., $250. 

CHEV ROLET—’'52 SL Deluxe 2-dr,, $1,- 
080*, $950; SL Special 4-dr., $775. 
’51 SL Deluxe Bel Air, $1,045*; conv., 
$780; 4-dr., $780*; 2-dr., $800*, $775, 
$760; $755*, $750*; SL Special 2-dr., 
$700. °50 SL Deluxe Bel Air, $740; 
4-dr., $720, $550*; 2-dr., $650, $640, 
$575; SL Special 4-dr., $530. '49 FL 
Deluxe 2-dr., $330; FL Special 2-dr., 
$440. °47 aerosedan, $280; SM 2-dr., 
$290. 

CHRYSLER — '50 Windsor 4-dr., $680. 
‘49 Windsor club coupe, $555. °48 
Royal 4-dr., $450. 

DeSOTO—'52 Fire Dome 4-dr., $1,025*. 
"51 Custom club coupe, $880*; 4-dr., 
$920*, $825. ’50 Custom 4-dr., $660, 
$600*. °49 Custom 4-dr., 2 at $500. 

DODGE—’52 Coronet 4-dr., $1,020*. ’51 
Meadowbrook 4-dr., $690*, $630. '50 
Coronet 4-dr., $570; 2-dr.. $505; 
coupe, $630*. °49 Wayfarer 2-dr., 
$405. '48 Deluxe 4-dr., $165. 

FORD—’53 (8) 2-dr., $1,410; Main (6) 
2-dr., $1,230. °52 Main (8) Ranch 
Wagon, $1,285. '51 (8) 2-dr., $775*; 
(6) 2-dr., $640, $635. '50 (8) 2-dr., 
$505, $585; 4-dr., $630, $570; (6) 
2-dr., $505, $425. '49 (8) 2-dr., $365; 
4-dr., $350; (6) 2-dr., $350, $250. 

HUDSON — '52 Hornet club coupe, $1,- 
080*. '50 Pacemaker 4-dr., $530. '49 
4-dr., $410. 

KAISER—’51 2-dr., $560. 

MERCURY—’51 conv., $780*. ’50 club 
coupe, $525. °49 2-dr., $525. °47 club 
coupe, $300. 

NASH—’53 Rambler club coupe, $1,225. 
’52 Rambler club coupe, $870. ’50 
Statesman 2-dr., $350. 

OLDSMOBILE—’52 (98) 4-dr., $1,675*. 
"51 (98) 4-dr., $1,175*; (88) 4-dr., 
$1,000*. '50 (98) 4-dr., $805*; 2-dr., 
$865*; (88) club coupe, $875*; 2-dr., 
$690*. '47 (66) 2-dr., $330. 

PACKARD—’51 (200) 4-dr., $1,040*. 

PLYMOUTH — ’52 club coupe, $895, 
$875; 4-dr., $575. '51 Belvedere, $805; 
2-dr., $660; 4-dr., $840, $635. ’50 
4-dr., $620, $560. 

PONTIAC—’50 (8) 4-dr., $735*; 2-dr., 
$700*, $680; (6) 2-dr., $780. ’49 (8) 
2-dr., $355. ’48 (8) 2-dr., $400. 

STUDEBAKER — '51 (8) 4-dr., $350, 
$560*. "50 Commander (6) 4-dr., $500. 
"49 Champion 4-dr., $300. '48 Cham- 
Be coupe, $250; 4-dr., $250; 2-dr., 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday ) 


Oct. 28 
(Sold 116 cars out of 150 offerings.) 
BUICK — '52 Riviera coupe, $1,025*; 
Special 4-dr., $1,300*. '51 Special 4- 
dr., $1,065*, $1,050*%. ‘50 Super 
Riviera coupe, $925*; Special 4-dr., 


$600. '49 RM 4-dr., $470*. '48 Special 
2-dr., $435. 

CADILEAC—’49 (62) 4-dr., $1,190*. 

CHEVROLET—’53 %-ton pickup, $795. 
’62 SL Special 2-dr., $1,037, $1,000, 
$925, $875, $870. 51 SL Deluxe 2- 
dr., $775, $740, $735, $690; SL 
Special 2-dr., $730. ‘50 SL Deluxe 
conv., $590; 4-dr., $670, $590; 2-dr., 
$710, $600, $475. 

CHRYSLER — '51 Windsor 4-dr., $850. 
’50 Windsor 4-dr., $650*. 

DeSOTO — ’52 Fire Dome club coupe, 
$1,230; Deluxe 4-dr., $1,060. ’51 
Custom 4-dr., $865*; Deluxe 4-dr., 
$910. ’50 Deluxe club coupe, $715. 

DODGE—’52 Meadowbrook 4-dr., $900. 
’51 Meadowbrook 4-dr., $725. ’°50 
Wayfarer 2-dr., $575; Coronet @lub 
coupe, $670; 4-dr., $555. 

FORD—’53 4-dr., $1,375. '52 2-dr., $1,- 


070. °51 Deluxe (8) 4-dr., $800*, 
$755*, $730; Custom (8) Victoria, 
$975, $900; Deluxe (6) 4-dr., $650; 


2-dr., $710, $625. '50 Deluxe (8) 2- 
dr., $660, $560; 4-dr., $610; Deluxe 
(6) 2-dr., $410; Custom (6) club 
coupe, $585; Crestliner, $800. '49 (6) 
2-dr., $425; 4-dr., $405; club coupe, 
$400. '48 (8) 2-dr., $395; (6) 4-dr., 
$155. °47 (8) 2-dr., $380. 

HUDSON—’51 Hornet 4-dr., $925*, °49 
Super (6) 4-dr., $360. 

MERCURY — '52 Custom sport coupe, 
$1,410. '51 4-dr., $935*; coupe, $900*, 
$890. ’50 4-dr., $605. '49 4-dr., $520; 
coupe, $530. '48 4-dr., $275. 

NASH—’51 Statesman 2-dr., $625*. °50 
Statesman 4-dr., $460. 

OLDSMOBILE—’51 (98) 2-dr., $1,110. 
’50 (98) 2-dr., $805*; (76) 2-dr., 
$565*. 

PLYMOUTH — ‘'52 Cambridge 4-dr., 
$930, $790; Concord 2-dr., $920. °51 
Cambridge 4-dr., $750, $710, $700, 
$680; club coupe, $765, $685. '50 De- 
luxe club coupe, $660. '49 Deluxe 2- 
dr., $310; 4-dr., $490, $450, $425. 

PONTIAC—’50 (8) 4-dr., $645. '49 (8) 
2-dr., $450 $590; conv., $480; (6) 2- 
dr., £650. '48 club coupe, $400. 

STUDEBAKER — '52 Champion 2-dr., 
$825*. °51 Commander 4-dr., $610. 
’49 Commander 4-dr., $375. 

WILLYS—’52 (6) 2-dr., $810. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 42, 43, 44 


GMC Develops New System 
To Hush Truck Exhaust 


LOS ANGELES.—After two years 
of intensive engineering research, 
GMC Truck & Coach has developed 
an exhaust system for trucks that 
renders exhaust noises inoffensive 


in the| to the human ear, according to P. J. 


Monaghan, general manager. 

Monaghan made the announce- 
ment here during sessions of the 
American Trucking Assns. con- 
vention, which already had dis- 
cussed truck exhaust noises as a 
serious public relations problem. 

GMC trucks with the newly de- 
signed mufflers and exhaust pipes 
will be in production this month, 
Monaghan said. 

A special name, “Silent Power,” 
was originated for the system to 
indicate not only that GMC has 
eliminated objectionable exhaust 
noises but has not had to decrease 
its engine power to achieve it, he 
said. 

Although the Silent Power sys- 
tem costs more to manufacture, he 
added, it will be standard equip- 
ment at no extra cost to the user. 

“When we started work on this 
two years ago in response to de- 

mands by truck operators, we had 

no formulas or a base line from 
which to begin,” Monaghan ex- 
plained, 

“Our engineers, by trial and error 
method and in cooperation with 
muffler manufacturers, finally 
worked out a system that will ab- 


British to Produce 


Power Steering 


LAFAYETTE, Ind. — Hydrasteer 
Ltd., London, England, will manu- 
facture Ross Hydrapower hydraulic 
power steering for English cars and 
trucks under Ross license, accord- 
ing to John E. Jarrell, president of 
— Gear & Tool Co., Lafayette, 
nd. 

Hydrasteer is the power-steering 
division of Cam Gears, Ltd., an 
English steering-gear manufac- 
turer. 

A new building just outside Lon- 
don will house the new manufac- 
turing operation, which will be 
confined to linkage-type units at 
the outset. 


sorb those noises so offensive to the 
ear.” 

The mufflers are a reverse-flow 
type, larger than previous units and 
made more rigid by the use of 
heavier metal. New exhaust mani- 
folding and larger exhaust pipes 
are incorporated in the system. 

A different system had to be 
developed for each series of gaso- 
line and diesel engines because of 
the different volumes of noise to 

be stifled. 

“It is our hope that other manu- 
facturers will adopt our system so 
that all operators in the trucking 
industry eventually will benefit 
from this development,” Monaghan 
said. 

“Accordingly, neither GMC nor 
the muffler manufacturers will at- 
tempt to suppress details of the 
system for competitive reasons.” 








¢ 





Chevrolet's Hero— 


Robert Simanek, of Detroit, an employe 
of the Chevrolet engineering distribution 
office and a Marine hero of the Korean 
War, receives the Congressional Meda! 
of Honor from President Eisenhower. 
Simanek won the nation's highest hono: 
for smothering a hand grenade with his 
body to save the lives of five American 
soldiers. Though severely injured in the 
legs, Simanek, radioman for the squad, 
continued to direct tank fire on a Com- 
munist unit until it was wiped out. 
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STABILITY 


Diversified industry 
means steady employ- 
ment, fewer fluctua- 
tions in labor force. . 





...and in DELAWARE VALLEY, 
THE PHILADELPHIA INQUIRER 
is the first newspaper! 


Che Philadelphia Pnguiver 


The Voice of Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: 
NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


CHICAGO DETROIT 
EDWARD J. LYNCH GEORGE S. DIX 
20 N. Wacker Drive Penobscot Bidg. 


Andover 3-6270 Woodward 5-7260 Garfield 1-7946 


3rd Market. 


West Coast Representatives: 


SAN FRANCISCO 
FITZPATRICK & CHAMBERLIN 
155 Montgomery St. 


earn bigger, spend big- 
ger. A mighty attractive 
selling set-up... today’s 
Valley! For tomorrow... 

the “5th Dimension” — 
the growth factor—fore- 
casts a brighter sales 
prospect, at less cost per 
sale. THE PHILADELPHIA 
INQUIRER, pacing 
Valley progress, makes 
your ad dollars work 


harder in America’s 


LOS ANGELES 
FITZPATRICK & CHAMBERLIN 
1127 Wilshire Boulevard 
Michigan 0259 








Advertisers Pick New Officers— 


The Assn. of National Advertisers has elected E. G. Gerbic (left), vice-president of 
Johnson & Johnson, as treasurer. With him are Ben R. Donaldson (center), advertising 
and sales promotion director of Ford Motor Co., the group's new chairman, and Guy 
Berghoff, director of public relations and advertising for Pittsburgh Plate Glass Co., 
vice-chairman. - 





—_ — — 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





Tried, and proved for over 
40 years, the performance 
of McQuay- Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 
no matter how exacting. 


McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS 10. MO. 
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Vital Clinics Set at Miami Beach ... 


NADA Ties Conclave 
To Sales Problems 


WASHINGTON, — NADA’s 37th| merchandising aids which will be 
annual convention to be held Jan.| included in the various convention 
9-13 in Miami Beach, Fla., will be! sessions.” 
geared to help dealers solve re-| The service clinics will be staged 
tailing problems, according to Al-| Saturday and Sunday, Jan. 9-10, so 
ton M. Costley, chairman of the| that dealers and their service man- 
convention committee. |agers from nearby areas may at- 

Costley made that statement |tend the sessions without loss of 
here last week while outlining | time from work. 
specific events to be staged dur- | Clinics on improving service 
ing the five-day conclave. operations will be moderated by 

With stiffer competition the| C. P. Williams, service con- 
order of the day, Costley said| sultant. 
| NADA has scheduled a number of| Scheduled for Sunday afternoon, 
| vital clinics on service, selling and | said Costley, is a clinic on selling. 
sales management, employer -em-| Participating in this program will 
ploye relations and public re- | be Jack Lacy, who runs the Lacy 
| lations. |Sales Institute in Newton Centre, 
| “I urge every dealer to attend | Mass. 
the convention and these clinics,’| A sales management clinic will 
said Costley. “Today’s competitive|be held Jan. 11, and a_ business 
|}market makes it highly important) management session Jan. 12. The 
that dealers give themselves the latter clinic will feature a talk by 
| benefit of the invaluable sales and’ Harry G. Moock, Detroit, former 





_ 


vice-president of Plymouth ard 
former managing director of tle 
Conference of Business Manag:- 
ment. 

On Tuesday, in conjunction with 
the NADA clinic, five reports will 
be presented. Giving the reports 
will be Charles C. Freed, NADA 
first vice-president; Frederick M. 
Sutter, NADA director and chair- 
man of the Industry Relations 
Committee; Frederick J. Bell, 
NADA executive vice-president; 
Costley, head of the association's 
national affairs committee, and 
Robert S. Armacost, president. 
Armacost will review NADA’s ac- 
complishments during 1953. 

“Your Investment in Flesh and 
Blood” will be the topic of the 
employer-employe relations 
clinic scheduled for Jan. 13. 
Frank Collord, NADA director 
for Iowa and a regional vice- 
president, will speak on “Sales- 
mens’ Compensation.” Arthur 
Hass, Cleveland Chevrolet dealer, 
will talk on “Getting Your House 
in Order.” 

Highway and parking problems 
will be examined in the public re- 
lations clinic, also slated for Jan. 
13 through a dramatic skit. En- 
titled “It’s Your Future,” the skit 
will be introduced by Carl E. Frib- 


McOU AY 
NORRIS 









ley, NADA director for New York 
and chairman of the public re- 
lations committee. Walter B. 
Cooper, director for Colorado, will 
|}act as narrator. 

Business sessions will be con- 
cluded with a report from Frank 
|Dawson, chairman of the_ reso- 
| lutions committee, and the intro- 
duction of the 1954 officers by 
Armacost. 

Dealers will also hear key ad- 
dresses by Postmaster General 
Arthur Summerfield, Secretary of 
the Interior Douglas McKay and 
Dr. Norman Vincent Peale. 

Wives of dealers will be enter- 
tained during the convention by 
special programs. 

Other entertainment highlights 
| will be a Stephen Foster musicale, 
| the annual NADA family party and 
|plenty of dancing in the elegant 
| patio of the Roney Plaza Hotel. 


‘Voting Completed 
On NADA ‘Make’ 


Advisory Groups 


WASHINGTON.—NADA head- 
| quarters reported last week that 
}elections have been completed in 
|all states for membership on each 
|national “make” advisory commit- 
| tee. 
| Each group is composed of one 
|member for that make from each 
| state. 
| The announcement of the comple- 


a : 
| tion of elections was accompanied 


| by the following statement from 
| Frederick M. Sutter, chairman, of 
| NADA’s industry relations commit- 
| tee: 

| “We believe that NADA now has 
|a new and effective means of rapid 
|}communication for obtaining the 
views of all dealers representing a 
| particular make of automobile. 

“Through these committees we 
shall be able to spotlight any situ- 
ation affecting dealers in a particu- 
lar area, or make of car. 

“Dealer views on problems affect- 
ing the overall industry can also be 
gotten quickly. This should enable 
the national association to act 
promptly in taking constructive 
action on behalf of its members.” 


Chrysler Export Chief 


To Make Tour Abroad 

DETROIT.—C. B. Thomas, presi- 
dent of Chrysler Corp.’s export 
division, will leave Detroit Friday, 
Nov. 13 for a flight which will take 
him to Hawaii, Australia and 
Mexico before his return early in 
December. 

Following a stay in Honolulu, he 
will visit Sydney and Adelaide on 
business regarding the Australian 
assembly plant and the _ intro- 
duction of new models in that 
country. 

Returning to Los Angeles Nov. 
30, Thomas will fly to Mexico City 
to attend a meeting of Mexico dis- 
tributors and to participate in the 
introduction of 1954 models at the 
Mexico City assembly plant. 


Broe Names Walker 


Ralph Walker has been named 
sales manager of R. E. Broe, Inc., 
(Dodge-Plymouth), Springfield, Il. 
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1954 DESOTO 
AUTOMATIC 


with new fully automatic POWERFLITE Transmission 


c= oo 
“one on Display 
at DeSote Dealers ewerywhrr 
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Here, at last, is the car capable of carrying out sudden orders swiftly, silently and safely at all speeds 


Is IS A BIG EVENT in the automobile world. A 
‘Ta car is being introduced that may well be 
the most newsworthy car of all 1954. 

It’s the new DeSoto Automatic—and it’s on 
display at DeSoto dealers right now. It’s not only 
brilliantly new in appearance. It is new in its whole 
concept of driving ease, comfort and safety. 

First, a new type of fully automatic transmission 
is on the new DeSoto. Named PowerFLitE, it won 
in tests over nineteen designs. Advantages: No 
clutch. Instant response to throttle without lag or 
lurch between gears. Silent, smooth. 

Your choice of the famed Powermaster Six or 
the mighty Fire Dome V-8. The latter is now up to 


a full 170 h.p., and it’s safe to say that few cars 
on the road will ever match it. Hard to believe it 
develops such tremendous power on regular gas. 

Rutty, stony roads don’t fight the wheel. Full- 
Time Power Steering makes experts out of average 
drivers. To turn sharp corners or to park is a one- 
finger job. Power Brakes stop the car at a gentle 
touch of the pedal. And if you wish it, the luxury 
of real DeSoto Airtemp air conditioning. 

Emphatically beautiful, luxurious, this new 
DeSoto Automatic is sleek, low, forward-looking. 
Every detail is new and modern in design. Interiors 
are decorator-matched to car colors. 

These are only some of the high lights. There’s 


much, much more to see on this great DeSoto 
Automatic. And your DeSoto dealer is all ready to 
show it to you. Drop in this week. 


DESOTO — 
Pape eed ealncalll 


Don’t miss Groucho in “You Bet Your Life’ on NBC Radio 
and Television. Presented weekly by De Soto-Plymouth Dealers. 
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Chrysler to Build Tank Retriever— 


The T-51, a tank recovery vehicle, will go into production at the Chrysler Detroit 
tank plant, according to R. T. Keller, general manager of tank manufacturing. With 
completion of the M-47 medium-tank program approaching, Chrysler expects to 


produce the T-51 in midsummer of 1954. 








New Oil Beats 
Cold, Gulf Says 


temperatures down to 30 below, the 
company says. Cars using this oil, 
Gulf says, often approach summer 
cranking speeds in winter, although 
engine protection is insured on 


PITTSBURGH.—A high-viscosity- warm days. 


index motor oil, for use in all types 
of service in cold weather, has been 
developed by Gulf Oil Corp. 


The new oil, the company says, 
meets classifications of the Society 
of Automotive Engineers for 5W, 


Named Gulfpride H. D. Light, it}10W, 20W and 20 oils. It also has 


permits quick, easy starting in 


a high detergency rating. 


Dealers 


Tell Me 





(Continued from Page 3) 


by,” might eliminate dealer com- 
plaints. The difference between 
“nearest” and “nearby” may be 
small, but it is important because 
using the latter word suggests 
that the customer may have a 
favorite dealer in that line which 
he will naturally patronize. 


There is still another tendency in 
this trade which works into the 
hands of the blitz dealer. That is 
the tendency of a service dealer, 
who is active in community 
projects, to feel that such work 
ought to make him a preferred 
dealer. This is the wrong attitude 
to take. 


A dealer ought to be a leading 
citizen. He is a leading business 
man, But, if he motivated into civic 
activity for the selfish purpose of 
benefiting his business, he is miss- 
ing the point altogether. In fact, a 
great many people think a 
businessman who spends his time 
in community activity is neglecting 





his business or making too much 
profit on his business. 

= *” * 
Just as Important 


T the public does not ap- 
preciate is that this dealer be- 
came a civic leader because he ran 
his dealership on high principles, 
that his organization has ability to 
please and satisfy customers. 
From a business standpoint, good 


Bakelite Again Reduces 


Prices on Plastics Line 

NEW YORK.—The third price 
reduction in less than 14 months 
for polyethylene resins and com- 
pounds has been announced by 
Bakelite Co., a division of Union 
Carbide & Carbon Corp. 

According to C. W. Blount, sales 
vice-president, a reduction of 3 
cents per pound will lower the 
price of most polyethylene resins 
from 44 to 41 cents per pound. 
Polyethylene resins are used for 
plastic products. 





THIS IS INTEREST 





THIS IS ENTHUSIASM! 





Dhe 
AMERICANWEEKLY 


CREATES ENTHUSIASM’ 


Because they recognize the greater need for sleeves-up 
selling as the market stiffens and competition grows, more and 


more car makers are now using more and more pages in 
THe AMERICAN WEEKLY .. . more than in any other 





national Sunday magazine. 


“ENTHUSIASM js interest raised to the buying pitch! 


The American Weekly, 63 Vesey Street, New York 7, N. Y. 


ci i ln issue in Mt st Pi Pl 
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|firms involved, a reduction of 


public relations is not only runninz 
that business on high ethical 
standards and taking an active part 
in community enterprises, but in 
constantly telling day by day what 
the dealership stands for, what it 
delivers aside from cars and that 
his operation is really a public 
service institution. A dealership is 
as important to the owners of his 
line of cars as the electric utility 
company is to the users of electric 
light. 

In the last few years all types 
of business felt the necessity to 
explain their contribution to 
humanity, Automobile dealers 
have so centered on the loyalties 
to the trade name of the ¢ar that 
they have neglected to tell their 
own story. 


By telling that story, more and 
more people will understand that it 
does make a difference to them 
where they buy their cars. When- 
ever this story is told frequently 
enough, those dealers who trade 
only on the trade name of the car 
they sell will be few in numbers 
and their business life will be of 
short duration. 


04 Chrysler Sets 
Marks in 24-Hour 
Speedway Test 


INDIANAPOLIS.—AIl Indianapo- 
lis Speedway speed and endurance 
records for stock cars were broken 
last week when a 1954 Chrysler 
235-horsepower V-8 completed a 24- 
hour continuous run with an aver- 
age speed of 89.76 miles an hour 
for 2,155 miles. 

The Chrysler, a New Yorker De- 
luxe, made its run under super- 
vision of the American Automobile 
Assn. 

The car reached speeds in excess 
of 120 miles per hour and averaged 
some laps on the sharply curved 
2%-mile track at more than 97 
m.p.h. Despite 40 planned pit stops 
made to insure driver safety, it 
broke the previous Indianapolis 
stock-car record of 1,910 miles in 
24 hours by reaching the 1,910-mile 
mark in approximately 21 hours. 

The car was driven by Tony 
Bettenhausen, of Tinly Parks, IIl., 
a Chrysler-Plymouth dealer and 
AAA championship driver; Bill 
Taylor, of Temple City, Calif., and 
Pat O’Connor, of North Vernon, 
Ind. 

The engine and PowerFlite 
transmission performed without 
mechanical failure or replacement 
of parts. 


Finance Firms 


(Continued from Page 2) 


notes and from 2% percent to 2% 
on long-term notes. 

Interest reduction was made by 
C.LT. Financial Corp., General 
Motors Acceptance Corp., Com- 
mercial Credit Co, and Associates 
Investment Co. 

The banker said percentages 
could be rearranged through pro- 
visions of continuing commitments 
between the finance companies and 
borrowing sources such as_ in- 
surance companies. 

Spokesmen for Detroit-area lend- 
ing firms which specialize in auto 
paper saw no indication of a re- 
laxed money market in autos, 
either for floor planning or for in- 
dividual purchases. They declined 
to speculate on the meaning of the 
reduction in rates on primary 
borrowing. 

One pointed out that because of 
the volume of business done by the 
% 
percent would free thousands of 
dollars of cash for other purposes. 


|The affect on smaller loan compa- 
| nies would be negligible, he said. 


All agreed that money will not 
be any easier to borrow on cars 
because the rate of both repos- 
session and credit rejection is up. 


One summed up: “When the auto 


| market tightens, the only people 


you find buying cars are the 
‘crummy credit’.” 

Major finance firms, on three oc- 
ecasions, had increased the interest 


rate they paid earlier in the year. 


Pleasant Hills Expands 


Pleasant Hills Motor Co, (Ford), 
Route 51 at the Cloverleaf, Pitts- 
burgh, has erected a used-car build- 
ing adjacent to its new-car sales 
building. 





















in the Pon- 






















Ipholstery fost On 
ine Leather t _ at no extra cost 
7 sey lina 1s offered @ y to clean + °° 
-.- Catan ~ It 1s €45) 
trac Ca {odel. .gistant. 
the Custom * and flame re 
tear: -° 
hard to 
| 
Db 
| 
‘ 
a ee Four-color magazine ads, like the one above, are 
making it easier for you to sell cars with Genuine 
Leather upholstery. Watch for them and use their sales 
” = - e 


points to sell your own customers on Genuine Leather! 


Leather sells...and how / 





nN 
[here’s a big, ready-made source of extra profits _ leather, 80% say they would pay from $75 to $100 


just waiting to be tapped. And car sellers are the extra. Just think of the extra profits this can mean 


ones who can profit most! Just listen to this: 
A recent survey has shown that 35% of the 


tamilies who own automobiles are willing to pay 


to car manufacturers and dealers. 
And to cash in on these sure-fire sales, tell car 


buyers these facts about Genuine Leather: 


extra to have Genuine Leather upholstery in their Genuine Leather costs little more than good slip 


cars. And of those who are willing to pay extra for covers ... and it’s much more practical... much 


more distinguished. Leather is easy to clean... 
hard to tear... flame resistant .. . and it actually 
gets better looking with age and use. And what’s 
more, leather ups the resale value of any car. 
Tell this to your customers. Your profits will 
hit new peaks when they realize “The Luxury of 


Leather Costs Nothing!’ 
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But Agree They Have to Work Harder on Sales. . . 


South Bend Cheerful for ’54 


By Leslie E. Dunkin 
Staff Correspondent 


SOUTH BEND. — With 1953 sales 
of both new and used cars already 
greater than for the entire year of 
1952, South Bend car dealers last 
week expressed cautious optimism 


about the future. 

Most agree that they had “to 
work harder on each sale.” How- 
ever, they said, there is no reason 
for dealers to become distressed 
about market conditions. 


Victor Freeman, president of | 
Scherman-Schaus-Freeman (Stude- 
baker), said, “I’m very optimistic. 
Our new line has just been pre- 
viewed, and it got a wonderful re- 


ception from viewers.” 


His firm sold nearly 40 percent 
more new cars in 1953 than in 1952, 
Freeman declared, and used-car 
sales were also up about 40 percent. 

“We expect to sell even more in 
1954 than in 1953, and what is more, 
we expect to sell ours on a profit- | 


able basis,” he said. 

James F. Nelson, Nelson Pon- 
tiac, Inc., president of the New 
Car Dealers of St. Joseph County, 
said his firm sold 49 percent more 
new cars in 1953 than in 1952 and 
50 percent more used cars. 


“With figures like that to show, 
we certainly can’t complain about 
business,” he said. And we certainly 
can’t agree with the pessimists who 
in 1954, We 


predict fewer sales 


Motor Sales Corp. 
|mobile), said his salesmen are sell- 
|ing “all of the Oldsmobiles we can 
| get, but we’ve got to work hard to 
sell them. We still have a backlog 
of Cadillac orders. I see no reason 
| why we shouldn’t be able to do just 
| as well in 1954.” 


Feferman said his used-car 





; think we can continue to sell a lot 
of cars in 1954, but we know the 
business will come to the guy who 
| goes out after it.” 


Henry Feferman, Ben Feferman 
(Cadillac-Olds- 


stock is less than normal, The 
reason, he said, is the Livonia 
(Mich.) fire which halted General 
Motors’ Hydra-Matic production. 


Feferman said used-car sales are 


2 Canadian Firms 


Join Lease Group 


CHICAGO.—Two Canadian con-| 
‘cerns have become affiliated with 
| the National Truck Leasing System 
|and are among the 
pioneering this service in Canada. 


few now 


They are Koffman’s Truck Leas- 


ing System, Ottawa, and Stanley 
| Drive Yourself System, Montreal. 


Interest in truck leasing in 


Canada is reflected in frequent in- 
quiries from truck users, accord- 
ing to Martha Dunlap, NTLS secre- 
tary-manager. 





as brisk as they were a year ago 
and he predicted that used-car 
prices have reached a leveling-off 
point. But, Feferman added, on all 
sales, new or used, the customer is) 
getting “a little better deal now 
than he got a year ago.” | 


George Moulder, Moulder Motor 


Co. (Chrysler-Plymouth), said, “The 
only major change we can see in 
car buyers is that they are more 
interested in what they are getting 
for their dollar. 


“In any good dealership, the 


salesman actually delights in this 
type of buyer because it gives him 
an opportunity to sell the quality in 
the car he represents.” 


The conscientiousness of South 
Bend dealers was credited by 
Moulder with being partly re- 
sponsible for the way sales have 
held up locally. “The new - car 
business has been above average 


| for us, due to the fact that a 


great majority of our customers 
are repeat buyers.” He predicted 
a high level of both new and 
used-car sales in 1954. 


Van Gates, L. O. Gates Chevrolet 


Corp., reported that 1953 sales are 
40 percent ahead of 1952 sales with 
only a nine-day supply of new cars 
on hand at the moment. A 15 to 
18-day stock of used cars is on 
hand, a stock Gates described as 
“not heavy.” 


|that all we have to do is sit down) 
;and write orders,” he said. “We 
|have to sell our stocks like we 
haven’t had to sell for years. But 
jactually L think this is a healthy} 
situation and points to a good 
rather than a bad year in 1954.” 





“But don’t get the idea from that | 





MR. USED CAR DEALER: 


heres how to cool off a hot car 


FIDELITY TITLE-INSURED AUCTIONS GUARANTEE NO FINANCIAL BURNS FROM HOT CARS ! 





Insured Auctions. 
any hot car that slips into a Fidelity Auction. 
safe . . . not only from hot cars . . . but also from worth- 
less titles due to prior existing liens, prior existing chattel 
mortgages, and fraudulently possessed autos. 
sound titles at Fidelity Title-Insured Auctions. 


Baker Auto Auction 
Capitol Auto Auction 
Cofield Auto Auction 
Columbus Auto Auction 
Concord Auto Auction, Inc. 
Dixie Auto Auction Sales 
Dixie Motors Auto Auction 
Red Farmer's Auto Auction, Inc. 1010 S. State St., Jackson, Miss. 
Louisville Auto Auction 
Middle Georgia Auto Auction Eastside Highway, Macon, Ga. 
Montgomery Auto Auction 
Southern Auto Sales 
Tinnin Auto Auction 


James Hammes, Romy Hammes 


Co, (Ford), said he had a 30-day 
stock of new cars on hand. But, 
he said, “We've actually sold more 
units so far this year than we 
sold during the entire year of 
1952.” 

Hammes said he believes used- 


Letter to 





car prices have reached their low 
point for the time being and that 
there might be a slight hike afte- 
the first of the year. This he termed 
“the normal pattern of used-car 
sales.” 

He said he could find no reasor 
for dealers to be anything but opti 
mistic about prospects for 1954. 


“We find it hard to see why there 


|is so much complaining about the 


market situation in some other 
cities,” he said. 





Salesmen 


By John O. Munn 


Dear Son: 


MY MESSAGES to you 
this fall have been empha- 
sizing successful methods 
of selling a fair 


a used - car al- 
SERIES lowance to the 


customer, rather 
than a long one to the 
dealer. From all indi- 
cations the messages out- 
lined in these letters have 
changed the attitude of 
many salesmen and de- 
veloped not only courage 


Ever get your hands burned on a hot car, Mr. Dealer? If you 
have, then you know what a painful financial burn it is. If 
you haven’t . .. well, you’ve got an imagination. Either 
way, you know it’s best to be safe . . . not sorry. 


And you ARE safe... you’re worry-free ... you can’t 
lose a dime . . . when you buy ONLY through Fidelity Title- 
Because the Fidelity Fireman cools off 


You’re 100% 


All titles are 


Be 100% Safe 


MR. AUTO AUCTION OWNER: 


BUY ONLY THROUGH THESE FIDELITY TITLE-INSURED AUCTIONS 


Gulfport Airport, Gulfport, Miss. Thur. 

4365 Florida Ave., Baton Rouge, La. Fri. 

Boaz, Ala. Mon. 

2603 Cusseta Road, Columbus, Ga. Thur. 

29 Sudbury Road, Concord, Mass. Mon. & Fri 

217 Gadsden Road, Birmingham, Ala. Mon. 

718 Angier Ave., Atlanta, Ga. Tues. & Fri. 
Wed. 

3601 S. 7th St. Rd., Louisville. Ky. Tues. 
Wed. 

729 N. Court St., Montgomery, Ala. Wed. 

Rt. 5, Warehouse Point, Conn. Wed. 

Buckwalter Stadium, Meridian, Miss. Tues. 


Find out how Fidelity Title Insurance increases 


your volume. 


Write, wire, or phone TODAY. 


FIDELITY 


INSURANCE COMPANY 
OF TENNESSEE 


204 Stahiman Building 


Nashville, Tennessee 





but confidence to success- 
fully overcome this hazard 
to profitable sales. 

For a change of pace, how- 
ever, I would like to point out 
the opportunities in the ac- 
cessory field. It is a job for a 
salesman to sell everything 
that the dealer sells and to 
sell it all the time. There has 
recently been a revived 
interest in accessories. 

In the early days of this 
industry a salesman made 
as much commission on ac- 

cessories as on the sale of 
new cars. That was at a 
time when such items as 
tops, windshields, bumpers 
and spare tires were extra. 
New cars are now more 
completely equipped, but 
even so there are a great 
number of very useful ac- 
cessories that a new car 
requires. 

I refer, of course, to such 
items as_ seat covers, 
visors, exhaust extensions, 
locking gas tank covers, to 
mention a few. There are 
also manv dress-up items 
that contribute greatly to 
the accessory volume. 

ea * eg 

THE USED-CAR buyer 
also represents a big po- 
tential for accessories. He 
usually wants new items 
for dressing up his older 
model, so that it will look 
as closely as possible like 
a brand new car he is un- 
able to purchase. 

Some salesmen, particu- 
larly at this season of the 
year, have found it real 
lucrative to call up car 
owner families and sell 
them accessories for 
Christmas gifts. 

The very fact that so many 
cars come equipped with ac- 
cessories now is convincing 
evidence that owners desire it. 
A great many of them desire 
some of the additional ac- 


cessories of a functional and 
decorative nature. 


So, I want to stress the 
commissions available to 
salesmen by selling ac- 
cessories not only to the 
new-car buyer but to the 
used-car buyer and to 
owners as gifts. The ex- 
istence of so many retail 
accessory stores is proof 
of this market. The sales- 
man for an automobile 
dealer has the first op- 
portunity to sell them. 
There is a revived interest 
in accessories just now, 
and no salesman should 
overlook the importance of 
this market. 

Cordially yours, 


Dad 
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FOB FACTORY 
Competitive Steel Back 
After 15-Year Absence 


Sa oe selling of steel is back after an absence of 
A nearly 15 years. Steel suppliers are again absorbing 
freight on steel shipments. For most steel firms this has not 
happened since 1939. The return of a competitive market for 
steel is certain to have important repercussions in the auto 
industry. Signitan &§ ae 


recent announcement by eliminating the conditions that re- 


quired multi-mill processing. Un- 


Great Lakes Steel that the 
company had completed its big, 
modern slabbing mill two months 
ahead of schedule and is shipping 
to the Chicago and Cleveland areas 
on a competitive basis. 

Incidentally, George R. Fink, 
president of National Steel and of 
its subsidiary, Great Lakes, pre- 
dicts that passenger-car pro- 
duction for the domestic market in 
1954 will total five million. 

The fact that the Great Lakes 
mill was completed ahead of 
schedule is a tribute to Great 
Lakes engineering and planning 
as well as an indication of im- 
proved delivery conditions with 
steel equipment suppliers. 

Prior to completion of the mill, 
virtually every steel expansion 
program had fallen’ behind 
schedule, Delays in the delivery of 
electrical equipment were one of 
the most serious obstacles con- 
fronting the mills. 

* + * 


Savings in New Process 


N ITS announcement, Great 
Lakes emphasized that coils 62% 
inches wide weighing seven to 
eight tons can now be produced 
without a weld. Previously, an 
eight-ton coil, 62% inches wide 
would have had at least three 
welds. There is a saving to both 
the steelmaker and the user as a 


less there is a radical and entirely 


be out the window for a long time 
to come. 

In addition, the return of com- 
petition to steel selling will also 
undoubtedly mean lower charges 
for “extras,” improved steel quality, 
and better deliveries and service 
by steel suppliers. 


* * * 


Noise Symposium Told 
How to Cut Clamor 


CHICAGO.—Noise in plants can 
be reduced through good mainte- 
nance and safety programs, W. F. 
Scholtz, supervisor of industrial 
hygiene at Allis-Chalmers Co. told 
the fourth annual Noise Abatement 
Symposium here. 


9, 1953 _ 


loose gears and bearings, substitu- 
tion of wire mesh for metal safety 
guards, acoustical room treatment, 
installation of mufflers on exhausts 
and covering metal bench tops with 
wood, 


* * * 
New Oil Said to Help 
Thread Grinding 

CHICAGO. — Marked im- 
provements in thread grinding have 
been discovered by using a little- 
known oil compound developed 
two years ago but only recently 
used in thread operations. 

Van Straaten Chemical Co. says 
the oil, which it developed and 
which is called Vantrol 5299 M, 
cuts operating temperatures, elimi- 
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wear on diamonds used for dress- 
ing pieces and provides better size 
control on the machined piece. 

* * * 


Werner Describes Plants 


NEW YORK.—R. D. Werner Co., 
Inc., 295 Fifth Ave., New York 16, 
N. Y., has released a new facilities 
folder outlining the equipment and 
services for custom aluminum ex- 
trusion and roll forming of alumi- 
num and stainless steel at its 
Greenville (Pa.) and Oshawa (Can- 


ada) factories. 
* * * 


Hayden Adds to Line 
DETROIT. — Hayden Twist Drill 
Co. has announced that it is now 
able to furnish high-speed steel 
twist drills. Initially, the sizes will 





result of eliminating welds in coils. 


It is also worth noting that the! 


addition of its new slabbing mill 
opens up the narrow point in the 
Great Lakes facilities. During the 
period when steel was tight, the 
lack of blooming or slabbing mill 
equipment was the factor that was 
usually responsible for conversion 
steel. 

Like other mills, Great Lakes 
could roll more steel than it 
could process in its blooming 
mill. If slabs ready for final 
rolling were furnished, the finish- 
ing operation could be performed. 
Meanwhile, the _ steel 

charges and premiums for freight | 
and handling. The price paid for) 
the ingots and for having the 
ingots rolled into slabs was high. 

*x os * 


Cheaper Steel Available 


TH slabbing capacity now 

available, it will be unneces- 
sary for Great Lakes and other) 
mills to obtain slabs from outside) 
sources. Steel will be available at| 
mill price rather than the ex- 
pensive roundabout processing re-| 
quired where conversion, so-called, | 
was used. 

Savings of $100 on a ton of | 
conversion steel will be possible. 
At one time, one ton out of every 
four used by auto firms carried 
the conversion penalty, 

Most of the recent expansion in| 
steel capacity has been directed at! 
balancing out facilities, thereby | 

* = s 





New Slabbing Mill— 


Here is a view of the new $35 million 
slabbing mill put into operation last week 
by Great Lakes Steel at Ecorse, Mich. One 
of the largest in the country, it is a re- 
markable example of automatic machin- 
ery. Eighteen men can operate the huge 
mill, while another 18 take care of .the 
electrical equipment. 


collected | § 


unexpected change in the steel 
situation, conversion steel seems to 


Scholtz named as possible sources 
of noise reduction ‘replacement of| more pieces per tool grind, reduces 


nates burning of threads, gives 





in diameter. 





Reports Leading New Car Dealer 


ONLY the passing of time proves or disproves assumptions based 
on theory. Town Auto is making more profit with its Radiator De- 
partment than Treasurer Edwin H. Schadt, estimated when he in- 
stalled Inland equipment in January 1949. 

The decision of Mr. Schadt to devote a part of his service floor 
to an Inland Department and to send Mr. Gene Zimmerman to the 
Inland Training School has paid dividends. By November 1949 ad- 
ditional equipment was required to handle the rapidly increasing 
volume. Mr. Zimmerman, by then a skilled radiator technician, 
trained another man. The Department continued to grow and return 
a substantial profit. 

In November of 1951 the Radiator Department was moved to 
larger quarters, Wholesale as well as retail volume continued to 
increase. 

In 1952 the Department cleaned and repaired 1,341 radiators 
with labor sales of $8,736.30. Recore jobs totaled 115 for an esti- 
mated profit of $1,433. Mr. Schadt estimated dollar volume from 
installation of related cooling system items at $4,463 for ‘labor only. 
In addition a substantial profit was realized from sales of related 
parts such as fan belts, hose, water pumps, new radiators, anti-freeze. 


FREE 


“BLUEPRINT FOR PROFIT" 


Details and prices of required 
equipment and experiences of 
other operators. 








$13,1993° added labor sales 


in one year with Inland Radiator Dept. 


ABOVE: Mr. Gene Zimmerman 
and his helper, Mr. Frank 
Rozsitch, turn out an increasing 
volume of wholesale and re- 
tail work each month in Town 
Auto Company's new enlarged 
Radiator Department. 


LEFT: Mr. Edwin H. Schadt, 
Treasurer of Town Auto Com- 
pany, Allentown, Pa. made 
the decision to establish the 
profitable radiator department. 


EST. $ VOL. INSTALLATION 
OF RELZEEC 


a 


These are the facts. You can readily see that the Department 
has paid for itself and earned a good profit. 

Your community offers a similar potential! 

Investigate the radiator repair facilities in your area. Note the 
absence of modern radiator service. Check the newspapers and the 
yellow section of your telephone directory and note that you and 
your competitors are all advertising the same services. Modern radi- 
ator service offers greater profit than these highly competitive 
specialties, 

Many other dealers like Mr. Schade tell us their Inland Radiator 
Departments are increasingly profitable year after year. Radiator 
Service offers you a new, undeveloped opportunity for profit in your 
community. Let us send you the details. Write or wire Inland 
Manufacturing Company, 1108 Jackson Street, Omaha 8, Nebraska, 
or phone Harney 1108. 


MAIL THIS COUPON TODAY! 


Inland Mfg. Co., Dept. AN-11 1108 Jackson Street, Omaha 8, Nebraska 
Please send complimentary copy of ‘Blueprint for Profit." 


Firm. 4 eos 


Address siete coal ns OL ee = ae en 


City_ 


Baie recnncorssenseintnonstnelindatiadaebianiidie 


Make of Car Sold : 
Are you now operating a Radiator Department? 


OlYes (J No 





be confined to drills below %-inch 



























Moybe great sa/es-ards are 


ek LOL LL ie 


but- the SEATS -of-the-Future 


T’S nice to look forward to future selling 
features—but it’s much more profitable to 
have them right NOW. 


That’s why seats with the ‘‘custom”’ look and 
advanced design of that above are NOW ap- 
pearing in so many cars of so many price ranges. 


They’re appearing all over because people— 
all over—want AIRFOAM, and plenty of it, in 


We think you'll like “THE GREATEST STORY EVER TOLD’’—every Sunday—ABC Radio Network— 
THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday—NBC TV Network 


7terfeane 


are HERE! © 


seats and backs and armrests, front AND rear. 


They’re appearing all over because people 

—all over—want the advanced styling made 

possible, at popular prices, by AIRFOAM design- 

engineering. Are you, too, offering people 

what they want TODAY? 

Goodyear, Automotive Products Department, 
Akron 16, Ohio. 


papor 
oe 





WORLDBE 





F ee cree 


Once strictly a Custom Deal 
—now a sales-aid for Popu- 
lar Lines! AirFoAM advanced 
techniques and design-engi- 
neering have taken this deeply 
sculptured custom look out of 
the luxury class—made it eco- 
nomically practical for almost 
any model on any floor. 


FINEST CUSHIONING 


AIRFOAM helps you sell in other ways, too— 


e The only type cushioning with over half a mil- 
lion air cushions to each cubic inch, AIRFOAM 
makes any car feel indescribably luxurious—stays 
cool, fresh, inviting. 

e AIRFOAM’s buoyant comfort and gentle “uplift” 
make any car seem livelier, smoother-rolling, 
better ballasted. 

e A one-piece cushioning material, AIRFOAM 
holds its smart lines for the life of the car—pro- 
tects upholstery fabrics—increases trade-in value. 


Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


FAR 
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| state, followed by Chevrolet with 


Sales Conditions in Various Areas... 





Auto Market Reports 


St. Louis 


Distress sales of both new and 
used cars seem to be the order of 
the day in the St. Louis area. Deal- 
ers interviewed can see no better- 
ment in the immediate future, and 
not many are expecting any great 
improvement with new-model an- 
nouncements. Results of 1954-model 
showings thus far have failed to 
improve dealers’ profit prospects, it 
is said. 

There has been a wave of dealer 
ownership transfers and closings, 
and further mortality is predicted. 

Disposal of used cars at whole- 
sale prices has practically ceased. 
Used-car dealers are able to 
choose the units they want at low 
prices, thus establishing a market 
entirely out of line with tradein 
allowances expected by new-car 
purchasers. 

New-car buyers are encouraged 
in their demands for large allow- 





















ances and discounts by new-car ad- 
vertising, some of it said to be 
factory-inspired. 


Shop and parts business is good, | 


but profits in these departments are 
described as inadequate to support 
present-day overhead. Many dealers 
believe that the industry is in for 
at least a year of shakedown ad- 
justment. It is their opinion that 
there are too many dealers and too 
many cars available for a normal 
and profitable retail operation.— 
(Sam X. Hurst.) 


* * * 


Rhode Island 


New-car sales in Rhode Island 
continued high in September, when 


2,653 registrations were chalked up, | 


bringing the total for the first nine 
months to 22,705. 

The 1953 figure is nearly 50 per- 
cent ahead of the total of 15,424 
record for the first nine months of 
1952, with this September’s figure 


running well ahead of the 2,519 
total for August. 

|  New-truck registrations total | 
compared with 1,694 a year ago. 

Ford topped the list of new-car 
registrations in September with 570, 
and Chevrolet was next with 503. 
Plymouths registered in September 
totaled 282, while figures for other 
makes were as follows: 

Pontiac, 170; Buick, 159; Dodge, 
151; Studebaker, 122; Oldsmobile, 
116; Chrysler, 92; DeSoto, 82; Nash, 
70; Hudson, 36; Packard, 28; Cadil- 
lac, 19; Willys, 18; Lincoln, 11; 
Henry J, 10; Kaiser, 7, and miscel- 
laneous, 32.—(Thomas L, Forbes.) 

* * om 


Minnesota 


Truck sales in Minnesota during 
| September totaled 1,268, according 
to figures released by the Minne- 
sota Automobile Dealers Assn. Ford | 


1,955 for the first nine months, | 


386 sales. International placed third 
with 182 units. 


A breakdown of the remaining 


|sales showed the following: 
Diamond T, 7; Divco, 5; Dodge, 90; 
GMC, 89; Mack, 5; Reo, 7; Stude- 
baker, 17; Willys, 4; White, 2, and 


miscellaneous, 14. — (Donald M. 
Lyons.) 
* + + 
Clevelan 


Continued. high sales marked the 
end of October, with both new and 
used-vehicle turnover maintaining 
unusual seasonal activity. 

New-car sales reached 1,866, 
highest weekly figure in four 
months, It brought to 6,965 the 
total sales for October, compared 
with 5,235 in October a year ago. 
The weekly figure was more than 
200 above the previous seven days, 
and about 400 over the same week 
a@ year ago. 

In used-car sales, weekly turn- 
over reached 1,718, just under the 
previous week, but about 400 over 
the same period a year ago, For 
all of October, sales went to 
7,185, as against 5,825 for October, 
1952. 








was in front with 460 sales in the 
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UNDERCOATIN 
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—no troublesome “blobs”’. 


Nokorode is stable, made o 


Made and guaranteed by 


LION OIL 


EL DORADO 
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Nokorode 


AND SILENCER 


50% More Jobs Per Drum 
* Nokorode is concentrated —no excess solvent. 
You spray Nokorode to %” thickness—and it 
dries to almost 4%”. It’s made entirely by Lion 
under U.S. Patent 2393774, assuring controlled 
uniformity, controlled quality. Nokorode goes 50% 
farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ... Lower Labor Cost 
# Nokorode is uniform for smooth application 


. . flows freely, per- 


mitting steady pressure in the gun. There’s no 
lost time due to lost pressure. 


f highly compatible 


materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 
jobs—you save man-hours and money. 


COMPANY 


ARKANSAS 


FREE! Details on how to increase 


LION OIL COMPANY, El Dorado, Arkansas 
Please send information on higher profits 


with LION NOKORODE. 
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figures of a year ago, both for the 
month and for the last week o* 
October. 

Unusually mild weather, spiritec 
competition and stimulated sale: 
promotion are reasons behind th« 
soaring sales.—(Sanford Markey.) 

. o s 


Lewis County, Wash. 

Ford, Chevrolet and Dodge were 
the leaders in September sales of 
new cars throughout Lewis County 
(Centralia), Wash. Ford tied with 
Dodge in sales of new trucks. 

Total sales registered were 17 
units under the previous month. 
The breakdown of car sales was 
as follows: 

Buick, 6; Chevrolet, 13; Cadil- 
lac, 3; Chrysler, 3; Dodge, 12; 
Ford, 24; Hillman, 1; Hudson, 1; 
Mercury, 6; Nash, 3; Oldsmobile, 
2; DeSoto, 1; Lincoln, 1; Packard, 
1; Plymouth, 9, and Studebaker, 
2. Total: 83, 

New-truck sales were: Ford, 8; 
Chevrolet, 5; Dodge, 8; Inter- 
national, 1, and Studebaker, 1. 
Total: 23.—(R. E. Sconce.) 


* * * 


Pittsburgh 


New-car registrations made a 
larger-than-seasonal gain in Pitts- 
burgh last week, while business in 
general increased only slightly, ac- 
cording to the Bureau of Business 
Research of the University of Pitts- 
burgh. 

The business index stood at 184.1 
percent of the 1935-39 average. It 
was 200.1 a month earlier and 197.1 
in the comparable week in August. 

Steel mills in the district worked 
at 97 percent of practical capacity. 
—(Leon M. Leffingwell.) 


* * * 


Utah 


A total of 1,988 new cars and 
trucks was sold in Utah in Septem- 
ber, compared to 2,143 a month 
earlier and 1,605 in September, 1952. 

Total sales of new vehicles for 
the first nine months totaled 20,- 
770, compared to 16,959 for the 
same period a year ago. 

Used-vehicle sales for September 
were 4,873, compared to 4,826 for the 
same month last year and 4,973 for 
August, 1953. Used-vehicle sales for 
the first nine months of 1953 totaled 
41,724, compared to 40,649 for the 
initial three quarters of 1952. 

x *« * 


Vancouver, B. C. 


Sales of automobiles up to the 
end of September in Vancouver, 
B. C., were setting a new high 
mark. By Sept. 20, a total of 11,997 
|mew cars had been sold, as com- 
| pared to 9,385 at the same time in 
| 1952. Total sales for 1952 were 12,- 
| 416, which was a drop from the 
} 13,116 recorded in 1951. Dealers esti- 
mate that sales in Vancouver this 
| year will total about 15,000. 
| General Motors cars were hold- 
| ing the lead on Sept. 20 with a 

total of 4,547 sales, or 37.9 percent 

of the market. Ford products to- 
taled 2,465, or 20.5 percent, while 

British makes of all kinds, which 
| had formerly been in the lead, 
| dropped to 3,080 or 25.7 percent of 
| the market. Independent manu- 
| facturers sold 754 automobiles, or 
| 6.3 percent. 
| In individual models, the top 
|seller was Chevrolet with 22.1 per- 
;cent. Ford held second place with 
| 10.8 percent. Pontiac was third with 
|9.3 percent and Meteor fourth with 
6.6 percent, 

Chrysler products sold 1,150 cars, 
or 9.6 percent, with Plymouth and 
| Dodge being the best sellers. Austin 
led the British car sales with a total 
of 700, or 5.8 percent. Studebaker 
held the independent lead, selling 
290 cars, or 2.5 percent.—(F. H. 
Fullerton.) 
| 7 * + 


Buffalo 


September new-car sales in the 
Buffalo area fell below the August 
volume, according to the Buffalo 
Automobile Dealers Assn. 

Sales of new cars in September 
totaled 2,918, compared with 3,567 
in August and 2,210 in September, 
1952. They were ahead of the 2,643 
registrations of September, 1951, 
which was a boom year for the 
auto trade in Buffalo. 

For the first nine months, new- 
car sales totaled 31,944, compared 
with 22,582 in the corresponding 

(Continued on Page 38, Col. 2) 
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DONT PUTA KILLER 
IN YOUR CAR 


A wemmens: set 9 sme 





y 


BE 


a Death Trap | 3 





Surveys indicote thet almost one ovt of three passenger cars ond 
trucks is unsate becouse it needs service. ts your cor omong them? 


Promemnd by OFOREE LO TER 





You are looking at a great new force 
in Automotive Merchandising 


In one brief year, LOOK’s Automotive Program has proved that there’s 
a let of brand-new business awaiting aggressive dealers and jobbers 


who tie in with it. 
Here’s what Look did in ’53: 


1. Published for its 20,650,000 readers twelve dramatic editorial features 
of particular interest to the motoring public. 


2. Staged two major Safety Promotions, one in the Spring and one in the 
Fall, which helped sell parts for jobbers and dealers all over the country. 


3. Furnished at cost more than 150,000 reprints of the two LOOK merchan- 
dising features to service facilities for distribution to their own customers 
+. . supplied 18,000 point-of-sale posters to the Inter-Industry Highway 
Safety Committee, which in turn distributed them to dealers and jobbers 


across the nation. 


4. Inspired, in New Castle, Indiana, a highly successful city-wide Safety- 
Check Week. (3,409 vehicles were checked at special safety lanes. where 
15.4. were found to be defective. Four out of five drivers had immediate 
repairs made, went back through the lanes for their Safety-Check wind- 
shield stickers.) 


Here’s what Look will do in ’54: 


LOOK’s year-round editorial program will be continued . . . under the direc- 

tion of George Koether, the only full-time Automotive Editor on any major 

weekly magazine. And in addition LOOK will offer you two outstanding 

promotion opportunities: 

1.A Safety-Check Campaign in May, tied in with the National Safety Coun- 
cil, and featured by cities coast to coast. 

2. A Maintenance Promotion in October dramatically designed to boost 
your sales. 

The LOOK idea offers great merchandising opportunities. It’s an exciting 

idea—and a profitable one. It makes cars safer . . . gives you an educational 

campaign with a sales payoff. 

ACT NOW oo take advantage of these unusual sales opportunities. For 

full information write: Woody Kingman, Dept. A, LOOK, 488 Madison 

Avenue, New York, New York. 


OLE) AN 











18 





AUTOMOTIVE NEWS, NOVEMBER 9, 1953 





AUTOMOTIVE WASHINGTON 


Mr. Citizen Tips His Hat 
To Cabinet’s Auto Men 


By William Ullman 


Washington Correspondent 








ECRETARY of Defense Charles E. Wilson, Secretary of 


the Interior Douglas McKay and Postmaster General 


Arthur Summerfield, the automotive industry’s contribution 
to the Eisenhower Cabinet, not only stand well with the big 
boss in the White House, but also with the man in the street. 
a nG®) 





A. Summerfield 
. . - doing good job 


With November here, the 
next session of Congress not 
far away and 10 months of 
brightly spotlighted public service 
having been rendered under trying 
conditions, this correspondent set 
out to ask scores of Washing- 
tonians, in all walks of life, this| 
question: 

“What do you think of our auto) 
men holding high office in the 
Government?” 


The first person queried was a 


onetime press association reporter 
with White House experience and 
close connections there under all 
recent administrations. Today he is 
in another field of operation, but 
remains a keen observer of the 
Washington scene. 

“Oh,” he said, “I think they were 
all good selections, especially Wil- 
son. I think he is doing a great job, 
knows just what the President 
wants done and will prove to be one 
of the greatest production men ever 
in Government, if given a chance to 
work out his plans. I think Ike 
believes in him and that the public 


generally is moving more and more} 


to his side, despite the potshots 
taken at him by anti-Administra- 
tion people. 

“And,” he added, “I think that 
fellow Kyes is a sound man in his 
job and a great teammate for 
Wilson. Both are, in my opinion, 


| high-grade men.” 


Few Ifs and Buts 


A= so the canvass went, with a 
little adverse criticism here and 
there and an “if” and a “but” now 
and then. 

But for the most part there was 
praise for all the auto industry men 
called into Government; not alone 





Roger Kyes 
. homey and 100 pet. 


Douglas McKay 


the Cabinet members but, as noted 
above, Roger Kyes and K. T. 
| Keller, Harold Vance, Paul Hoff- 
|man and numerous others who 
have given their services faithfully, 
efficiently and unostentatiously. 

There was always some 
pleasant reference to the in- 
dividual members of the Ford 
family, as well as the fine public 
service of the Ford Foundation. 
| The Automotive News questioning 
took in not only members of the 
|press, but also such recognized 
sages as taxi drivers, barbers, 
waiters and such like who become 
| exceedingly well informed through 
their contact with all levels of 
public life. 

Too, the search for sentiment 











In Chicago, it takes 2— 


to complete the picture 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 


be the... 


SU 





READERSHIP CONCENTRATED 


CHICAGO 


N-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 


went to the gates of the White 
House, the portals of the Pentagon 
and the pillars of the Capitol in 
an attempt to obtain close as well. 
as long-range observation of “our 
men.” 
* + * 

Good Job by All 
- GENERAL, the opinion was 

that Ike had done a good job of 
picking men, and the men were do- 
ing a good job for Ike. 

Of the Cabinet trio, Wilson is 
regarded as the most dynamic and 
hard-hitting; Summerfield as the 
best politician, and McKay as the 
kind of a guy you would like to 
have for your next-door neighbor. 
He is easy, sane and “homey.” 

All are really friendly and 
make a good impression in public 
appearances. Concerning Wil- 
son’s tangles with a few members 
of Congress, the opinion prevailed 
that he was more honest than 
diplomatic, and that “inside, he’s 
all right.” 

There wasn’t a single adverse 
criticism of Roger Kyes. However, 
he was not so well known to those 
queried as were the others, But 
those who were acquainted with 
him and his work rated him 100 
percent. ‘ 

+ . 


Wilson’s ‘Great Truth’ 

N EXPRESSION used in the 

first paragraph of this piece— 
“the big boss in the White House” 
—and the statement that motor- 
dom’s three Cabinet members stand 
well with the President came, it 
may be said, from a man who 
generally knows what he is talking 
about. 

What was the most provocative 
and contentious statement made 
thus far by any of our men in the 
Cabinet? Rated first was: 

“What is good for General Motors 
is good for the country.” 

Asked what they thought about 
that crack, the consensus was 
that Wilson was right. 

Many said they had mulled over 
that remark and thought it 





K. T. Keller Paul Setman 
... faithful and efficient 


| through and through, and that the 


more they thought about it the 





=- 


more they became convinced that 
it was a great truth. 

And many added that the same 
might have been just as truthfully 


;said by Chrysler, Ford, duPont and 
|numerous others. 


| * © * 
Life of a Salesman 
ITING from Germany, Rep. 
Allen Hunter included this 
item about a Ford salesman he 
| met there: 
| “In Bremen,” wrote Hunter, “I 
|met and talked with Prince Louis 
|Ferdinand and his wife, Kyra. 
|Louis is heir to the Hohenzollern 
throne in Germany. His wife is, 
j/next to her brother, heir to the 
Romanoff throne in Russia. Nei- 
ther’s chances of succession are 
| very good. 

“Princess Kyra is remarkable for 
her linguistic ability. I heard her 
carrying on simultaneous conver- 
sations with a group of mixed na- 
tionalities during which she spoke 
perfect French, Spanish, German 
and English. Prince Louis sells 
Fords and manages what is left of 
the family estate. He is, and has 
been, very pro-American.” 


s 
Mich. Asks Proof 
a 
On ‘Gift’ Cars 

LANSING.—Since Michigan’s ap- 
plication of the 3 percent sales tax 
to individual used-car sales, “there 
have been so many automobile 
‘gifts’ recently that we have decided 
to ask for an affidavit,” Louis M. 
Nims, commissioner of revenue, 
said last week. 

“It’s understandable that a father 
might give his daughter or son an 
auto, but it is a little beyond my 
belief that an auto dealer would 
give a car to a friend,” Nims said. 
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nothing 


can 


the genuine... 
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rr a3 t S$ i FURS BY FREDRICA 
Man aspires ... nature transpires. The 
standards of excellence achieved innature’s 
masterpieces cannot be duplicated by the 
| hand of man. Yet man. each in his own 
| field . . . achieves his own incomparable 
measure of success. Through pioneering 
| research and progress in the field of auto- 
. motive power transmission, Spicer has during 
the past 50 years established an enviable 
reputation as the 
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Propeller Shafts is the result of many exclusive 
both in manufacturing experience and design. 


revolutionized automotive power transmission in 
h the invention of the first practical universal joint. 


Spicer developed the telescoping action so necessary 
in propeller shaft action, 


Spicer developed the flange yoke and companion 
flange idea. 


Spicer developed the outer casing of universal 
joints for better lubrication and protection. 


Spicer introduced spring retainers that automati- 
cally compensate for packing wear. 


Spicer pioneered the tubular shaft which enabled 
large diameters to be used with light weight. 


Spicer developed the I-G type joint to seal 
in lubricant. 


Spicer perfected cageless roller bearings, 
giving the Spicer Universal Joint far greater 
load capacity at higher speeds with less 
friction than any other type of similar product. 


Nothing can match the genuine! 


i MANUFACTURING DIVISION 
‘Dana Corporation : Toledo 1, Ohio 


49 YEARS OF 


Aa 


SERVICE ENGINEERING 
TRANSMISSIONS ¢ UNIVERSAL JOINTS « PROPELLER SHAFTS « BROWN-LIPE AND AUBURN 
CLUTCHES * FORGINGS e« AXLES « STAMPINGS « SPICER “BROWN-LIPE” GEAR BOXES 
¢ PARISH FRAMES « TORQUE CONVERTERS «© POWER TAKE-OFFS «© POWER TAKE-OFF 
JOINTS « RAIL CAR DRIVES « RAILWAY GENERATOR DRIVES « WELDED TUBING 


MANUFACTURING 
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ing and finishing equipment ap- 
pears to be extremely critical in 
the very largest companies, Wain- 
dle said. Companies in this group 
evaluate 42 percent of their grind- 
ing and finishing equipment as 
either obsolete or inadequate to 
meet stiff competition. 


There is a decided drop in the 
figures for the other three plant- 
size classifications, The small 
and the intermediate plant-size 
groups have an average of 25 per- 
cent obsolete equipment for this 


Tool Engineers Cite ‘Threat to Survival’. . . 


U.S. Plants Rated 28% Obsolete 


DETROIT. — American industry 
admits that 28 percent of its 
present production equipment and 
manufacturing processes are obso- 
lete or inadequate, according to an 
industrywide survey by the Ameri- 
can Society of Tool Engineers. The 
survey also showed that: 





largest companies — those having) four plant-size groups. Again, how- 
over 5,000 employes. ever, the largest and the small-size 

“Obviously,” Waindle said, “a | plants show the greatest degree of 
20 percent average figure of obso- | obsolescence. In small plants, the 
lete equipment in the very largest | average is 33 percent obsolete or 
plants is more significant per | inadequate equipment, The largest 
plant than the same figure for a | plants consider 30 percent of their 
small plant. However, when you | equipment obsolete. Averages for 


Thirty percent of machining 
equipment now being used by in- 
dustry is considered obsolete by 
industry itself; 34 percent of 
present inspection methods are 


consider the thousands of plants 
in the smaller-plant groups, it is 
questionable as to which type of | 


worst or best shape.” 


the other two size classifications 
are 26 percent and 27 percent, re- 
spectively. 

INSPECTION AND PRECISION CON- 
TRoL—Very large companies ap- 





- wie 


phase of production. Companies 


with 1,000 to 5,000 workers con- 
sider only 12 percent of their 
grinding and finishing equipment 
obsolete. 


plant group is collectively in the 


Propuction We.LpiInc — Most seri- 
ously concerned about obsolete pro- | 
duction welding equipment are the 
officials of the small plants, where 
the average obsolescence reported 
is 38 percent, Waindle said. 

The situation is not as critical in | 
the other three plant-size groups | 
but still needs concerted attention | 
jas requisite to the competitive 
years just ahead, he said. The 
average for the very largest com- 
panies is 24 percent, for the large 
figures for the plants in inter-| plants it is 21 percent and for the 
mediate size groups. intermediate size plants the aver- 

GRINDING AND FINISHING — Grind- | age is 17 percent. 


Waindle reviewed industry’s own 
evaluation of obsolete equipment in 
the basic production operations as 
follows: 

MacHININc — In machining 
equipment, the greatest percentage | 
of obsolete equipment is reported 
by the largest companies. The 
average figure for plants in this | 
group is 41 percent. Second highest | 
is the 28 percent average for the} 
ae ee eg ‘eo —. . : 
size plants report a percent | ETAL-FoRMING — Large plants, 
average, and 17 percent is the | Waindle said, feel that they are 
average figure for obsolete ma-|better off on metal - forming 
chining equipment in plants having | equipment. Obsolete equipment of 
1,000 to 5,000 workers. |this type ranges from a high of 

AUTOMATION — Materials handling | 33 percent in the small - plants 
equipment is a major concern in all| group to a low of 15 percent in the 


Smith Gets Dodge— 


Frank M. Smith (right), is congratulated 
by D. B. Mooney, San Francisco regional 
manager for Dodge, upon his appointment 
as a Dodge-Plymouth dealer in Alameda, 
Calif. The dealership, Smith Motors, ex- 
° tends a full city block, featuring both 
There is a drop in the averages | indoor and outdoor display space as well 
for the intermediate size plants, | ., modern service facilities. 
which show averages of 23 per- | hihi 
cent and 22 percent for the two 


parently need a great deal of 
new inspection and precision 
control equipment, Waindle said. 
Their av2rage obsolescence in 
this field is 32 percent. Just be- 
hind them are the small plants 
with an average of 30 percent. 


obsolete; 28 percent of the ma- 
terials handling equipment and 
processes are either inadequate 
or obsolete. 


Also, 28 percent of its metal- 
forming processes are termed by 
industry as obsolete and in need 
of modernization or replacement; 
25 percent of industry’s production 
welding equipment is admittedly 
outdated, and 23 percent of present 
grinding and finishing equipment 
‘s either obsolete or worn out. 

Since top industrial executives 
and engineers from coast to coast 
and in a broad cross-section of in- 
dustries appraised their own 
equipment and processes, “these | 
figures are industry’s own evalu-| 
ation of the threat to survival, in a} 
competitive era, posed by obsolete 
equipment and _ processes,” said 
Roger F. Waindle, president of the! 
27,000-member ASTE. | 

Waindle said the survey tabu- 
lations were broken down into four 
plant-size groupings. These were 








very largest companies. Between 
these averages are the 24 percent 














—Coming Events= 





motive Assn., Inc., Exposition Hall, Kiel 
Auditorium, St. Louis. 
Jan. 31-Feb. 6—Syracuse Auto Show, 


(1) small plants, with fewer than 
250 employes; (2) intermediate-size 
plants, with 250 to 999 employes; 
(3) large plants having 1,000 to 
4,999 employes, and (4) the very 


New Gun Mount 
For Tanks Bows 


DETROIT.—Col. Benjamin 
Whitehouse, commanding officer of 
the Detroit Arsenal, has announced 
the development and Army ac- 
ceptance of a new turret-type 
machine gun mount specifically de- 


Nov. 13-14—Montana Automobile Dealers 
Convention, Finlen Hotel, Butte, Mont. 


Nov. 18—Automobile Trade Association of 
Maryland annual meeting, Lord Balti- 
more Hotel, Baltimore, Md. 

Nov. 18-19— Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—Idaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel Salt Lake City. 

Dec. 4—Oregon Automobile Dealers Assn. 
Convention, Multnomah Hotel, Portland. 

Jan. 9-13 — NADA convention, Miami 
Beach, Florida. 

May 10-11—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 


. 2 Hotel, Kansas City, Missouri. 

signed for the M-48 medium tank. | sept. 12-14-New York State Automobile 
The machine gun can be oper- Dealers' Convention, Saranac Inn, Sar- 

ated with the commander inside ee 


and “buttoned up,” or with the 
escape hatch opened for direct 
viewing. The mount is economical 
to maintain, as it is 100 percent 
manual in operation, Whitehouse 
said. 

The announcement marks the 
completion of five years of develop- 


Dealer Auto Shows 


Nov. 24-30—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls. 

Jan. 15-24—Southern California Auto Show, 
Pan Pacific Auditorium, Los Angeles. 
- 23-30 — Baltimore Automobile Show, 

ne., 


5th Regiment Armory, Baltimore, 


Md. 
Jan. 30- Feb. 7—Greater St. Louis Auto- 


Syracuse War Memorial Bldg., Syracuse. 

Feb. 6-13 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium, Milwaukee. 

Feb. 9-13 — Elmira Auto Show, New York 
State Armory, Elmira, New York. 

Feb. 6-14—San Francisco Auto Show, San 
Francisco. 

Feb. 13-2I—Indianapolis Auto Show, Man- 
ufacturers Bldg., State Fair Grounds, 
Indianapolis. 

Feb. 20-27 — Pittsburgh Auto Show, Hunt 
Armory, Pittsburgh. 

Feb. 20-28—4\st Detroit Auto Dealers Asso- 
ciation Auto Show, State Fair Grounds, 
Detroit. 

Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 

March 13-20—Rochester Auto Show, State 
Armory, Rochester. 

March 13-2I—Chicago Auto Show, 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 


Inter- 


ton, Idaho. 

April 3-7 — Canton City Auto Show, Can- 
ton Memorial Auditorium, Canton, 
Ohio. 


April 17-25 — Seattie Auto Show, Seattle 

Civic Auditorium. 
April—Denver Auto Show, Denver Munici- 
pal Building, Denver. 
* * * 


General 
Nov. 9-12 — American Petroleum Institute 


| ment work aimed at reducing cas- 
ualties among tank commanders. 
Before this, it was necessary for 
a tank commander to expose his 
head and the upper part of his 


body to operate a mounted machine | : : 
oa _ vehicle license sales have passed 


aia : the 100,000 mark for the first time. 
The mount was initially designed 2 : 
by the Detroit Arsenal. Additional | OUt of 7 aan meee issued 
development and construction of |*"!S Yar, {/,t0¢ were for cars. 
the prototypes was by Aircraft! Because of a change in 


(33rd Annual Meeting), Conrad Hilton 
Hotel and Palmer House, Chicago. 
Nov. 16-18—American Finance Conference, 
20th Annual Convention, Palmer House, 

Chicago. 

Dec. 7 and 10— Motor & Equipment 
Wholesalers Assn. Convention, Conrad 
Hilton Hotel, Chicago. 

Dec. 8-9— Automotive Service Industries 
Executive Booth Conferences, Navy Pier, 
Chicago, Illinois. 

* 





Spokane Registrations 


Pass 100,000 Mark 
SPOKANE. — Spokane County 








1954 
Jan. 9-13—7th Annual NADA Shop Equip- 
ment Exposition, Portico Annex, Munici- 
pal Auditorium, Miami Beach, Florida. 
Jan. 9-13— NADA Truck Equipment Ex- 
position, Miami Beach, Florida. (Held 
in connection with NADA convention.) 
Jan. 10-13—American Road Builders Assn. 


"ae . . . installed as original equipment in transmission, rear 


axle and crankcase, remove abrasive metal particles from 
lubricants. A strong, permanent magnet in each LISLE 

a ltd —Americen Rood Builders Aesn. PLUG attracts and holds metal particles between oil 
a ee ae oe changes. Eliminates this common cause of premature wear. 


nual Hotel, } 


Armaments, Inc., Baltimore. It will| lations, 1953 plates will be sold 
become a part of the tanks now be- | until the end of the year. Last year, 
ing manufactured by Ford Motor|;when plate sales closed in mid- 
Co., the Fisher Body division of November, 96,668 licenses had been 
General Motors, and Chrysler Corp. | issued. 


Convention, Boca Raton 
Boca Raton, Fla. 

Jan. 11-15 — Society of Automotive Engi- 
neers (Annual Meeting and Engineering 
Display), Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Feb. 8-l1—Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago. 

Feb. 20-28—Second Annual World Motor 
Sports Show. Madison Square Garden, 
New York City. 

March 2-4—Society of Automotive Engi- 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. ; 

March 4-7— Pacific Automotive Show, 
Seattle Civic Auditorium. 

April 5-7— American Society of Lubrica- 
tion Engineers, Netherlands-Plaza Hotel, 
Cincinnati, Ohio. 

June 6-I1 — Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
. Ritz-Carlton Hotels, Atlantic City, 


REPLACE 
ORDINARY 
PLUGS 
WITH 


LISLE 
PLUGS 


SAMPLE 
PLUGS 4 
furnished free 

for testing. 

Simply state 

size and 

type of 

Plug 

desired. 


TO REMOVE 
IRON AND 


STEEL 
TN ea leia 3) 
FROM OIL 


August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-16—Society of Automotive Engi- 
neers (National Tractor Meeting), 
Schroeder Hotel, Milwaukee. 

Sept. 15-17— National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Week of Oct. 18 — Society of Automotive 
Engineers, National Transportation 
Meeting), Boston, Mass. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 
ov. 45 —Society of Automotive Engi- 

neers (National Fuels and Lubricants 

Meeting), Mayo Hotel, Tulsa, Okla. 


Dealer Conventions 
Nov. 8-10—Automotive Trade Assn. of Vir- 
ginia, John Marshall Hotel, Richmond. 
Nov. 9-11—Ohio Automobile Dealers Assn. 
Hotel, Commodore Perry, Toledo. 





eee ed 


Laying Plans for D. C. Auto Show— 


Members of the committee of the 25th National Capital Area Show hold their first 
meeting. Seated (from left), John A. Mattos, Chairman Curtis E. McCalip jr. and Neil 
E. O'Brien. Standing: Show Manager Maurice J. Murphy, Robert D. Stewart and Paul 
B. Divver. Dates for the show are Feb. 20-28. 
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By Leo T. Parker 

4 Attorney at Law 

i ACCORDING to a late higher 
court decision, an automobile 

dealer is not liable for theft of an 

automobile left in his care for re- 

pairs, unless the owner of the stolen 


dealer, or his employes. 

For illustration, in Thrasher 
vs. Greenlease - Ledterman, 
257 Pac, (2d) 795, it was shown 
that the owner of an automobile 
delivered it to a dealer for re- 
pairs. The car was to be delivered 
to the owner on the following 
evening. 

When the owner went to the deal- 
er’s place of business to inquire 
about his car he was advised by the 
service manager that the car was 
not there, “that somebody got it.” 

Some days later the owner was 
advised by police that his car had 
been in a wreck and was badly 
damaged. 

The owner sued the automobile 








Grand Rapids Dealer Leaders— 


Officers of the Grand Rapids Passenger Car Dealers Assn., seated (from left), are 
A. Jack Blither (Ford), president, and Ted Booth (Packard), a director. Standing are 
Conrad A. Bradshaw, executive secretary; Ted Goodwin (Pontiac), secretary; Charles W. 
Bissell (Dodge-Plymouth), treasurer, and Warren R. Shook (Chevrolet), vice-president. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Better See Motorola Car Radios 





car definitely proves that the theft | 
resulted from negligence of the 


Inc., | 





Lawsuits Affecting Dealers ... 
Court Decisions 


|dealer and proved that sometime 
|prior a former employe of the 


|dealer had broken into the same 
|garage and stolen an automobile 
jand that this employe was con- 
victed, and served a term in the 
| State Penitentiary. 


* * * 


|Employe Returns 


S THIS employe had recently 
returned to the town where the 
| dealer’s garage is located, the owner 
of the automobile contended that 
the dealer was liable for the theft 
j}since, under the circumstances, he 
was negligent in placing the car 
|near an exit door of: the garage 
without removing the car keys 
therefrom, thereby facilitating the 
thief in stealing the car. 
Nevertheless, the higher court 
held the dealer not liable to the 
owner for damage to the automo- 
bile. This court explained that 
the testimony given by the auto- 
mobile owner was not definite 
proof that the dealer’s negligence 
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resulted in the theft, The court 
said: 

“We cannot agree with plaintiff's 
(owner’s) contention that by means 
of a “presumption” he has estab- 
lished a prima facie case of negli- 
gence. After defendant made proof 
of the circumstances of the theft 
of the car, it was incumbent upon 
the plaintiff to show that the theft 
was occasioned by some act of 
negligence or want of due care of 
the defendant.” 

cd * * 
Guilty of Theft 
aa to a late higher 
court decision, one who gives 
a bad check as payment for an 
automobile may be convicted of 
“theft” of the automobile. 

For instance, in United States 
vs. Shailer, 202 Fed (2d) 590, it 
was shown that one Shailer was 
indicted for transporting in inter- 
state commerce from Texas to 
Kentucky a motor vehicle, know- 
ing the same to have been stolen. 
He was sentenced to five years 
imprisonment, 

He appealed to the higher court. 
The testimony showed that Shailer 
had gone to a dealer in Texas to 
purchase an automobile. 

On that same day he had opened 
|a bank account by depositing $1.00. 
He showed the dealer a deposit slip 
|indicating a deposit of $9,000. The 
sum of $8,999 was the result of a 
| fictitious check in this amount 
|drawn the same day and deposited 
for collection in the bank where 
he opened the account. 

Upon making the purchase 
| Shailer gave the dealer $125 in 
| cash and a check for $3,000 drawn 
| on the account where that day 
he was supposed to have de- 
posited $9,000. 

The higher court approved the 
lower court’s verdict, saying that 
Shailer was guilty of stealing the 
| automobile. 


‘Buick Sales Pass 
400,000; Second 


Best in History 


| FLINT. — Buick has sold more 
cars at retail this year than in any 
other year in its history except 
1950, Ivan L. 
Wiles, general 
manager, an- 
nounced last 
week, 

More than 400,- 
000 retail deliver- 
ies have been 
made so far this 
year, Wiles said. 

For the full 
year 1950, more 
than 556,000 cars 
were sold, he 
said. Prior to this year, he said, the 
second highest sales record was 
389,491 cars in 1951. 

Wiles said that Buick’s pene- 
tration of the lower-priced market 
had brought it closer to third place 
this year. 

“Buick registrations for the first 
eight months of 1953 totaled 319,282 
| units, only 21.5 percent behind the 
|holder of third place,” Wiles said. 
“This compares to 31.7 percent at 
the end of eight months last year, 
|}a gain of more than 10 percent.” 








Ivan L. Wiles 


Jack Manufacturer Moves 


\Into New Illinois Plant 
BROADVIEW, Ill. — Templeton, 
Kenly & Co., manufacturer of 
Simplex jacks, has moved into its 
jnew plant in Broadview, a suburb 
|}of Chicago. 
| The move to larger, more efficient 
quarters was dictated by the de- 
| velopment of new products, particu- 
|larly hydraulic jacks and pullers, 
according to the company’s presi- 
|dent, J. B. Templeton. The single- 
|story plant, located on a five-acre 
tract at Gardner Rd. and 16th St., 
contains 96,000 square feet of space. 


| Frederickson Heads Sales 
|For Fields Chevrolet 


Don Frederickson, formerly mer- 
|chandising and sales promotion 
|manager for Kaiser- Frazer in 11 
|western states, has been named 
|sales manager of Fields Chevrolet 
|Co., Portland, Ore. He succeeds 
|Charles Kern, who resigned. 
| Philip L. Fields, owner of the 
|firm, recently was elected to the 
|board of trustees of St. Helen’s 
|Hall, a local girl’s academy spon- 
| sored by the Episcopal Diocese of 
Oregon. 
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Where on this map 4) 
can you get more sales 4 






That isn’t all! In nearly 2 out of 3 U. S. counties, 
Country Gentleman circulation surpasses that of 
any weekly, women’s or home service magazine! 


In every county—wherever there is good farm- 
ing for good living—your best rural customers get 
useful buying ideas from the advertisements in 
Country Gentleman. 


lf the 2,362 shaded counties (out of the 3,071 A manufacturer is giving you the kind of selling help 
U. S. total) more families read Country Gentleman you want—right in your local trading area—when he 
than are reached by Better Homes & Gardens. tells you, “It’s advertised in Country Gentleman!” 


me 66 
i 
| 


——— CIRCULATION NOW NEARLY 2,600,000 


A CURTIS PUBLICATION 












Dealer 


B. A. Dario, Rhode Island Buick 
dealer and the head of Lincoln 
Downs race track, has purchased 
the 375-acre Fairoaks Farm near 
Providence for a reported price of 
$85,000. He intends to use the 
property to pasture the race horses 
he breeds on his farm in Cumber- 
land Hill. Z 

* * 


Hodges Elected President 


Of Ocala (Fla.) Dealers 

H. M. Hodges, of Blalock’s Inc. 
(Studebaker), has been elected 
president of the Ocala (Fla.) 
Automobile Dealers Assn. 

Other officers elected were Jack 
Rodgers, of Rodgers Brothers 
Motor Co., vice-president, and 
William L. Waller, of Marion 
Motor Co. (Dodge - Plymouth), 
secretary-treasurer. 


* * * | 


Wilson County (N. C.) Group 


Elects Lovelace President 


S. D. Lovelace is the new presi-| 
dent of the Wilson County (N. C.) | 
Automobile Dealers Assn. 

Other officers elected were R. L. 
Williford, vice-president, and W. E. 
Batts jr., secretary-treasurer. 

aa * + 


Tex. Buick Dealers Delegate 


Bryant to NADA Group 


Harry M. Bryant, of San Antonio | 
(Tex.) Buick Co., has been selected | 
by Texas Buick dealers to represent | 
them on the Buick Advisory Com- 
mittee of NADA. 

* 


= 


White to Expand 

Sam White Oldsmobile Co., of 
Houston, will start construction on | 
a $400,000 building at Main St. and| 
McKinney Ave. The building will | 
measure 100 by 250 feet, and roof | 
parking will be provided. 

* 7 * 


Long Heads Universal 


Ben F. Long has been elected 
president of Universal Car Co. 
(Chevrolet), Louisville, to succeed 
Claude L. Balthis who died recent- 
ly. Long has been associated with 
the firm for 30 years. He is secre- 
tary-treasurer of the Kentucky 


Automobile Dealers Assn. 
* * * 


Casler Buys Out Woods 


M. B. Casler, president of 
Liberty Motors (Dodge - Plym- 
outh), Birmingham, Ala., has 
purchased the holdings of Ernest 
Woods, former board chairman. 
All the stock of Liberty Motors 
is now held by Casler and 
several of the department heads. 

* * * 


Drennen Names Perkins 


Craig Perkins, former manager 
of fleet sales for a Dodge-Plymouth 
dealer in Birmingham, Ala., has 
been named vice-president of Dren- 
nen Motor Ensley, Inc. (Buick- 
Cadillac-Chevrolet), Birmingham, 

ok * * 


GMC Names Begley 
Leonard W. Begley & Sons, Oma- 
ha, has received a GMC franchise. 
The new dealer had been with the 
truck division of Andrew Murphy 
& Sons for 30 years. Assisting their 


Academic Dealer— 


Marvin M. Millsap fright), president of 
Capital Chevrolet Co., Denver, received 
an honorary Doctor of Laws degree at the 
opening convocation of Park College, 
Parkville, Mo., from J. L. Zwingle, college 
president. A former trustee of the college, 
Millscp delivered the convocation address. | 


AUTOMOTIVE NEWS, NOVEMBER 9, 1953 _ 


Doings 


father will be James V. Begley, 
parts and service supervisor, and 
Thomas J. Begley, who will handle 
sales and office procedure. 

* + * 


Flaig to Thrash 


J. C. Thrash, formerly of Mc-|} 


llen, Tex., has purchased Flaig 
Buick Co., Arkadelphia, Ark. 
| * + * 
Big Spring Opens 
| Big Spring Hudson Co., Big 
| Spring, Tex., has held its formal 
|opening. Pete Peterson heads the 
| new dealership. 
* * * 


| 
Kline Buys Big Dealership 


|From Holt in Minneapolis 
Sale of one of Minneapolis’ 








country. Kline said the Holt name 
will be continued and that he will 
lease the building from Holt. 

Holt, in business in the present 
location for 23 years, plans to de- 
vote himself to his other business 
interests. At one time, he was re- 
| puted to be the largest distributor 
|of Chrysler cars in the world and'| 
|} operated eight retail branches in 
| Minnesota and Milwaukee. 


_ Early Closing 
Eleven Gary Dealers Give 
Employes a Break 


Eleven members of the 
(Ind.) Automotive Trade Assn. 
| have announced that they will close 
|their places of business at 6 p.m. 
daily, except Mondays and Thurs-| 


Gary | 





BB 


pee 


VFW Honors Ford— 


An award for distinguished service is 


days when they will remain open) presented to William C. Ford (left), vice- 


until 9 p.m. They will 
closed all day Sunday. 


remain | president of Ford Motor Co., by Joseph | 
| H. Ritzenhein, commander of the Michigan | 
The step was taken, the dealers | Veterans of Foreign Wars. The citation | 


| largest dealerships, Holt Motor Co.) explained, “to give our employes| lauds Ford as an example of “the highest 


(Chrysler - Plymouth), to Sidney 


|Co. (Chrysler-Plymouth), has been 
| announced by Kline and C. L. Holt. 
With the purchase, Kline becomes 


}one of the largest Chrysler-Plym- 


outh dealers in this part of the 










more time with their 


way.’ 


families, | ideals of the American free enterprise 
Kline, head of River Lake Motor| Which we believe is the American| system.” 





|Tenth Ave. Motor Sales ‘(Oldsmo. 
bile) and Tri-City Motors, Inc 
| (Packard). 


* * * 


Roanoke Takes Hudson 


Roanoke Motor Sales, Roanoke, 


Va., has received a Hudson 
franchise. J. R. Lotts heads the 
| firm, 


* * * 


Cross Buys Interest 


Henry L. Cross, of Cincinnati, 
has purchased half interest in 
|Charles H. Sipe Chevrolet-Oldsmo- 
bile-Cadillac Co., Cambridge, O. 


Davis NADA Representative 
|Of Ind. Pontiac Dealers 


Haywood Davis, of Davis Auto 
Co., Inc., Fort Wayne, Ind., has 
been elected by the Pontiac 
dealers in Indiana as their repre- 
sentative to serve on a newly 
activated advisory committee of 
NADA. 





* * * 


Barnett Lists Promotions 
Promotions of personnel at Bar- 


The 11 dealerships are Baker-| Heeter Motor Sales (Studebaker); | nett Motors, Inc. (Nash), Topeka, 
Townsend (Pontiac); Bosak Motor | Imperial 
(Chrysler-Plymouth); 
Motors 
Corp. 


Sales 
Ave. 
Auto 


(Buick); Grantham 























Fifth| William Mettler, 
Plymouth); 
(Dodge - Plymouth);! J. B. Shaver Motors (Chevrolet); 


Motor Sales 
Inc. 
Palmatier 


(Hudson); 
(DeSoto- 
(Cadillac) ; 





Kans., have been announced by 
Barney Barnett, president. O. H. 
Johnson has been named service 
(Continued on Page 25, Col. 3) 


"THRIFTY TERMS 
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(Continued from Page 24) 


"= |manager; Gordon Fuller, assistant 


e) 





Studebaker Wins Prize in Morocco— 

Mrs. Robert Amic, wife of the president of the Studebaker dealership in Casablanca, 
French Morocco, holds the first-prize trophy won by a Studebaker Champion hardtop 
in the Sun Beach elegance contest held in Casablanca. The car competed with a 
number of European and American makes. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Wat used car time buyers really want 
is easy, thrifty ownership. 

That key word “easy” attracts them to so-called 
“Easy Terms”. 

But so many time buyers have found “Easy 
Terms” to be costly and hard! A stronger key word, 
now, is “‘thrift.” 

Advertise ““FINER USED CARS—THRIFTY 
TERMS” and you have a new key to sure sales! 

Show your used car shoppers the difference and 
that difference will make sales for you! Show them 
why paying as fast as they can with comfort is easier 
by far than making costly, long drawn out payments, 











|service manager; Leo Lawhorn, 


& body shop foreman, and Dean Mc- 


in the auto business. Weidenbacher 


formerly operated Logan Motor | 


Sales in Lincoln, Ill. which has 


Keever, assistant in the parts de- | been taken over by E. L. Hake. 


| partment. 


| * * * 


Cunningham New Owner 


|Of Morris Motor Sales 

| Morris Motor Sales, Wauseon, 
O., has changed its name _ to 
Cunningham Ford Sales, Peter A. 
Cunningham, the new owner, is 
a former Ford sales official, 





| Ontario Firm Opens 
'Used-Car Building 


Alderson Motor Sales, Ltd., has 
opened a used-car sales building at 
Main and Wellington Sts., Hamil- 
ton, Ont. 


* 


* * 


Cooper Sells Firm 
Paul L. Weidenbacher has 
purchased Cooper Oldsmobile Co., 
Decatur, Ill., from Chester E. Coop- 
er, who is retiring after 20 years 


i. EASY TERMS’ 


| From 1946 to 1949, Weidenbacher 
was a Willys distributor in Spring- | 


field, Tl. 


* 


Lot for Scott Motors 


A used-car and truck center has 
|been opened at 110 E, Tenth St., 
Topeka, Kans., by Scott Motors, 
Ine. (Chevrolet). 
A 


* * 


* * 


Martys Buy Deal 


Hagler-Pratt Motors, Ine. 
(Willys), Colby, Kans., has been 
sold to Don and Jim Marty, 


brothers. The firm’s name has been 





changed to Marty Motor Co. 


* * * 


Weaver Buys Into Firm 


Rex Weaver, for three years gen- 
eral manager of McComb Mctor 
Sales, Niles, Mich., has bought a 
| half-interest in Niles Superior Mo- 
| tor Sales, Inc. (Chrysler-Plymouth). 
| Officers of the new corporation are 


Show how thrifty terms will save them money! 

They will respect you for pointing out terms that 
keep real value in their purchases. They will enjoy 
car ownership more. They will have money to buy 
again sooner. All this is very good business, for 
them and for you. 

And when you arrange for thrifty terms on the 
GMAC Thrift-Guard Plan, your customers receive 
the greatest financing value at low cost. 

You gain too: (1) Control of the whole trans- 
action. (2) Gross from time contracts. (3) Extra 
business from satisfied customers. (4) Repeat sales 
from GMAC service. 


GENERAL MOTORS ACCEPTANCE CORPORATION 


TNS 


| GENERAL MOTORS ACCEPTANCE CORPORATION ¢ 


TIME PAYMENT 


The GMAC Thrift-Guard Plan 


available to General Motors Dealers: 


‘athe 
Wie 


CHEVROLET PONTIAC 


Neer. 


~ 
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Francis Shell, president; John F. 
Unley, vice-president and chairman 
of the board, and Weaver, secre- 
tary-treasurer. 

* * 


Colo. Oldsmobile Dealers 


Pick Beatty for NADA Job 


E. Jack Beatty, president of 
Weaver - Beatty Oldsmobile Co., 
Denver, has been elected by Col- 
orado Oldsmobile dealers as their 
representative on the national 
Oldsmobile advisory committee of 
NADA. 


+ 


ok 


Smith Joins Anderson 


Ralph Smith has joined Anderson 
Chevrolet Co., Baltimore, as man- 
ager of the used-car sales depart- 
ment, it is announced by A. D. 
Anderson, president. 

* * 


* * 


+ 


Rotary Elects Marsden 


Frank J. Marsden, president of 
Marsden Chevrolet, Towson, Md., 
|has been elected president of the 
|Rotary Club of Towson. 


|Minnesota Dodge Dealers 
Elect Dean to NADA Post 


Perry L. Dean, president of 
Dependable Motors, Inc., Minne- 
apolis, has been elected by Minne- 
sota Dodge-Plymouth dealers to 
represent them on the newly 
activated Dodge advisory com- 
mittee of NADA, 

* 


* * 


Bailey Is U. C. Manager 
Clarence Bailey has been ap- 
| pointed used-car sales manager for 
City Oldsmobile, Inc., 4618 Edmond- 
|son Ave., Baltimore. 


* * * 


Green Buys L-M Business 


'From Black in Wadsworth, O. 


Nilen Black Lincoln - Mercury, 
Inc., of Wadsworth, O., has been 
purchased by Ensel Green, who 
formerly was with the dealership 
in Wooster, O., for seven years. The 
new firm’s name is Green Lincoln- 


Mercury, Inc. 
* 


|Gregoire, Dissault Honored 
On 25th Anniversary 


George Gregoire, past president 
of the Idaho Automobile Dealers 
Assn., and E. C. Dissault, director 
of IADA, partners in City Motor 
Co., Pocatello, Id, received a 
sterling silver serving tray hon- 
oring their 25th anniversary with 
DeSoto. City Motor is one of 46 
DeSoto charter dealers and the 
only charter dealer in Idaho. 

* ok * 


Fire Hits Schneider 


Fire of undetermined origin 
caused $13,000 damage to Schneider 
Motors Co., 3141 N. Grand Bivd., 
St. Louis. Five new automobiles 
owned by the company and several 
belonging to customers were dam- 
aged. One fireman was_ injured 
fighting the flames. 

* Ba 


 _ 


* 
Whitebone Names Turner 
Executive Vice-President 

Rett Turner has been appointed 
executive vice-president of Cecil 
Whitebone, Inc. (Ford), San Fran- 
cisco, according to Cecil Whitebone, 
president. 

Turner has spent the major por- 
tion of his career in the sales and 
distribution of Ford cars and 
trucks. 


* 


Kiefer Takes Helm 


Jack Kiefer has been named gen- 
eral sales manager of City Chevro- 
let Co., Baltimore, it is announced 
by Louis Kiefer, president. Kiefer 
has been with the dealership since 
1940. 


# * 


* 


Tucker Opens Second Lot 


Tucker Motor Co., St. Louis, an 
Oldsmobile dealership since 1927, 
has opened its second used-car lot 
at 4734 Garvois Ave. 


* * 


Ingold Appointments 


John Gogan, sales manager of 
Ernest Ingold Chevrolet Co., San 
Francisco, has announced the ap- 
pointment of Hyde McMillan as his 
assistant, and Leonard Schaefer to 


the used-car department. 
* * * 


x % 


* 


Russ Picked by James 
Appointment of Donald L. Russ 
as sales manager of James Motors 
(Nash), San Francisco, has been 
announced by the firm’s president, 


{William B. James. 
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Highways & Safety... 
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South African Dealer 
Teaches Traffic ABC 


By Gerhardt Neumann 
Staff Writer 


N FARAWAY South Africa, traf- 


fic problems seem to be just as| 


pressing as in this country, AvuTo- 
motive News learned last week from 
a letter of Hooper Motors, Ltd., a 

Cadillac - Oldsmo- 


MATIONMAL SAFETY 
counci's 


Durban. 

H. F. Hooper, 
managing direc- 
tor of the firm, 
takes a_ twofold 
interest in the 
promotion of 

safety. He has 

NEWS served on the ex- 

ewe ecutive board of 

the Durban and District Road 

Safety Assn., and as a dealer he 

is trying to imbue his customers 
with good road manners. 

Hooper Motors distributes ap- 





AUTOMOTIVE 





bile dealership in| 


proximately 1,500 “thought start- 
| ers” each month — little stickers 
| which carry an appropriate mes- 
sage for the motorist. Each 
quarter, when schools open, about 
7,000 postal cards are sent out 
warning motorists in English and 
Afrikaans to look out for kids. 

Finally, the firm had 20,000 copies 
of Emily Post’s “Motor Manners” 
| printed, which are available to the 
| various safety organizations in the 
Union of South Africa. So far, 
about 14,000 copies have been dis- 
tributed. (The booklet is a publica- 
tion of the National Highway Users 
Conference.) 

* * * 


Realistic Approach Urged 
_o rising rate of auto fatalities 





basis of increasing vehicle use, de- 


is being “whitewashed” on the} 


(CM PB ag IRD cy ah it el igh Aa, 


enetateieialeeateaadel eo. ee ee) 


fe 


Kent Supplies Fourth Car to School— 


Harold Kent (second from left), owner of Harold Kent, Inc. (Ford), Chicopee Falls, 
Mass., presents a car to the city’s high school for driver training. It was the fourth 
such car furnished by the dealership. 





level, Dorsett proposed that the 
states: 

1. Put enough policemen on the 
highways to enforce the laws; 


| clared J. Dewey Dorsett, general 

|manager of the Assn. of Casualty 

| Surety Companies, at last week’s 

|conference of the American Motor 1 

|Vehicle Administrators in Rich-| 2: Set maximum speeds at 50 
|miles an hour; 


| mond, Va. | 3. Fix stern minimum penalties 
Asserting that action must be | for first violations; 
| 4. Banish from the road persons 





| initiated at the state government 


HEY EARL, I'M GLAD THERE'S 
A FRAM FOR MOST 


EVERY ENGINE / 


RIGHT ARGYLE. WE CAN SERVICE 


MOST ANY 


OIL FILTER WITH 


FRAM'S COMPLETE CARTRIDGE LINE. 
AND THE HANDY CARTRIDGE- CHECKER 
TELLS AT A GLANCE WHICH 
ONE IS RIGHT FOR THE JOB. 





ME ILIKE THE FRAM 
GUARANTEE ON EVERY 
CARTRIDGE. IT PROVES 
IM GETTING THE BEST 
PROTECTION FOR MY 
ENGINE WITHOUT 


RISKING A PENNY: 


/ 


DON'T FORGET BOYS, 
FRAM MAKES ALL 
TYPES OF FILTERS-FULL 
FLOW AND BY-PASS 
CARTRIDGES. YOUR CUS- 
TOMERS GET ENGINEERED 
PROTECTION FROM FRAM, 





I'LL BE SENDING FRAM CUSTOMERS 
YOUR WAY. YOU'LL CASH IN ON 
EVERY ONE...WHEN YOU 


SELL EVERYONE 
On FRAM! 
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OPERATOR 25 





OIL * AIR * FUEL * WATER 





who have been convicted of three 
or more serious violations; 


5. Enact laws to make the detec- 
tion of ticket fixes certain; 


6. Require uncompromising ad- 
ministration of the laws by the 
courts, and 

7. Enact safety responsibility laws 
in the four states which do not 


have them. 
* + * 


Hands Off, Parents! 


HE latest issue of American 

Magazine carries an article by 
Prof. Amos E. Neyhart, head of the 
Institute of Public Safety of Penn- 
sylvania State College, which warns 
that parents should NOT teach 
their children how to drive. 


His main arguments that par- 
| ents, in most cases, are not 
| expert drivers and will transmit 
| their bad driving habits to the 


younger generation. 


“Experience has shown,” the au- 
thor says, “that a youngster should 
receive at least 30 hours of class- 
room instruction about automobiles, 
safe-driving practices and highway 
courtesy at the same time that he 
receives his practice driving les- 


sons.” 
* * + 


'The Dangerous Hours 


|THE dangers of darkness again 
have been emphasized in recent 
| discussions. The AAA Airletter 
notes that since incandescent light- 
jing was installed on Benning Rd. 
|in Washington, pedestrian injuries 
have dropped 44 percent, speeding 
violations 60 percent, and hit-and- 
run violations 18 percent. 


| Dr. Richard Blackwell, of the 

Vision Research Laboratory of 
| the University of Michigan, warns 
| in a paper that “heat-obsorbing 

glass now being installed in autos 
| absorbs light and therefore re- 
| duces the distance at which ob- 
jects will just be seen.” 


| Edward P. Curran, safety director 
|of the Keystone Automobile Club, 
|meanwhile reminds motorists that 
jearlier darkness in the winter 
|months increases the prevalence of 
| “blind driving.” 

| The average driver is blinded for 
jabout one second by the force of 
improperly focused headlights of 
}an oncoming car, he said. “This 
| blind period is responsible for many 
| accidents.” 


| 





Va. Group Urges 
Strengthening of 
Responsibility Act 


Strengthening of Virginia’s 
motorists’ financial responsibility 
law, including a proposal that 
courts be permitted to impound 
|autos of persons convicted of driv- 
|ing while their licenses are under 
| Suspension, was recommended by 
|the Virginia Advisory Legislative 
Council. 
| The Virginia responsibility act is 
|of the so-called security type pro- 
viding for suspension of driving 
privileges of persons involved in 
|accidents who are unable through 
|insurance or otherwise to demon- 
|strate their ability to settle fi- 
nancial damages. 

Besides advocating that the 
;courts be given impoundment 
| powers, the legislative interim 
|study group also proposed that it 
| be made a misdemeanor knowingly 
to lend a car to a person whose 
|permit has been revoked and that 
|impoundment be permitted under 
|such circumstances, 

Also recommended were: 

“A continuing campaign” by the 
| State Division of Motor Vehicles in 
|cooperation with the Governor’s 
| Highway Safety Committee in con- 
;nection with highway safety laws. 

A provision permitting reciprocal 
jaction between states in the en- 
|forcement of the security pro- 
visions of financial responsibility 
laws. 

That the security provision of 
the financial responsibility act be 
made applicable to the owner of the 
|motor vehicle involved as well as 
| the operator, 

Increasing the minimum bodily 
injury liability coverage required 
by the security provisions of the 
act from $10,000 for each accident 
to $20,000, and from $5,000 for each 
person injured to $10,000. 











The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are ycu? 
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Correspondent George Glaser Writes . . . 


Auto Letter from Europe 


garding the equipment of ex- 
cursion buses. One was ordered 
recently with a complete set of 
suitcases and shelves for them. 
The suitcases will be rented out 
to the excursionists. This way the 
operator hopes to avoid trouble 
with luggage. 

A billboard in the Rue de la 
Boetie in Paris, near the General 
Motors headquarters, is attracting 
| quite a bit of attention these days. 
Called Paliprisme, it shows three 


RANKFURT, Germany. — An 

American manufacturer, operat- 
ing plants in various parts of | 
Europe, is trying to persuade the 
respective governments to permit 
even exchanges among the products 
of his factories without custom 
difficulties. 

The manufacturer believes that | 
such a move would increase the | 
productivity of the individual 
units through increased competi- 
tion among his makes in the 
various countries. 

Main argument for a relaxation | 
of custom regulations in this case 
is that the different makes supple-| 
ment each other and make up a| 
complete line of sizes and styles| 
when available from the widely | 
scattered factories. 

Another American manufacturer 
plans a modern service center in or 
near Paris, it is rumored. 

* * * 





Mo. Good Roads Group 


Reelects Dealer Duvall 
JEFFERSON CITY, Mo. — The 
Missouri Good Roads Assn. has 
reelected Milton F, Duvall as its 
president. 
Duvall is head of Duvall Motors 
Co. (Chrysler - Plymouth) in 
| Clarksville, Mo. 


Mercedes Automatic? 
UMOR has it that Mercedes may | — 
soon have automatic transmis- 
sions, like the Jaguar, for the 
dollar areas. 
A new idea has popped up re- 





Merger Planned 
By Bearings Co., 
Federal-Mogul 


DETROIT.—A plan to consolidate | 
Federal-Mogul Corp., Detroit, with | 
Bearings Co. of America, Lancaster, 
Pa., was announced last week by | 
G. S. Peppiatt, president of Federal- 
Mogul, and J. W. Brady, president| 
of Bearings Co. 

Directors of both companies 
have approved a plan providing for 
Federal-Mogul to acquire the| 
name, assets and business of Bear-| 
ings Co. The proposal will be sub-| 
mitted to a vote of the shareholders 
of both companies at special meet- 
ings Dec. 8. 

The purchase price agreed on is 
72,300 shares of Federal - Mogul | 
stock, currently valued at about) 
$1,800,000. 

Peppiatt said: “If the stock-| 
holders approve the consolidation, | 
and I am hopeful they will, our im- 
mediate plans call for operating 
Bearings Co. of America as a di- 
vision of Federal-Mogul. 

“We have long sought an affili-| 
ation with a ball-bearing producer | 
so we could add that important) 
product to the Federal-Mogul line | 
of engine bearings and bushings) 
and the Bower tapered and straight | 
roller bearing line which we sell| 
in the service field.” | 

The principals are two of the | 
oldest bearing companies in the | 
U. S. Federal-Mogul has been in 
business since 1899 and Bearings} 
Co. since 1897. 


straps. 


No. 711 





_ ae | 
Matched Paints Available | 


For Chrysler Lines | 

CHICAGO.—_Development of} 
factory-packaged lacquers and| 
synthetic enamels to match all 
colors for 1954 Chrysler Corp. cars 
was announced last week by the 
automotive division of Martin- 


Senour Co., Chicago. 

Seventeen colors have been styled 
for the new Chrysler, 12 for the 
DeSoto, 10 for the Dodge, and 14 
for the Plymouth models, reported 
Don A. Seeley, automotive division 
manager. 


Finest TOP-GRAIN COWHIDE. Zipper section 
fitted with 8 grooming essentials in gleaming 
chrome. Strong double handles, buckles 
Top-zipper closing. Brass lock. 
lining. Colors: Suntan or Ginger. 

List Price inc. Fed. Tax $68.00. 


Gold-plated INITIALS 
with each case 






different advertisements which 
change in quick succession. 

The board consists of a number 
of transparent sections on which 


They are moved electrically. 
* * * 


Inscrutable France... 


oe of France, it is inter- 
esting to note that while the 
French don’t have motor vehicle 
taxes they still maintain the taxable 
horsepower ratings, 

Insurance rates, too, are graded 
according to horsepower, appar- 
ently in the belief that a heavier 
car can do more damage than a 
smaller one. 


It is also unique that the size of 
car in France determines the price 
for service jobs. The union of auto 
|mechanics, which controls the 
prices to be charged for lubrication, 
car wash and other jobs, has three 
different prices for each operation, 
depending on the length of the car. 








20” Club Bag 






and 


Suede 







DEALER’S PRICE $35.00 





Luggage has always been an important 
Holiday Gift item. Handsomely made Lug- 
gage like Contempo’s, fashioned from qual- 
ity leathers, is especially welcome. Designed 
for the automobile trade, Contempo Luggage 
is sold by leading dealers coast-to-coast. 
This holiday season, provide your customers 
with an extra service and yourse!f with extra 
profits. Order early for Christmas. 


Initials 
sent Loose. 
Easy to 
Attach 





parts of the pictures are pasted. | 
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Travel Bar and 
Carrying Case 


For entertaining on plane or train, at 
parties or home. Contains cocktail shaker, 
jigger, strainer, spoon, bottle openers in chrome, 
and 6 highball glasses. Tan canvas, waterproof 
lined. Space for 3 qt. bottles. Locks and key. 
Size: 164% x 12% x 6%”. List Price $40.00. 





The VASSAR... 755 
a i S C 0 A Si , in Finest Top-grain Cowhide | 
Luxurious matched set, to serve a Lady from weekends to a cross-country tour. j 
ENGINES Strong, lightweight construction. Linings of shimmering satin, full pockets and | 
tie-tapes to keep packing neat. Handsome solid brass locks, Bumper-edge 
SELL YOUR BEST RURAL leather bindings to absorb travel shocks. A QUALITY SET! Colors: Smooth 1 
CUSTOMERS THROUGH Suntan or Ginger Cowhide ... or Brown Alligator Cowhide. i 
Dealer's List Price i 
No. Item Cost Incl. Fed. Tax i 
eT ry 750 14" wate Case oe $50.00 i 
- ; / 752 21" Weekend r 50.00 
athe 753 26" Pullman 34.50 69.00 ! 
sa heh 755 21" Wardrobe 39.50 79.00 
Where Automotive Ownership 756 24” Weekend 29.50 59.00 
iam Cla tel, 333 758 29" Pullman 39.50 79.00 
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Panhard Centralizes Driving Controls— 


“Driverized” controls are the most striking feature of the new French Panhard 54. It 
combines all controls and gauges on the steering column. All switches, knobs and 
other controls are within easy reach of the driver. _ ! 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 












No. 677 DEALERS PRICE $24.50 












The DUNLEIGH... 
Matched luggage 
for Men 
























699 


Zipper Clubkts 


Finest TOP-GRAIN COWHIDE in superior construction, designed for 
handsome looks and long wear. Overlapping steel frame for extra 
strength. Dust and moisture-proof, Reinforced Leather corners and 
sides. Strong saddle stitching. Solid brass locks. Luggage tags in- 
cluded. Thousands of these sets have been sold. 

Colors: London Tan, Ginger or Dark Redwood. 


Dealer’s List Price 
No. Item Cost Incl. Fed. Tax 
877 21” Overnight $31.50 $61.00 
1077 24” 2-Suiter 39.50 77.00 
977 24” 3-Suiter 42.50 83.00 
699 20” Clubkit 24.50 45.00 


— a a a a a a a a a a eS 


CONTEMPO Luggage Co., 170 Fifth Ave., New York 10,N. Y. 4 
Gentlemen: Please ship the following numbers . 


l 
C) (lam enclosing check) 0 Ship coo. I 
[J (Ship Open Account. Bank and credit references attached) | 
I 
i 


Style Quantity Dealer's Cost 

















erever 
she goes 


Funny about radio: the lighter it gets, 


the more weight it carries. 


For no other advertising medium turns 
up in so many different shapes and 
sizes, to reach out to so many different 
customers. And no other’s on such 
intimate terms that it goes wherever 
the customer goes—from home 

to car to pocketbook, right wp to the 


point of sale. 


All because of one thing: wherever they 
go, whatever they’re doing, Americans 


like to listen to radio. 


What else explains the 110 million new 
sets people have bought in the last 
eight years. And the 14 million more 
they’re buying this year. 


What else explains the demand for a set 
so light it can ride along with the 
shopping list... The customer enthusiasm 
that’s got the set-maker turning out 
more than a thousand a day... And 

the public’s eagerness for lighter and 
even smaller sets that transistors 


promise for tomorrow. 


Today—by adding a new outlet every 
3 seconds—radio is growing faster than 


any other advertising medium. 


Radios now fit any pocket... Radio 
always has. 


CBS RADIO NETWORK 


... Where America listens most 
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Affecting Factories and Dealers. . . 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 


William G. Werner, public rela- 
tions manager of Procter & Gamble 
Co., will address the sixth annual 
conference of the Public Relations 
Society of America Nov. 16-18 in 
Detroit, 

Werner will speak on the sub- 
ject, “Can We Measure Up?” at 
the luncheon on the second day 
of the conference at the Shera- 
ton-Cadillac Hotel. 

Erwin D. Canham, editor of the 
Christian Science Monitor, and 
Donald K. David, dean of the Har- 
vard Graduate School of Business 
Administration, also will speak. 

Canham will address the Nov. 18 


é 


.. thanks to Borg-Warner 





BW engineering makes it work 
BW production mokes it available 


Almost every American benefits every 
day from the 185 products made by 


SORG-\/ARNER 


THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: ATKINS SAW + BORG & BECK + BORG-WARNER INTERNATIONAL 
BORG-WARNER SERVICE PARTS + 
INGERSOLL PRODUCTS «+ 
MARVEL-SCHEBLER PRODUCTS «+ 
NORGE HEAT + PESCO PRODUCTS - 








luncheon meeting on “Business at 
Bat in Washington and on Main 
Street.” David will speak at the 
conference keynote discussion ses- 
sion on the morning of Nov. 17. 


Other speakers Nov. 17 include 
John L. Fleming, assistant director 
of public relations for Aluminum 
Co. of America; Franklyn Walt- 
man, director of public relations 
for Sun Oil Co.; Ward Stevenson, 
director of public relations for 
Pillsbury Mills, and Rex Smith, 
vice-president of American Airlines. 


The workshop-type conference 
will have as its theme, “Growing 
Opportunities for Public Rela- 
tions.” 


James Cope, vice-president of 


Chrysler Corp., is general chairman 
and William A. Durbin, director of 
| public relations for Burroughs Add- 
ing Machine Co., is program chair- 
man. 

The Detroit chapter, headed by 
| Howard E. Hallas, associate direc- 
tor of public relations for Nash- 
Kelvinator Corp., is host for the 
conference. Hallas is chairman of 
|the arrangements committee. 


* + * 
| 


\N. Y. News to Modernize 


Early in 1954, the New York 
News will put under way a $10 
million, four-year program of press 
room modernization, it was an- 
|nounced last week. 

The program will involve the re- 
placement of all pre-World War II 
| press and reel room equipment and 
|the conversion of all press units in- 
|stalled since the war in both the 
Brooklyn and Manhattan plants. 

The plan also will involve chang- 
ing the present 12-pica column for- 
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mat of the black-and-white paper 


weekly publication, according <‘o 


to an 11%-pica column width, re-|Robert D. Levitt, publisher, Total 


ducing the press cutoff from 22% 


circulation of the papers was 1,- 


inches to 21%, and narrowing the | 492,273. 


present 61-inch newsprint rolls to 
60% inches. 


* * * 


Award to Pringle 

Ann Pringle has won a Christo- 
|pher Award for her report “Who 
Should Teach Your Child About 
|God?” which appeared in the Sep- 
| tember issue of the Woman’s Home 
| Companion. 

Miss .Pringle’s article was based 
on a Companion poll of its readers 
}on the subject of religious teaching 
|of children. 

. « * 


Passing Up Circulation? 

Due to territorial infringement 
on present distributors, American 
Weekly, since October, 1951, has 
been forced to decline requests of 
41 newspapers to distribute the 














Just a light touch, an e-a-s-y pedal pressure, and Borg-Warner 


power brakes take hold. Instantly. Smoothly. Firmly. Braking 
power is stepped up—for quicker, surer, safer stops, with a 
fraction of the effort. This means more efficient braking— 
plus greater driver comfort, less strain, less fatigue. 

What’s more, Borg-Warner power brakes have a minimum 
of wearing parts, require no lubrication, and are not affected 
by climatic conditions. That means longer life, lower main- 
tenance costs, greater dependability. Unusually compact, 


units are easily installed in existing brake systems. 
Available for passenger cars, trucks, tractors and trailers, 


CALUMET STEEL + 
INGERSOLL STEEL + 


RERECTAL «+ 


CLEVELAMD COMMUTATOR + 
LONG MANUFACTURING + 
MECHANICS UMIVERSAL JOINT + 
ROCKFORD CLUTCH + 
WARNER GEAR + WARNER GEAR CO., LTD. - 


MORSE CHAIN 
SPRING DIVISION - 
WOOSTER DIVISION 


DETROIT GEAR + 
LONG MANUFACTURING CO., LTD. « 

MORSE CHAIN CO., LTD. « 
WARNER AUTOMOTIVE PARTS 


Borg-Warner power brakes are designed, engineered and pro- 
duced by B-W’s Marvel-Schebler Products Division. Another 
example of how Borg-Warner “designs it better—makes it 
better.” One more way Borg-Warner serves the automotive 
industry—and the public—every day. 


FRANKLUN STEEL 
MARBON 
NORGE 


The size of the paper, value ‘o 
advertisers and other reasons also 
governed the decisions, Levitt said. 

* . = 


R & R Names Reed Director 


Tod Reed, manager of the Detroit 
office of Ruthrauff & Ryan, Inc., 
has been elected to the board of 
directors of the - 
company. Joining Ba 
the agency in j 
1938, Reed was 
named manager 
of the Detroit 
office in 1948. He 
was elected a 
vice - president in 
1943. 

He also is a 
governor of the 
Michigan Council 
of the American 
Assn. of Advertising Agencies. 

* * * 


Quaker Account Boosted 


Quaker State Oil Refining Corp., 
Oil City, Pa., has named Kenyon & 
Eckhardt, Inc., to handle product 
and institutional publicity. This is 
in addition to the product adver- 
tising which the agency has han- 
dled for more than 20 years. 

* * + 


McCall Boosts Nichols 


Marvin Pierce, president of 
McCall Corp., and Phillips Wyman, 
publisher of Redbook and Bluebook 
magazines, have announced the ap- 
pointment of Wade H. Nichols jr. 
as associate publisher of both Red- 
book and Bluebook in addition to 
his duties as editor of Redbook. 

Nichols was appointed editor of 
Redbook in July, 1949. 


* a * 


Heckethorn Campaign 

Heckethorn Mfg. & Supply Co., 
Littleton, Colo., manufacturer of 
Columbus shock absorbers, is con- 
ducting a number of promotion, 
advertising and sales campaigns 
this fall in various sections of the 
country. 

Advertising Manager John Ha- 
mill said the tests were being con- 
ducted in Waterloo, Ia.; Minneapo- 
lis; St. Paul; South Bend, and 
Philadelphia. Extension of the cam- 
paign to other areas is being con- 
sidered, he said. 

Newspapers, radio and television 
spots, direct mail and various 
point-of-sale aids are being used. 

~ a * 


D. P. Brother Ups Mange 


Appointment of Lester R. Mange 
as vice-president in charge of the 
art department of D. P. Brother & 
Co., has been announced by D. P. 
Brother, president of the Detroit 
and New York agency. 

Mange has served as art director 
on several of the agency’s national 
accounts for more than 10 years. 
He joined the organization in 1935. 

* * * 


Chrysler Goes All Out 


The largest newspaper advertis- 
ing campaign in the Chrysler divi- 
sion’s 30-year history used more 
than 3,300 newspapers for the 1954 
new-model announcement program, 
according to John H. Caron, ad- 
vertising manager. 

The newspapers, with a com- 
bined circulation of 62 million, 
were chosen to obtain maximum 
circulation penetration into the 
3,000 counties in the U. S, that 
are served by Chrysler’s 3,500 
dealers, Caron said. 

Caron said that 22 million fami- 
lies also were reached through the 
use of four-color pages in This 
Week, American Weekly and other 
Sunday supplements. 

x + * 


Tod Reed 


Names 

Samuel B. Hill, national advertis- 
ing manager of the Washington 
Times-Herald, became advertising 
director of the paper Nov. 1. 


Paul C. Smith, vice-president, and 
Shepard Spink, vice-president and 
Collier’s advertising manager, have 
been elected directors of the Cro- 
well-Collier Publishing Co. 


Rayon Office for Akron 
AKRON.—American Viscose 
Corp., supplier of rayon yarn to 
the tire industry, has opened an 
office here at 2304 First National 
Tower Bldg. Cyril Sumner jr., is 
in charge. 
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Typewriters...Carbon Paper... Ribbons & ttaee cial Skit 
One Park Avenue, New York 16, N. Y. @ 
Underwood Limited, Toronto 1,Canada [™ Cries! e Street cin 
Teuch Me 
Sales and Service Everywhere Keyboard @e City Zone State 








On the Financial Front... 


Fears of a Recession | 
Fade to Background — 


ROWING confidence that the|and the possible freezing of social 
Government would be prompt| Security rates. 
in instituting measures to sustain| 3. The likelihood of some reduc- 
business, along with reassuring 
statements from Administration 
and corporation officials, has al- 
layed fears that slackening tenden- 


in this direction, it says, are: 


1. The prospect of relatively high | first step in that direction, it says. |some Government guarantee of 
employment and maintained wage : 2 & 


2. Benefits from the 10 percent 
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tion in savings. 
+ + * 
OMPANIES engaged in pro- 
ducing and distributing con- 
sumer goods can look forward to} 


| 
| 
| 





| Oldsmobile Fiesta, one of the features in the auto exhibit. 
Bidding for business, it adds, | ‘ 


competition all along the line. terms might be offered as an in- 
The Administration is proceeding| ducement. 


tary policy may be regarded as the|est costs do not decline enough, 


financing might be considered. 


agen consideration, S&P says, ~ ees 
is being given the following 








ine performance 
is combined with 
low cost in the 

Long Torque Converter 


LONG MANUFACTURING DIVISION « BORG-WARNER CORPORATION 
DETROIT, MICH. AND WINDSOR, ONT. 


Auto Exhibit Attracts L. A. Fair Queen— 


cies in certain segments of the|, relatively high level of demand, | Queen of the 1953 Los Angeles County Fair, Jolene Bufkin, 19, stands beside an 
economy might develop into a se-| S&P says. 
vere setback next year, says Stand- 
ard & Poor’s Corp. 

Consumer spending may prove | there will be an intensification of | zation. An easing of financing to counteract a business recession. 


one of the most stable elements 
in the economy in 1954, Standard 


Mortgage money 
somewhat easier, S&P says, and 
, > with plans to combat a setback, 2. Encouragement of municipal; business loan rates seem to be 

& Poor’s says. Factors pointing | 5¢p says. The reversal in mone-|construction of all kinds. If inter-| headed for lower levels. 


The present 3% percent charged 
by New York City banks on prime 
,\commercial loans may hold for a 
|while, S&P says, but a cut is re- 
TAX reduction, in addition to! garded as a good possibility early 
tax reduction effective next Jan. 1! proposals: ie automatic cuts now in the! next year. 





will be keen, with indications that | 1. Stimulation of home moderni- | cards, is also proposed as a device 


is becoming 








TORQUE CONVERTERS ce CLUTCHES e RADIATORS e¢ 


OIL COOLERS 





White Motor Net 
Rises Sharply 


White Motor Co., Cleveland, has 
reported that sales for the third 
quarter were $43,056,168, up 27 per- 
cent over the $33,850,902 reported 
for the third quarter a year ago. 
Earnings per share of common 
stock were $1.51, compared with 82 
cents for the third quarter in 1952. 

Net sales for the first nine months 
were $120,250,382, compared with 
$114,941,788 for the same period in 
1952. Sales of the Autocar division, 
acquired Aug. 25, accounted for 
slightly more than 2 percent of the 
total sales volume in the 1953 
period. 

Net earnings for the nine months 
ended Sept. 30 were $3,188,643, 
equivalent to $4.02 per share of 
common stock, This compares with 
net earnings of $2,283,504, or $2.94 
per share, for the first nine months 
of 1952. 

President Robert F. Black said 
that the gain in earnings was due 
principally to an increase in the 
volume of civilian business and to 
capital gains which produced a net 
profit of 59 cents per common 
|share. As of Sept. 30, he said, the 
|backlog of Government business 
| totaled $11 million, 


* * * 


Pittsburgh Plate Glass Sales 
|'Up 17% in Third Quarter 
Pittsburgh Plate Glass Co.’s net 
sales for the third quarter were 
$114,335,137, an increase of 17 per- 
| cent over sales of $97,708,641 for 

the comparable quarter of 1952, 
| according to Harry B. Higgins, 
president. 

Net income for the third 
quarter amounted to $9,944,647 or 
$1.09 per share. For the compar- 
able period of 1952 net income 
was $8,852,170, equivalent to 97 
cents per share. 

For the first nine months, sales 
were $346,993,772 or 18 percent 
greater than in the like period of 
1952. 











* * * 
Elastic Stop Nut Reports 
| Slight Drop in Profit 

Elastic Stop Nut Corp. of Amer- 
ica, Union, N. J., has reported a 
profit of $1,038,196 for the nine 
months ended Aug. 31, after esti- 
mated Federal taxes and estimated 
renegotiation adjustments. 

Operations for the corresponding 
period last year resulted in a prof- 
| of $1,111,922. Net sales for the 
| 1953 period were $18,420,895, com- 
pared with $17,188,205 for the cor- 
responding nine months ended in 
1952. 


ce * ok 
Commercial Credit Profit 


$6,048,039 in 3rd Quarter 


Consolidated net income on the 
| common stock of Commercial 
|Credit Co. for the third quarter 
| was $6,048,039, or $1.32 per share, 
|compared with $4,949,440, or $1.08 
per share for the 1952 period. 

For the first nine months, net in- 
;}come was $17,529,853, or $3.83 per 
share, compared with $14,462,573, 
or $3.17 per share for the same 
period of 1952. 





| 
| 


kK 


|$10,417,765 Profit Reported 
By Associates Investment 


Associates Investment Co. and its 
finance and insurance subsidiaries 
during the first nine months had a 
net profit of $10,417,765, or 18 per- 
cent above the earnings in the like 
period of 1952, according to Robert 
L. Oare, chairman of the board. 

The condition of the receivable 
accounts remains good, Oare said. 
“We have observed an improvement 
in the retail delinquincy ratio over 
a year ago,” he added, “indicating 
that auto time buyers are not being 
overloaded and are in a position to 
maintain their equities and liqui- 
date time sales purchases.” 


* * * 


Commercial Solvents 


Commercial Solvents Corp. re- 
ports for the quarter ended Sept. 
30 consolidated net earnings of 
$812,939. Sales for the quarter were 
$13,288,603. Consolidated net earn- 
ings for the nine months ended 
Sept. 30 were $1,836,087. Sales for 
the nine months were $35,208,101. 
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Nation’s Business has plenty of numbers. Me 


718,000 of these trucks are 4 years old or older — hurry and replace them! 


789,000 businessmen read Nation’s Business each month. 


. 9,468,000 mass sales impressions will mop up this market if 
‘ you use a 12-page schedule in Nation’s Business. 
"a 16% jump in 1953 linage over 1952 shoves Nation’s Business well ahead of all other 
‘ee books in the field. 


‘ cost with a campaign in Nation’s Business. 


Chicago (Central 6-5046), New York (Lexington 2-3450) 
Washington, D. C. (National 8-2380) a 


eet tm we ne en 
®2ece we - 
wee eeec es aw oe owe” 


NATION’S BUSINESS A Magazine for Businessmen 


f Especially for truck advertisers. And they add up to sales. i 
i 4 out of every 10 trucks rolling along America’s highways belong to Nation’s Ne 
; Business subscribers. 
; 2,000,000 trucks of all sizes and shapes and makes are owned and operated by NB’s subscribers. 


If you sell trucks, tires or accessories, you might easily sell more at less 


‘ Got our number? Detroit (Trinity 1-8989), Cleveland (Cherry 1-7850) 


~ 
— 
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BUMPER TOW CHAIN—A young woman 
attaches the Taylor bumper tow chain, 
which is said to hook on any size bumper 
quickly and easily. The manufacturer says 
the chain will help eliminate locked bump- 
ers and damage to lights and grilles. It is 
more than 10 feet long and is made of 
5/16-inch chain. The chain is packed in a 
red bag which can double as a distress 
signal. S. G. Taylor Chain Co., P. O. Box 


509-T, Hammond, Ind. 
Ss 





BATTERY TESTER — The Davenset high- 
discharge battery tester is designed for 
testing the voltage of lead acid or alka- 
line cells under a discharge of 100 to 140 
amperes. The voltmeter dial is at a con- 
venient angle and color-zoned for easy 
reading. Wisconsin Storage Battery Co., 
Racine, Wis. 





PROMOTION KiT—Designed as a com- 
pact promotion kit for dealers, this kit 
features Johnnie Plug-Chek and consists 
of window banners, counter cards, mat 
sheets and selling tips. It urges motorists 
to winterize their car early. Electric Auto- 


Lite Co., Spark Plug Division, Fostoria, O. 
—" e- - 





DASHBOARD LIGHTER—The Safety- 
Gvard auto lighter has a protective sleeve 
which flips out and forms a guard around 
the hot filament. The unit reportedly is 
slated as original equipment on 1954 
Chevrolets. It protects the fingers from 
burning, catches ashes and sparks and 
keeps the filament hot longer, its maker 
says. Casco Products Corp., 512 Hamcock 
Ave., Bridgeport, Conn. 

s ¢ *# 
Remington Rand Announces 
Self-Adjusting File Divider 

A self-adjusting file drawer di- 

vider has been announced by Rem- 


ington Rand Inc. 
The firm has also issued new 
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NEW PRODUCTS 


brochures on “Color-Keyed Varia- 
dex” (for file tabs) and on 10-key 
adding machines. For further de- 
tails, write Remington Rand Inc., 
315 Fourth Ave., New York 10, 
mi Bs 





SEAM SEALER—Scotch-brand Calk is a 
putty-type sealer for sealing body seams, 
and according to the maker, won't harden 
or shrink and is waterproof. It comes in 
one-foot strips and is designed for use on 
seams between roof and side panels and 
between floor and side panels. Minnesota 
Mining & Mfg. Co., 900 Fauquier St., St. 
Paul 6, Minn. 








CLEANING SOLVENT—Turco-Solv is de- 
signed for cleaning electrical equipment. 
It is said to remove grease deposits and 
other residues quickly without requiring 
after-neutralization. It is noncorrosive and 
safe for use on all metal and wood sur- 
faces, according to Turco Products, Inc., 
6135 S. Central Ave., Los Angeles 1, Calif. 


* +. = 
Coffing Hoist Catalog 
A full-line catalog has been 
published by Coffing Hoist Co., 800 
Water St., Danville, Ill. It contains 
illustrations, descriptions and 
specifications for more than 100 


types and sizes of portable hoists. 
* * - 





TRAVEL BAG—Combines the utility of 
a club bag and the luxury of a portable 
bar, according to the maker. It comes in 
a 20-inch size, is made of cowhide and 
has a zipper section outside which holds 
two beverage flasks, two chrome jiggers 
and bottle opener. Contempo Luggage 
Co., 170 Fifth Ave., New York 10, N. Y.| 





ROAD SANDER —This Skid Grip road 
sander has a motorized feed to spread the 
grit the full tire width. The sander is con- 
trolled by a dashboard switch and has a 
six-quart steel tank mounted in the trunk 
of the car. A safety grit, which is said 
not to freeze or absorb moisture, is also 
available, it is announced by Hecker Prod- 





ucts Corp., 50 State St., Albany, N. Y. 





TORQUE WRENCH—Designed to tighten 
nuts, bolts and screws to exact predeter- 
mined tension without resort to gages or 
guessing. Wrench “breaks” automatically 
at tension point, according to Reasor Mfg. 
Co., St. Charles, Ill. 

Ss ¢ @ 


Stock, Parking Layout 


A booklet published by H. C. 
Sweet Co., 24396 W. Seven Mile Rd., 
Detroit 19, Mich., discusses the lay- 
ing out of stockroom floors and 
parking lots by use of the Florline 
marking machine. 





COMMUTATOR TOOL—The new model 
B-1 for turning and undercutting com- 
mutators on generator and starter arm- 
atures centers the armature shaft in pre- 
cision-made collets. The commutator can 
be turned and trued with the accuracy 
of a lathe, it is stated. Work is speeded 
up by the rotary saw undercutter, which 
is operated while the armature is held 
in the collets, according to Rite Tool Co., 
Fall River, Mass. 





WHEEL BALANCER — The On- The - Car 
wheel balancer for checking wheels with- 
out removing hub caps or trim rings is 


centered by adjusting clamps. Sensitive | 


selector controls indicate the location of 
the trouble and the amount of weight 


needed for balancing. John Bean Division, | 


1305 S. Cedar, Lansing, Mich. 
* * * 





PISTON GROOVE CLEANER—Uni-Blade 
is said to clean all grooves from 5/64 
through Y% inch without changes or ad- 
justments. It will also clean wedge-type 
(Keystone) grooves. Groove-Rite Tool Co., 
Farmington, Mich. 





TRUCK MUFFLER—This line of mufflers, 
for gasoline or diesel engines, has been 
designed for 25 makes’ of trucks. The 
mufflers are called TD—tough duty. Mare- 
mont Automotive Products, Inc., 1600 S. 


| Ashland St., Chicago, Ill. 
. 2.) = 


Plastic Tape Produced 


For Labeling Use 


Labelon Tape is a plastic, self- 
sticking tape which, when written 
on by pen, pencil or typewriter, 
produces a_ sealed - in - plastic 
message that is smudge-proof, 
grease-proof, water-proof and acid 
resistant, according to the manu- 


facturer, Labelon Tape Co., 450 
Atlantic Ave., Rochester 9, N. Y. 
The tape comes in three forms, 
rolls for a plastic dispenser, flat 
label for typewriter use and book- 
match holder for household use. 
* * aa 





METAL CLEANER —Brulinsoly concen- 
trated solvent emulsion cleaner is said to 
facilitate the cleaning of oils, grease and 
dirt from metal surfaces. It is non-toxic, 
non-corrosive, has a pleasant odor and 
can even be used on the hands, according 
}to the maker. When mixed with low-cost 
| solvents, such as kerosene, this concentrate 
will step up cleaning action, says Brulin 
& Co., Inc., 2939 Columbia Ave., Indian- 
| apolis 7, Ind. 
| * + cd 


Manley Catalog Revised 


New catalog pages, covering ad- 
|ditions to the Manley valve line, 
are available from Manley Valve 
Corp., 1523 Fairmount Ave., Phil- 
adelphia 30, Pa. Additional makes 
of cars and trucks are listed, and 
models up to 1953 included. 


* * * 








OLO NEW 


adapter is said to eliminate the need for 
constant replacement. With the adapter, 
which becomes part of the cutting torch, 


indicate that this tip also 
amount of oxygen and gasses used, ac- 
cording to Evans Machine Co., 122 S. 
Calverton Rd., Baltimore, id. 

* 


LEAK DETECTOR—A larger engine bear- 
ing oil-leak detector has been added to 
the Federal-Mogul line of bearing service 
tools. At 10 quarts, it has double the oil- 
tank capacity of the standard five - quart 
detector, according to the maker. It sup- 
plies a steady flow of oil to the engine, 
holding to a predetermined pressure. By 
counting the drops of oil falling from the 
crankshaft in a minute, the mechanic can 
determine the engine's condition. Federal- 
Mogul Corp., 10000 Shoemaker Ave., De- 





troit 13, Mich. 











WELDING TIP —New welding tip and 


only the tip’s end need be renewed. Tests | 
reduces the! 








hydraulic valve lifters on Chevrolet, Buick, 
Oldsmobile and Cadillac cars. The tool 
consists of various-sized collets and a 
puller shaft equipped with a sliding ham- 
mer. Available with the tool is a kit for 
disassembly of the valve lifter, consisting 
of adapter sleeves, spring ejection holder 
and hypodermic needles for grease injec- 
tion. Cornwell Quality Tools Co., 1065 


Cleveland Ave., Mogadore, O. 
i 





* < ae Miele as abs Sd 
STEAM CLEANER—The Model 121 De- 
luxe features a hot water rinse attach- 
ment, a low water cutoff and an Auto-Rad 
attachment for reverse flushing of radia- 
tors. Equipped with a '% - horsepower 
motor, its capacity is 120 gallons an hour. 
Airoil Products Co., Inc., Wesley St., South 


Hackensack, N. J. 
* * * 





BONDING OVEN —The Cyclone ‘'400" 
forced-air brake shoe bonding oven is de- 
signed to handle 2,000 brake shoes a day. 
The shoes are loaded through a foot- 
pedal door and are automatically un- 
loaded by conveyor through a heat-frap 
door. Bondomatic Corp., 2808 W. Fifty- 
fourth St., Los Angeles 43, Calif. 

* * 


GARMENT RACK—Sta-Prest is a metal 
clothes rack which slips onto a car's front 
or back seat. Vision is not obscured, as 
with devices that are connected to doors 
or windows, the maker points out. Clothes 
are said to stay wrinkle-free even after 
hours of driving. Luthe Corp., 202 W. 
Washington St., Milwaukee 4, Wis. 
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UST for the entertainment and 
enlightenment of the boys and 


girls who follow the deeds of 
derring-do performed so casually 
by those death-defying heroes in 
the comic sections, let’s see how 
many words it will take to tell what 
happens when a jet plane crashes 
the sound barrier. 


The plane is a Lockheed Star- 
fire, puttering along at 450 miles 
an hour, eight miles above New 
England, where it has been 
stationed to patrol the Atlantic 
seaboard, with a base on Cape 
Cod. 





The pilot is Maj. Daniel (Chap-| 


pie) James, an old hand at “break- | 


ing the sound barrier.” The re- 


porter is Bliss K. Thorne. Both are | 


encased in the latest “cereal-box- 


top kind of flying suits,” designed | 
to guard the wearer from “black- | 


ing out” (from blood draining out 
of the brain) and against “redding 
out” (too much blood being forced 


into the brain) and against thin | 


air at high altitudes. 
Air is a fluid, moving smoothly 


over the plane’s surfaces up to the | 
vicinity of 760 miles an hour at sea 


level, the speed of sound. Push air 
beyond that speed (as you do when 
you drive an airplane at 760 miles 
an hour) and it balks — becomes 
almost as solid as a solid. That is 
called the “sound barrier.” Sound 
waves travel on air — maybe the 
speed of sound is limited by the 


maximum speed at which it can) 
move through air—another still-un- | 
solved mystery about the sound 


barrier. 
. * * 
Sound Left in Lurch 


as living within miles of 
the places where the ex- 


periments have been made have} 


heard the “supersonic bangs” that 
ring out like claps of thunder when 
a plane crashes the barrier. 
Strangely, although James and 
Thorne crashed the barrier twice in 
one dive, those sounds were inaudi- 
ble to them because they were 
traveling faster than the speed of 
sound. 

Cruising eight miles above New 
England, which looked like a pin- 
point on the map, Chappie James 
pointed the plane somewhere be- 
tween Boston and Providence 
(here we go, lobby-loo). 


Subsonic and supersonic speeds | 


are not measured in miles per hour. 
They’re measured in “Machs,” a 
term taken from the name of Prof. 


Ford Reorganizes 
Inter-Divisional 
Sales Department 





DEARBORN. — In order to cen-| 


tralize responsibility for the sale of 
Ford division products to other 
company components, the inter-di- 
visional sales department has been 
transferred from sales to the vrod- 
uct planning and programming of- 
fice, Chase Morsey jr., manager of 


product planning and programming, 


announced last week. 


J. W. MacArthur continues as| 


manager of 


under T. H. Holden, executive as- | 


sistant to Morsey. In addition to 
his sales duties, MacArthur will 
maintain sales-planning liaison with 
the division’s Detroit manufactur- 


ing plants and the Twin Cities | 


glass plant. 

He also will coordinate the de- 
velopment of price recommenda- 
ions for each plant and obtain ap- 
‘ropriate Ford division approvals, 


Morsey said. Included are the trim, | 
Daint and artificial leather and | 
tractor plants in Highland Park, | 
Mich., as well as the glass plant in | 


Ainneapolis. 


inter-divisional sales | 


| 
| 
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Ernst Mach, a Czech-born, German 
physicist, who died in 1916. 


The Mach number is understood 
to be the ratio between the speed 
of flight and the speed of sound. 
When a plane is at Mach 1, it is 
moving at the speed of sound—760 
miles per hour if at sea level. 
Higher up, in lighter and colder air, 
it may be much less, because sound 
travels slower in those areas. To 
report half the speed of sound a 
plane registers Mach .5. Twice the 
speed of sound is Mach 2. 


* * * 


Crashing the Barrier 


DSi we go... hellity larrup. 

James began reporting progress 
|in Mach numbers. “We're almost up 
to the Mach,” he said. “We’re at 
it,” he said quietly. Then every- 
thing happened at once. 


The wings of the 10-ton fighter 
wobbled as if they had broken 
free from the fuselage. The whole 
plane bounced and rocked from 
one bump to another. It turned 
to the right, then to the left. It 
tried to climb, to slam itself down 
to earth on its back. 


The controls reverse themselves 
at that speed, leaving the pilot with 
practically no control. Push the 
stick to the left to steer the plane 








This strange road sign was 
seen at a crossroad in Castine, 
Me., in 1926. 


in that direction and it turns 
farther to the right. The Starfire 
kept winding clockwise, its wings 


|flapping. In a couple of seconds 
| James halted the right-hand spin- 


ning by pushing the stick even 
farther to the right. 


Just as abruptly as the buffeting 


35 


began, it stopped. “We’re through 
it,” said James and they were flying 
smoothly, but hurtling straight 
down at hundreds of miles an hour, 
James reduced the speed, reversed 
the controls to steer the ship, and 
they flew back on the earthy side 
of 700 miles an hour. The Mach- 
meter showed .95. 
* * + 


Another Crack 


+. they hit the sonic barrier 
again. When they came out of 
it (the safety belts and big shoulder 
harnesses kept them from being 
tossed around like pebbles) the 
| plane did an outside loop. 

The reporter got a “red-out” 
because of excess blood flowing 
to the head. Fortunately, James 
was an old hand at this sort of 
thing. He pulled out of the dive 
and sent the reporter along 
wondering what the engineers 
and designers would next do 
about the thermal barrier—after 
spending 10 years learning how 
to lick the sound barrier. 

P. S. Heat generated by skin 
friction at high supersonic speeds 
weakens metals so rapidly that the 
ordinary airplane would disinte- 
grate in minutes— while the pilot 
would be fried. 


FLASH-A-CALL 
SAT HLA) 


offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the 


ive 
measures that must be 
taken. Train ie entire 
shop personnel, g: 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
on offer you direct, 
os uipment designed for 
= 


urpose alone, ha 
st known 
one quality, in two complete 
packages, for the large 
dealer or smaller service 


meets and goes beyond the 
ts of all 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-70, Chicago 5, Illinois 
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DELCO 
Hydraulic 
Shock Absorbers 


SHOCK ABSORBERS 


CF 


“This car has Delco shock absorbers” is a statement 
often made by salesmen for its favorable effect on 
prospective buyers. For more than 24 years a ma- 
jority of the nation’s car owners have been riding 
on Delco shocks. These people have experienced 
increased riding comfort, on every kind of road, 
with every improvement Delco has made. 


The car owner may not understand the full sig- 
nificance of Delco’s engineering improvements, but 
experience has taught him that if he has Delco 
shock absorbers he has the best. For full informa- 
tion on its complete line of shock absorbers, call 
Delco Products, Division of General Motors Corpo- 
ration, Dayton, Ohio. 
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control for all items manufactured 
by the General Motors division. He 
formerly was assistant director of 
quality control. 

* * a” 


U. S. Rubber Names Caskey 


Head of Chemical Division 

John E. Caskey has been elected 
a vice-president of U. S. Rubber 
> |Co. and general manager of the 
* | Naugatuck chemical division, H. E. 
| |Humphreys jr., president, has an- 
nounced. 

Caskey succeeds John P. Coe,| 
who wil] handle the firm’s interests | 
in the transfer of synthetic-rubber 
plants from the Government to} 
private industry. 

George R. Vila, formerly general | 
sales manager of the Naugatuck | 

F " ' = division, becomes assistant general | 
Studebaker Cites 3 Longtime Dealers— manager of - ale eo 

A total of 85 years of service with Studebaker is marked by presentation of plaques * 
to three Connecticut dealers. Seated (from left), are Carl rte Ang of Erickson as Hollingshead Boosts Rose 
Naugatuck, 15 years; William J. Gruber, of F. L. Mills Co., Bridgeport, 45 years, and| To Division Manager 
Martin S. Sasso, ef J. G. Motors, Inc., Waterbury, 25 years. In the back row are Fred Robert Rose, formerly Albany | 
B. Mills, vice-president of F. L. Mills; A. J. Wise, assistant regional manager in the district sales manager of R. M. 
New York branch; George E. Read, regional manager; H. J. Crawford, district man- Hollingshead Corp., Camden, N. J., 
ager; Richard Geghan, vice-president of J. C. Motors, and Louis Verrastro, treasurer has been appointed division man- 
of J. G. Motors. os ager for New England and a por- 

tion of New York. 

Rose joined Hollingshead in 1949 
as a district salesman in Worces- 













Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





“LOAD-STER” HELPER 
SPRINGS, EASY TO STOC 


Individual cartons take little shelf space. . . labeled 
for easy identification. 


SMALL INVENTORY = Ten (10) sizes cover 90% of the 
cars in operation. Distributors located throughout the 


country means quick delivery. 


Es oe) 


BIG MARKET For 1% ton and % ton pick-up trucks... 
passenger cars; salesmen with heavy sample cases, vaca- 
tioners with luggage, cars pulling house trailers and work 
trailers ...a sales potential in the millions. 


NO MAINTENANCE REQUIRED 
EASY TO INSTALL 


PRICED RIGHT 
List prices from $14.75 to $21.40 


PROFITABLE 


Rochester Products has an-;ter, Mass., 
nounced the appointment of Ray-/| Earlier, he was with Socony-Vac- 
mond A, Thon as director of quality | uum Oil Co. at Worcester. 





For descriptive literature on the ““Load- 
ster” Helper Spring and the name of 


your nearest distributor write 





PRIOR PRODUCTS, Inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 
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and Hartford, Conn. 


* * J 


Grey-Rock Names Gordon 


James A. Wheatley jr., sales man- 


ager of the Grey-Rock division of 
Raybestos-Manhattan, Inc., has an- 
nounced the appointment of 
Thomas J. Gordon as field engineer 
for Grey-Rock’s Atlanta and south- 
west districts. 


« * * 


Redmond Advances Drury 
To Manufacturing Head 


Appointment of Robert E. 
Drury to the newly created po- 
sition of director of manufactur- 
ing of Redmond Co., Inc., is an- 
nounced by James W. Tweedy, 
general manager. 

Drury had been director of in- 
dustrial relations since 1952. 

At the same time it was an- 
nounced that Harry E. Flint had 
joined Redmond as general works 
manager. 

+ * 


Hanson Retires 
Retirement of Miles G. Hanson 


as general superintendent of manu- 
facturing at the AC Spark Plug 
| division’s Industrial Ave. plants in 
|Flint has 
George Mann jr., general manager. 
Hanson, who started with AC in 
1927, was appointed general super- 
intendent in 1950. 


been announced by 


* * * 


Jacobs Elevates Gibson 
F. L. Jacobs Co. has appointed 


Robert O. Gibson as industrial sales 
manager. He has been with the or- 
ganization for 14 years, primarily as 
a sales representative. 


* * * 


Template Unit Revamped 
Bartheld Zeunen, president of 


Master Template & Tool Co., Inc., 
Detroit, has announced reorgani- 
zation of the Grand Rapids (Mich.) 
branch, with Robert Asher, vice- 
president in charge of operations 
and Ernest Anderson in charge of 
production. 


* a * 


Campbell Joins Goodrich 


In Southern Sales Post 


Curtis K. Campbell has been ap-|___ 





diana, Illinois, Missouri, Kansas 


and eastern Iowa. 

Fisher succeeds Harold H. Heis- 
ler, who recently was appointe 
vice-president in charge of the 
firm’s new travel incentive di- 
vision. Chicago headquarters of the 
company are at 919 N. Michigan 
Ave. 


| 





* * * 


AC Spark Plug Promotes 


Milner to Works Manager 


The appointment of Warren E. 
Milner as works manager of AC 
Spark Plug division of General 
Motors was announced by Joseph 
A. Anderson, general manager. 

Milner, formerly assistant 
works manager, takes over the 
position formerly held by An- 
derson, who was _ appointed 
general manager last week. 3 

* * * 


New Region for Parker 

Establishment of a new south 
central region has been announced 
by Parker Rust Proof Co., Detroit. 
The region will include the south- 
eastern and south central states, 
and will be managed by B. L. Ditt- 
more, veteran of 12 years on the 
company’s sales-service staff. 
Offices are at 1246 W. Seventieth 


St., Cleveland 2. 
* * = 


Ford Central Region Names 


Assistant Sales Manager 


Promotion of E. E. Olson to 
assistant sales manager of the 
Ford division’s central region 
has been announced by Paul Lar- 
son, regional sales manager. 

Olson succeeds J. B. Glass, who 


has been named district sales ' 
manager at Memphis. 
With Ford Motor Co. since 


1934, Olson early this year was 
named manager of the region’s 
parts and accessories sales de- 
partment and in July took over 
duties in the car sales de- 


| partment. 
* aa * 


Oakes Appointed Manager 


Of Coast Rootes District 


Anthony J. Oakes has been 
named district manager of Rootes 
Motors, with headquarters in San 
Francisco, according to Lloyd 5 
| Cregor, divisional sales manager. 
| Oakes, active in the automotive 
| field in northern California for 10 
years, was employed by Lincoln- 





pointed field merchandiser for the} 
southern zone of the associated | 


tires and accessories division of 
B. F. Goodrich Co., it is announced 


by M. G. Huntington, division gen-| 
eral manager. Campbell will serve | 
under F. H. Newsom, southern zone 


manager. 
Prior to joining the division 


the automotive field. 
* * * 


Goodyear Ups Long 


John H. Long, manager of gen- 
eral accounting at Goodyear Tire 
|& Rubber Co. and associated with 
the firm for more than 41 years, 
has been elected assistant comp- 


troller. 
- + * 
Goodrich Division Gives 
New Duties to Sehlmeyer 
Herman C. Sehlmeyer has as- 
sumed duties as field merchan- 
diser for the east, it is announced 
by M. G. Huntington, general 
manager of the associated tires 
and accessories division of B. F. 
Goodrich Co., Akron, 
Sehlmeyer’s merchandising 
background includes budget sales 
and budget manager experience 
in the New York area, Succes- 
sively, he served in the Goodrich 
New York district as a budget 
man, territory manager and store 
manager. 
oe a 


Cappel, MacDonald Expands 
In Midwest, Names Fisher 


Robert F. Fisher has been ap- 
pointed midwestern regional man- 
MacDonald & 
in- 
centive firm, in a move to expand 
facilities in Chicago and the mid- 


ager for Cappel, 


Company, Dayton (O.) sales 


west. 


Elton F. MacDonald, president, 
said the action would make com- 
plete incentive campaigns available 
on an expanded basis to businesses 
in southern Michigan, northern In- 


| 
} 
>| 


Campbell for two years was en-| 


gaged in wholesale sales work in| 


| 
| 





(Continued on Page 37, Col. 1) 





You’re Kicking 


BUSINESS OUT THE DOOR 


When your salesmen fail to follow 
through. Your setting up a deal for 
your competition. WHY not keep it 


for yourself with a simplified inex- 


pensive follow up system. 
The SALESMAN'S SECRETARY 


Send for brochure. 


SYSTEMS CO. 


5549-304 ST., TOLEDO 11, OHIO 


WEED 


TIRE CHAINS 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Tita 


in Automotive Advertising 








Leader 


Where Automotive Ownership 


he Cte cel it t4 
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Mercury for the last two years. 
Rootes reportedly plans new dealer 
outlets for the northern California 
area, . ‘ ‘ 


Hassell Reassigned 

Appointment of Richard A, Has- 
sell as standards engineer has 
been announced by R. A. Hamilton, 
manager of Houdaille-Hershey 
Corp.’s North Chicago (Ill.) di- 
vision. Hassell had been working 
on special assignments connected 
with the rehabilitation program 

under way at the plant. 
* * * | 


3M Elects Kruse and Post 


As Assistant Secretaries 


Election of two new officers has 
been announced by Minnesota 
Mining & Mfg. Co., St. Paul. 

Named assistant secretaries were 
John G. Kruse and Richard L. 
Post. Kruse joined 3M as a statis- 
tician in 1941, and has been secre- 
tary of the company’s executive 
committee since 1946. Post joined 
3M’s legal department in 1946. 

* * * 


B-W Promotes Hanley 
Promotion of William J. Hanley, 


former chief accountant in the} 
central office of Borg-Warner, 
Chicago, to the controllership of 


the new automatic transmission 
department of the _ corporation’s 
Marvel-Schebler Products division, 
Decatur, Ill., has been announced. 
Hanley joined the Borg-Warner ac- 
counting staff in 1942 and had/| 
headed the department since 1946. 
* * x 





Bullock Joins Mathieson 


In Antifreeze Sales 

Hugh A. Bullock has been ap-| 
pointed product manager for anti-| 
freeze sales of Mathieson Chemical 
Corp., Baltimore, 
according to W. 
Adrian King, di- 
rector of sales of 
the hydrocarbon 
chemicals divi- 
sion. 

Bullock for- 
merly was na- 
tional sales man- 
ager of Anderson 
Co., Gary, Ind. 

Active in auto 
accessory trade 
associations, he is currently vice- 
chairman of the _ entertainment 
committee of TBA Suppliers Group. | 

a cd ae 





H. A. Bullock 


McCarroll Goes to Plymouth 


As Master Mechanic | 
Appointment of R. A. McCar- 
roll as master mechanic at Plym- 
outh’s main plant in Detroit has 
been announced by C. J. Dem- 
rick, general manufacturing man- | 

ager of Plymouth, 

McCarroll joined Chrysler 
Corp. in 1948 and was assigned 
to the Chrysler gear and axle 
plant, where he became assistant 


master mechanic, 
ok ca ok 





Gould-National Appoints 


Rabuse Purchasing Director 
B. T. Rabuse has been appointed 


to the newly created post of 
purchasing director of Gould- 
National Batter- 
ies, Inc., Albert 


H. Daggett, presi- 
dent, has _  an- 
nounced. 


The position 
was created in 
order to improve 
coordination of 
the purchasing 
activities of the 
company, Daggett 
said. Rabuse has 





B. T, Rabuse 
been with the company 33 years. 
Willard C. Shull was named 
purchasing agent and will handle 
purchase requirements of the in- 


dustrial division. 
* 7 * 


Farm Specialist Named 
In New ATA Venture 
Appointment of Dr. Walter J. 
Wills as the American Trucking 
Assns.’ specialist in agricultural re- 
lations has been announced by 
General Manager Ray G. Atherton. 
In announcing the new ATA po- 
sition, Atherton declared that 


“agriculture and trucking are the 
country’s two largest industries, in 


that order, as measured by their | 


total employment, and this step 
signifies increased attention to 
common’ problems and opportuni- 
ties to which the trucking in- 
dustry has been giving its earnest 
attention for a considerable period.” 

Dr. Wills, formerly assistant pro- 
fessor of livestock marketing at 
the University of Illinois, joins the 
ATA public relations staff headed 
by Walter W. Belson. 


* * * 


Truck Rental Names Max 


|cording to F. A. Hiter, vice-presi- 


as- 
37 
re- 


Lite Co. Calmes, who has been 
sociated with Auto- Lite for 
years, replaces R. C. Held, who 
tired Sept. 1. 


* * * 
Alemite Co. of Minnesota 


Takes Over Fargo Office 


Distribution of Alemite lubri- 
cation products in North Dakota, 
formerly handled by Alemite Co., 
Ine., Fargo, has been taken over 
by Alemite Co. of Minnesota, ac-| 


dent of Stewart-Warner Corp. 


Alemite Co. of Minnesota, headed 
by C. L Kraus, will retain Fargo 
sales and service headquarters 
formerly operated by F. H. Schuck, 
who has retired after 30 years as 
Alemite distributor at Fargo. 


* * * 





Frank 3. Max §r. has been  p- | Sandberg Gets Promotion 
pointed general manager of the car|In Ford Engineering | 


leasing division of Truck Rental 
Co., Baltimore. 
* * * 


Auto-Lite Ups Calmes 


Appointment of L J. Calmes as 
manager of the sales order de- 
partment has been announced by 
Royce G. Martin, president and 
board chairman of Electric Auto- 


Appointment of F. Emil Sand- | 
berg as executive engineer in| 
charge of commercial vehicles has 
been announced by Earle S. Mac- 
Pherson, engineering vice - presi- 

dent of Ford Motor Co. 

Sandberg succeeds Dale Roeder, | 
who has been named chief engi- 
neer in the product engineering 


office of the Ford tractor division. 

Prior to his new appointment, 

Sandberg was chief truck engineer. 
* * * 


Eaton Names Hammel 


William S. Hammel has been ap- 
pointed Chicago district sales rep- 
resentative for Eaton Mfg. Co.’s 
sales division, George W. Veale, 
general manager, has announced. 
Hammel formerly was Washington 


representative. 
* * * 


Moore Heads Service Unit 


For Spicer Products 


Appointment of Neil A. Moore to 
the newly created position of gen- 
eral manager of the service divi- 
sion for Spicer 
products is an- 
nounced by J. E. 
Martin, executive 
vice - president of 
Dana Corp., To- 
ledo. 

Among posts 
which Moore has 
held are those of 
vice-president and 
general manager 
of Sealed Power 
Corp., Muskegon, 
and vice-president of Fed- 





N. A. Moore 
Mich., 


| 


37 


eral-Mogul Service with Federal- 


Mogul Corp., Detroit. 
? * * 


Jefferies Named Manager 
Of New Trailmobile Branch 


A new factory branch of Trail- 
mobile, Inc., has been opened in 
Orange, Conn., a suburb of New 
Haven, according to William A. 
Burns, president of the firm. 

Kenneth A. Jefferies was ap- 
pointed manager of the new plant. 
Before joining Trailmobile in 1949, 
Jefferies was associated with Philip 
Carey Mfg. in Cincinnati for 10 
years. 

+ * * 
Scott Joins Borg-Warner 


As Pesco Sales Engineer 


Harry J. Scott has joined the 
Pesco Products division of Borg- 
Warner Corp., Bedford, O., as a 
sales engineer specializing in auto- 
motive hydraulic steering appli- 
cations. 

Scott goes to Pesco from the 
Saginaw steering division of Gener- 
al Motors, Corp. where he was 
project engineer in charge of new 
developments on hydraulic power 
steering. 








Emrick Chevrolet Sales Corp., Richmond, Virginia. 
Architect: Carl M. Lindner, A.1.A., Richmond, Virginia. 





an OPEN-VISION PITTSBURGH STORE FRONT 
shows more ...Wins more customers! 








Store Fronts 


and Interiors 
by Pittsburgh 


PAINTS 


PiTttiss& 





| 
| 
your 
| 
| 
| 
| 
| 
| 
| 
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bo ee em eam awa an 


BRUSHES - 


Pittsburgh Plate Glass Company 


modernization booklet, 
Sells.” 


PLASTICS 


3 Se eS 


“ OME in and look around” 

C with the big open-vision front. The better you 
display your merchandise, the more prospective pur- 
chasers you'll attract, the more you'll sell. Hundreds 
of better-business, bigger-profit success stories from 
merchants in all sorts of businesses have proved the 
wisdom of building or modernizing with an open- 
vision Pittsburgh Store Front. 

In this attractive showroom good use was made of 
several quality Pittsburgh Products. The big, clear 
windows are glazed with Polished Plate Glass. Pittco 
Store Front Metal was used for glass-holding and 
decorative members, 
smart, all-glass Pittsburgh Doorway and Pittsburgh 
Copper-backed Mirrors are used in the interior. 

For more examples of Pittsburgh Store Fronts, and 
suggestions of how you, too, can build for better busi- 
ness with Pittsburgh Store Fronts, send for a free 
copy of “How To Give Your Store The Look That 
Sells.” There is no obligation. 


poco ccc on -- - -- ------- -- 


Room 3372, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


Without obligation on my part, please send me a FREE copy of your 
“How To Give Your Store The Look That 


. says the showroom 


the entranceway features a 


FIBER GLASS 


COMPAN Y 





IN CANADA: 


CANADIAN PITT 


SBURGH INDUSTRIES 


LIMITED 





Underground Adventure— 
While on a dealer 


Michigan's upper 





meeting 
peninsula, 
Lassen (right), president of the Michigan 
Automobile Dealers Assn., and Gilbert L. 
Haley, executive vice-president, paid a 
visit to White Pine Copper Mining Co., 
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1952 period and 30,452 in the 1951 
period. 

Chevrolet led the field in Buffalo 
during September, with Ford 
second and Buick third. 

New-truck sales totaled 264, com- 
pared with 305 in August and 194 
in September, 1952. New- truck 
sales for the first nine months 
came to 2,624, against 2,161 in the 
comparable 1952 period and 3,058 in 
1951.—(George E. Toles.) 


* * x 


Massachusetts 


Massachusetts new and used-car 
dealers, with lots and showrooms 
bulging, are charging that “over- 
production” is the cause of their 
business headaches. 

Used-car lots are displaying 
signs that say, “$5 Down Takes 
Any Car,” and new cars are of- 
fered for $195 down and $45 a 
month. Veterans in the business 
say they haven’t seen such go- 
ings-on since before World War 
IL. 

Things would be better if fewer 


trip in 


Stanley K. 


Auto Market Reports 


(Continued from Page 16) 





which is now building an entire new city 
for the company and its miners. 


Auto Receipts Up 


6% in Denver 


DENVER.—Total receipts by the 
city motor vehicle department for 
license fees, ownership taxes and 
titles were $3,390,077 for the first 
nine months of this year—6.81 per- 
cent higher than for the same 
period last year, according to Mal- 
don V. Adcock, department head. 

During September Denver drivers 
paid $61,711 on licenses, which is 
33 percent above the same month 
of 1952. 

Up to Oct. 1, Adcock said, 150,183 
passenger cars were licensed in 
Denver, nearly five percent more 
than during the same period last 


cars were rolling from the assem- 
bly lines, dealers say. With prewar 
cars disappearing from the road in 
Massachusetts, some say the fore- 
seeable future will bring no similar 
junking of cars because none were 
made during the war. 

One Boston used-car dealer said 
that some 23 percent of families 
had incomes before taxes of less 
than $39 a week and even with the 
most generous credit, they could 
hardly be expected to buy a car. 
Another declared, however, that 35 
percent of American families owned 
no car, and that this market was 
wide open. 

Bright spot in auto picture in 
Massachusetts is the mushroom- 
ing of- chemical, electronics and 
plastic plants in suburban and 
rural areas where workers would 
be virtually unable to hold their 
jobs without automotive trans- 
portation. Bus lines are being ex- 
panded, but few of the new plants 





ais 


year. 


" 
Pea 










J 










t 





Model 211 
6-12 Volts, 100-70 Amps. 








Model 212 


6-12 Volts Model 207 

Model 205 70-45 Amps. at vom 

6-12 Volts 20-12 Amps. 
80-60 Amps. 


MARQUETTE MANUFACTURING CO., INC. 
307 Eest Hennepin Avenve « Minneapolis 14, Minn. 









lls New 


Batteries 


Twenty seconds is all it takes for an 
accurate, scientific battery analysis 
with a Marquette. Individual cell 
check sells new batteries on the spot! 
Marquette Fast charges . . . Slow 
charges . . . Boosts batteries . . . either 
6 or 12-volt. 


Get Set to Build BIGGER battery sales 
and service profits. 


CHARGERS AND TESTERS 
Ask your jobber salesman for a demonstration! 


He will show you the famous Marquette 
20-second ‘‘Push-Button”’ test that Sells 
New Batteries on the spot! No obligation, 
of course. 


Free Booklet — ''Guide to Better 
Battery Testing and Charging" 







307 East Hennepin Avenve, 
Minneapolis 14, Minn. 
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have adequate transportation 
service as yet. 


Dealers who had some optimism 
regarding an increase in two-car 
families say they have seen that 
illusion shattered with the an- 
nouncement of new high insurance 
rates for 1954 in the state.—(Guy 
Livingston.) 

* * * 


Hamilton, Ont. 


Financing of new and used cars 
in Hamilton, Ont., is at an alltime 
high, but local finance offices say, 
the situation is far from dangerous. 

Most finance companies report 
that business has increased 50 to 70 
percent in the last year. 

Payments have been tougher to 
collect in the last three or four 
months, said one spokesman, but 
the majority of people who stop 
making payments completely are 
owners of older-model cars. 

“Prices on prewar cars have 
dropped so tremendously in the last 
few months that many people are 
sacrificing the car rather than keep 
up payments,” he said. He added 
that the drop in value of old cars 
had forced many dealers to scrap 
large numbers of prewar auto- 
mobiles. 

One large finance company now 


Substitute Urged 
For Compulsory 


Auto Insurance 


COLUMBIA, S. C.—A three-point 
substitute for compulsory car in- 
surance to protect drivers from 
financially irresponsible motorists 
has been presented by Ray 
Murphy, general consul of the 
Assn. of Casualty & Surety Compa- 
nies. 

Speaking at the University of 
South Carolina, Murphy proposed: 

1. A new insurance policy provid- 
ing coverage against financially 
irresponsible motorists which 
would increase premium costs 


} 
| 
j 
| 








about 2 percent. 


2. A sound financial responsi- 
bility law that would _ require 
every driver involved in an acci- 
dent of any consequence to report 
the accident and whether the car 
was insured. 

3. A law to impound and make 
“subject to execution” the vehicle 
of an uninsured motorist involved 
in an accident. | 

Murphy said compulsory in- 
surance would never provide com- 
plete protection from economically 
irresponsible drivers, and declared 
that if the word “compulsory” is 
distasteful in regard to health in- 
surance, it is equally distasteful 
when applied to auto insurance. 


Spicer Promotes 


TOLEDO.—Advancement of two 
members of the sales staff of the 
Spicer manufacturing division of 





W. H. Schomburg jr. 


Dana Corp. to newly created po- 
sitions has been announced by D.! 
D. Robertson, general sales man-| 
ager. 


W. L. Stone becomes transmis- 
sion and torque converter sales 
manager and W. H. Schomburg jr., 
universal joint and clutch sales 
manager. 


Stone has served in the Spicer 
sales department since 1936. In 
1949 he was promoted to assistant 
sales manager. Schomburg com- 
pleted a two-year training course 
at Spicer in 1947 and became a 
sales engineer, in contact with the 
company’s car accounts. 





refuses to finance cars produced be- | 
fore 1946. Several companies will | 
still finance older models, but the | 
practice is being discouraged. — 
(George E. Toles.) 

* * * | 


San Antonio | 


Ferd was the top seller in San| 
Antonio during September, with 248 
sales. 

Runnerup was Chevrolet, with 
233, followed by Mercury, 109. 

Other sales were: Plymouth, 91; | 
Buick, 62; Dodge, 58; Oldsmobile, 
45; Pontiac, 38; Studebaker, 25; | 
Chrysler, 17; Cadillac, 15; DeSoto, | 
14; Nash, 14; Hudson, 8; Lincoln, 
5; Packard, 5; Willys, 1, and | 
miscellaneous, 3. 


Total sales were 991. (Ruby | 
Fenoglio.) 
* * * 
Ottawa 


A survey of Ottawa used-car | 
dealers reveals that the volume of 
sales this fall has been higher than | 
a year ago, but prices and profits | 
have been affected by the heavier | 
stocks on hand earlier, as well as/| 
price-cutting. | 

The statement by C. L. Gates) 
manager of Capital Motors, Ltd.,| 
who said his firm’s sales are up 


this year, was echoed by several 


other dealers. Most of them added J 


that they are satisfied with the 
sales volume despite all stories 
about dealers taking a beating on 
prices. 


Some dealers, however, say 
their sales this fall are showing 
little, if any, change from a year 
ago in face of more spending for 
advertising and bigger price cuts. 
One dealer protests that “forced 
selling” is hurting all used-car 
business. 


Most dealers covered in this sur- 
vey believe the prices next spring 
will be firm and the used-car mar- 
ket will be good. 


Offerings of new 1953 cars by 
used-car dealers are not expected 
to do much damage to new-car 
sales, a number of dealers said. It 
may have some temporary effect 
because of large discounts now 
being given on ’53 cars, but on the 
whole this will be no important 
factor in new-car selling, they said. 


One prominent new-car dealer 
said: “There may be a brief period 
when some buyers will be influ- 
enced by such ‘bargains’ but on the 
whole, ’54 car sales will definitely 
move ahead well without any hin- 
drance because ’53 cars are offered 
at discount.”—(M. L. Schwartz.) 





This is the 


Pontiac Broadway Garage 
Kingston, New York 





This is what 
its owner says 


‘For more than three years I have sponsored 
Fulton Lewis, Jr. on WKNY, Kingston, N. Y. 
The broadcasts have not only given me deep personal 
satisfaction, but have attracted many 
people to our showroom who have 

expressed appreciation for our sponsorship. 
Traffic created as a direct result of this radio program 
proves conclusively that Fulton Lewis, Jr. 
delivers consistently.” —Emil G. Boessneck, President, 
Pontiac Broadway Garage, Inc. 


This is Fulton Lewis, Jr. 





whose 5-times-a-week program is available to local 
advertisers at local time cost plus low pro-rated 
talent cost. Currently sponsored on 364 stations by 
more than 750 advertisers (among them 64 auto- 
motive firms), the program offers a tested means of 
reaching customers and prospects. For availabilities, 
check your Mutual outlet—or the Cooperative 
Program Department, Mutual Broadcasting System, 
1440 Broadway, NYC 18 (or Tribune Tower, 
Chicago 11). 
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TRUE 








AGAIN! 


Ranks among the 
top 5 magazines 
showing gains in 

Automotive Advertising 





For the 9 months’ period ending September, as against 
a similar period last year, TRUE, 

The Man‘s Magazine, rolled up a significant increase 
in automotive advertising. These are the facts: 

TRUE is first among all men’s magazines in 

total pages run — and fifth among all 


general magazines in pages gained! 


Automotive Advertisers using TRUE in 1953 


AP Parts Miracle Power . . . Bowes “Seal Fast” . .. 
Champion Spark Plugs . . . Chevrolet 

. .. Chrysler Institutional . . . Dodge . . . Ford Parts and 
Service... Nash... Pontiac... Prestone... 

Pyroil . .. Redman Trailers . . . 


Spartan Aircraft House Trailers . . . and others 


TRUE... 
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Here’s the record: 
MAGAZINE PAGES GAINED 


l 

| 

| 

| 

| 

| 

| 

| 

Life 

| Sat. Eve. Post 
U.S. News 
New Yorker 
| 
| 
| 
| 
| 
| 
| 
| 
| 


TRUE 
Holiday 


Coronet 
Time 

H. Beautiful 
Vogue 


ree 


man’s magazine 


The Largest Selling Man’s Magazine on America’s Newsstands 


a fawcett publication * new york « chicago « detroit « los angeles ¢ san francisco 


92.7 
61.0 
13:9 


Lia 
21.7 


7.8 
7.0 
5.2 
[5.2 
14.0 


Source: Publishers’ Information Bureau 
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In Policeman’ 


WASHINGTON, D. C.— Traffic 
safety and entertainment will be 
combined in a “safety magic” show, 
featuring Sgt. Carl S. Pike, which 
will Visit high schools in 30 states 


New Passenger Car Registrations, All States for September, 1953-1952 





Safety First: It’s Magi 


Legerdemain Combined with Traffic Lessons 
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s School Tour 


during the 1953-54 school year. 
The tour opened in Indiana. 
Under the sponsorship of the 
American Trucking Assns., Inc., 
and affiliated state associations, 
the show is designed to highlight © 


the rules of good safety behavior. 

Presently on leave from the Kent 
County Sheriff’s Department, Grand 
Rapids, Mich., Pike has spent 20 
years as a policeman and safety 
officer at Jackson, Mich. During 
that time he helped to train school- 
boy safety patrols, assisted in the 
development of driver education 
|and safety projects and originated 
| his “safety magic” show. 

The sergeant opens his program 
with a talk « on 1 accidents and how 





they can be prevented, using actual 
cases on which he has worked as 


a police officer to show why “safety 


first” is the best policy. 

“Safety First” are the key words 
in the show. The sergeant per- 
forms such feats of magic as 
making water flow from an emp- 
ty jar and flags appear from no- 
where when the audience calls 
out, “Safety First.” Pike makes 
use of a stage full of show equip- 
men t an nd five trunk-loads of 


properties. 

The “Safety Magic” show has re- 
ceived the endorsement of many 
schools and civic organizations. 

Pike’s program is the second 
school safety show scheduled to go 
on tour under the sponsorship of 
the trucking industry. Officer E. E. 
Pressley, Charlotte, N. C., and his 
“safety circus” will tour 11 Western 
states this year instructing grade 
school children in safety rules while 
entertaining them with a troup of 
| trained dogs. 
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The following advertised-delivered prices 
include the retail list price suggested by 
the factory, provision for Federal taxes, 
and suggested delivery and handling 
charges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 
AUSTIN—A-30 sed., $1,495; A-40 Som- 

erset sed., $1,795; stat. wag., $1,895; conv., 
$1,945; A-40 sports conv., $2,295. Austin- 
Healey 100 sports conv., $2,985. (Delivered 
at U. S. ports.) 


BUICK — Special 4-dr. Deluxe sed., 


$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696.17; Riviera 
epe., $2,610.56; conv., $3,001.59; stat. 
wag., $3,429.73. Roadmaster — 4-dr. Rivi- 
era, $3,254.36; Riviera cpe., $3,358.05; 
conv., $3,505.56; stat. wag., $4,030.73; 
Skylark sports car, $5.000. (Dynaflow 
standard on Roadmaster models, optional 


at $192.50 on all others.) 

CADILLAC — Series 62—4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
cial—4-dr. sed., $4,304.88. Series 75 — 8 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models.) 

OHEVROLET — One - Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1, 524; 6-pass. stat. wag., $2,- 


010. Two-Ten — ‘4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 


$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; oc. sed., $1,820; spt. 
cpe., $2,051: conv., "$2,17 Corvette—conv. 
$3,513. (Powerglide aot. on Corvette, 
optional at $178.35 on Two-Ten and Bel Air 
models. ) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., §$3,- 
045.75; o wag., $3,321. New Yorker— 
4-dr. $3,228. 15 (8-pass., $4,368); cl. 
stat. wag., 


cpe., $3,202" Newport, $3,503; 





$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial— 
4-dr. sed., $4,259.50; lim., $4,797; Newport, 
$4,560.25. Crown Imperial—4-dr. sed., to be 
announced; lim., to be announced. (Power- 
Flite standard on all eight-cylinder models, 
optional at $189 on Windsor Deluxe. ) 


DODGE—Meadowbrook Six — 4-dr. sed., 
$2,024.75; cl. $1,983. Meadowbrook 


cpe., 

V-8—4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 


4-dr. 2-seat stat. wag., to be announced; 
4-dr. 3-seat stat. wag., to be announced. 
Coronet V-8—4-dr. sed., $2,244.50; cl. cpe., 
$2,223; spt. cpe., $2,380.25; conv., €2,- 
513.75; 2-dr. stat. wag., $2,517; 4-dr, 2-seat 
stat. wag., to be announced; 4-dr. 3-seat 
stat. wag., to be announced. Royal V-8— 
4-dr. sed., $2,372.75; cl. cpe., $2,349; spt. 
cpe., $2,503; conv., $2,632. (Gyro-Matic 
optional at $130.10 om Meadowbrook Six 
and V-8, PowerFlite optional at $189 on all 
other models except Coronet Six station 
wagons. ) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 
stat. wag., $2,018.90. Oustomline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
epe., $1,743.29. Mainline 8 — 4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Orestline $—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 
(Fordomatic optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 


$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr. sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 





Prices on New Cars 


Six 4-dr. sed., $1,890; Zephyr Six conv., 
$2,425. (Delivered at New York port of 
entry.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,399. Corsair Deluxe Six — 2-dr. sed., 
$1,561.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 


utility, $1,836.75. Super Jet—4-dr. sed., $1,- 
954; 2-dr. sed., $1,932.75. Jet-Liner—4-dr. 
sed., $2,056.60; 2-dr. sedan, $2,045.85. 
Wasp—4-dr. sed., $2,256.11; 2-dr. sed., $2,- 
209.43; cl. cpe., $2,256.11. Super Wasp— 
4-dr. sed., $2, 465. 84; 2-dr. sed., $2,413. ¥ 
cl, cpe., $2, 455.84; Hollywood, $2,7 
conv., to be announced. Hornet—4-dr. ma 
$2,768. 86; cl. cpe., $2,741.99; Hollywood, 
$2,987.75: conv., to be announced. (Hydra- 
Matic optional at $178.03 on all models in 
Jet category. (Borg-Warner automatic 
transmission optional at $178.03 on all 
other models. ) 

JAGUAR—Mark VII 4-dr. sed., $4,255; 
Mark VII 4-dr., sed. with automatic trans- 
mission, $4,450; hardtop, $3,875; modified 
hardtop, $4,075; conv., $3,975; modified 
conv., $4,175; open sports, $3,345; modified 
open sports, $3,545. (Delivered at U. 8. 
ports of entry.) 

KAISER — Carolina — 4-dr. sed., $2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. M -dr. sed., 
$2,649.63; club sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on ae at $178.55 on other models.) 


LIN Cosmopolitan —4-dr. sed., 
aes spt. epe., $3,625. Capri—4-dr. sed., 
$3,766; “hardtop” $3,869; conv., $4, 030.50. 
(Hydra-Matic standard on all models. ) 

MEROURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
ow Monterey —— 4-dr. sed., $2,332.50; 

top, $2,451.50; conv., $2,609.50; 8- 


pass. stat. wag., $2,825.50. (Mere-O-Matic 
optional at $189.81 on all models.) 


NASH — Rambler Super — Suburban §$2,- 
002.60. Rambier Custom—Hardtop, =. 125; 
conv., $2,150; stat. wag., $2,118.90. 
man ’ Super — 4-dr. sed., $2,178.35." 2-dr. 
sed., $2,143.55. Statesman Custom—4-dr. 
sed., $2,331.70; 2-dr. sed., $2,309.50; hard- 
top,’ $2,433.20. Ambassador Super — 4- -dr. 
sed., $2,557.20; 2-dr. sed., $2,520.75. Am- 
bassador Custom — 4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. ) 


OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
— 4-dr. sed., $2,461.71; 2-dr. sed., $2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Hydra-Matic standard on 
Fiesta, optional at $178.35 on all other 
models. ) 

PACKARD—Clipper—4-dr. sed., $2,598; 
2-dr. sed., $2,544; Sportster hardtop, §$2,- 
805. Clipper Deluxe — 4-dr. sed., $2,745; 
2-dr. sed., $2,691. Packard—Cavalier 4-dr. 
sed., $3,244; Mayfair hardtop, $3,278; 
conv., $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed., $6,- 
531; executive sed., $6,900; corporation 
lim., $7,100. (Ultramatic standard on Pa- 
tricilan and formal sed., optional at $199 
on all other models.) 

PLYMOUTH — Plaza 4-dr. sed., $1,765; 
el, sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,604; conv., $2,220; stat. wag., 
$2,207.28. Belvedere—4-dr. sed., $1,953.25; 
$33 cpe., $2,145; conv., $2,301; stat. wag., 
208 ia) Drive optional at $145.80 on ali 
=a ) 


PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. Chief- 
tain 6 Deluxe—4-dr. sed., $2,118.53; 2-dr. 
, $2,060.28; conv., $2,444.21. Chieftain 
pecial—4-dr. sed., $2,089.62; 2-dr. sed., 
$2,031.45. Chieftain 8 Deluxe—4-dr. sed., 
$2,193.51; 2-dr. sed., $2,136.32; conv., §2,- 
517.66. — Deluxe 6, $2,304.30; 
Custom 6, $2,370.43; Deluxe 8, $2,379.99; 
Custom 8, $2,446. Station wagons—Two- 
seat Special 6, $2,449.61; three-seat Spe- 
cial 6, $2,505.15; two-seat Deluxe 6, 2,- 
589.61; two-seat Special 8, $2,524.61; three- 
seat Special 8, $2,580.15; two-seat Deluxe 
8, $2,663.61. Grain finish on all station 
wagons, $80 extra. (Hydra-Matic optional 
on all models at $178.35.) 


ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 





$5,110. Sunbeam - Talbot — sed., $2,699; 
conv., $2,899; Sunbeam Alpine’ sports 
conv., $2,999. Rover—sed., $2,899. (Deliv- 


ered at U. S. coastal ports.) 
STUDEBAKER — Champion Custom — 


4-dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 

luxe — 4-dr. sed., $1,862.83; 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Re; -dr. sed., $1,- 


949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,964.55; hardtop, $2,115.80. Commander 
Deluxe dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed, $2,207.54; 
5-pass. cpe., ee. ~ hardtop, $2,374.16; 
Land Cruiser sed., $2,315.64. (Auto- 
matic Drive cuinel at $231.24 on Cham- 

pion, $243.08 on Commander. ) 
WILLYS — Aero Lark — 4-dr. sed., $1-, 
sed., $1,792.33. 


727.15; 2-dr. sed., $1,640.99. Aero 

4-dr. sed., $1,856.95; 2-dr. 

Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed. 
$1,963.50. Aero Eagie—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1,862.70 
oy = patent drive, $2,304.55); 6-cyl., $1,- 
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NEW YORK.—A statewide meet- 
ing to urge the enactment of a law 
hat would forbid State licensing of 
a car unless the applicant has a 
certificate of title has been called 
by the legislative committee of the 
New York Used Car Dealers Assn. 

The meeting will be held Thurs- 
day (Nov. 5) at the Empire Hotel 
in New York. 

New York is one of 10 states 
which does not have such a title 
law. Dealers contend that it would 
provide a large measure of protec- 
tion for dealers and the public 
against stolen cars and cars which 


have liens against them. 
* * * 


Martin Motors Shifts Site 


In New London, Conn. 


NEW LONDON, Conn. — Martin 
Motors has moved from its old 
location at 37 Boston Post Rd. to 
a new lot at 245 Main St. 

In the used-car business for five 
years, the firm is operated by 
Clarence E, Martin and two sons, 
Gene and Roney. Service facilities | 
include a paint shop, and con-)| 
vertible top and seat cover business. | 

* cK * | 


Miami Dealers Hear Report 


From Convention Delegates 
MIAMI.—The used-car market in | 
Miami is no worse off than others | 
in the country, Mike Trabulay, | 
president of the Miami Used Car 
Dealers Assn., and L. P. Evans, 
past president and a director of the | 
Florida association, told Miami| 
used-car dealers upon their — 





Reception to Open | 
MEWA Conclave 
In Chicago Dec. 6 


CHICAGO. — The Motor & 
Equipment Wholesalers Assn. con- | 
vention will get under way here) 
Dec. 6 with the president’s re-| 
ception at the Conrad Hilton Hotel. 

Preconvention events will include 
meetings of the executive commit- | 
tee and board of directors, with 
election of new officers and in-| 
stallation of new directors. 

General business sessions will 
open Dec. 7, and will include 
morning, luncheon and afternoon 
meetings. The annual banquet and 
a stage show will take place that | 
evening. 

Dec. 8 and 9 will be devoted en- 
tirely to the ASI Executive Booth 
Conference for wholesaler and 
manufacturer executives. MEWA 
meetings will reconvene Dee. 10. 

MEWA President Ray Graff will 
address the convention’s opening | 
session on management problems 
and polieies. He also will serve as 
convention chairman. 


Other speakers will include Dr. | 


Charles M. Crowe, nationally 
known radio. personality and 





churchman; Wes Fesler, University 
of Minnesota football coach; Mar- 
tin Fromm, Martin Fromm & As- 
sociates, Kansas City; Harold Pir- 
son, Pirson Auto Parts Co., North 
Tonawanda, N. Y.; Leon Miller, 
Economy Auto Supply Co., Newark, 
N. J.; Carl B. Dietrich, MEWA di- 
rector of member services; J. 
Howard Reed, MEWA management 
counsel; Richard A. Mehler, MEWA 
Washington representative; Daniel 
J. Hartnett, MEWA western repre- 
sentative, Richard A. Melvin, 
MEWA director of member re- 
lations, and B. W. Ruark, MEWA 
general manager. 
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News on the Used-Car Front . 


from the national convention in| 
Biloxi, Miss. 

Arch Livingston, general manager 
of the state association, also ad-| 
dressed the Miami dealers. 

It was announced that more than 
$1,300 had been subscribed toward | 
a charity dance planned in Decem- 
ber in connection with the state) 
convention of used-car dealers. 

* x * 


J. Roy’s Opens 2nd Lot 
BRADDOCK, Pa.—J. Roy’s Used 
Car, 1108 Braddock Ave. has 
opened a second location on US-30, | 
next door to Marks Auto Parts. 


* * * 


$11,000 Chesbro Fines Paid 


In Credit-Curb Violations 


BUFFALO.—Fines totaling $11,-| 
000 imposed last year on Smiling 
Jack Chesbro, Inc., and three 
officials of the firm for violation 
of the Defense Production Act have 
been paid in full, Federal Court 
Clerk May Sickmon disclosed last 
week. 

The firm was fined $5,000 and! 








the officials, Jack Chesbro and 
Morris and Carl Silverstein, $2,000 
each by Federal Judge John Knight 
on July 14, 1952, after they pleaded 
no contest to a charge of failing to 
require a one-third downpayment 
on installment sales of autos. 
* * * | 
Holman Opens in Florida | 
GAINESVILLE, Fla.—A_ used- 
car lot has been opened by Nat 
Holman at 401 E. University Ave. 
under the business name of Hol- 
man Auto Sales. 
ck 


+ 


New Name in Elkhart 


ELKHART, Ind.—Auto Sales Co. 
has reopened as Maury’s Auto 





Sales, Inc., at 509 E. Jackson, fea- 
turing late-model used cars pur- 
chased from new-car dealers. 

* + +. 


Pair Files for Bankruptcy 


SACRAMENTO, Calif.—Proceed- 
ings in bankruptcy have been filed | 
in Federal Court here by Cleo C.| 
Purcell and Budd L. Bingham, 
owners of Family Car Lot at 115 
Couch St., Vallejo. The petition lists 


| $77,456 
| debts, 





Freer Civilian Supply 


Of Aluminum Seen 


WASHINGTON.—More alumi- 
num for civilian use was pre- 
dicted at the Department of 
Commerce last week, barring any 
sudden emergency that would af- 
fect the present tapering-off of 
military needs, 

A spokesman for the Business 
and Defense Services Adminis- 
tration said the military services 
have priority on approximately 
200 million to 275 million pounds 
of aluminum per quarter, Alumi- 
num is one of the strategic 
metals stockpiled by the Govern- 
ment in secret amounts. 

Military needs will go down 
henceforth while production 
probably will go up, officials said. 





in assets and $461,928 in 


* * * 


Henderson’s Hat in Ring 

MIAMI.—O. D. Henderson, used- 
car dealer, has announced his 
candidacy for City commissioner in 
the primary election Nov. 17. 





Vandal Raid 


7 New Cars Stolen, Damaged 


By Coast Youths 

OAKLAND, Calif.—A gang of 
juvenile vandals has been blamed 
for the theft of seven new cars 
from Murphy Motor Co. (Stude- 
baker). All seven of the stolen cars 
were damaged, although recovered 
by police in less than half an hour. 

Graydon Murphy, owner of the 
dealership, said damage amounted 
to $1,224. All of the stolen cars were 
scratched or dented, while windows 
had been broken and the upholstery 
slashed in others. 


Police first received a report at 
2:08 a.m. that “at least a dozen” 
youngsters were prowling about in 
the parking lot next to the dealer- 
ship. A short time later, a neigh- 
bor reported that cars had been 
driven from the lot. Twelve police 
cruisers were dispatched and 
rounded up the cars as they were 
| abandoned. 
| In each case, the ignition lock 
had been punched out and wires 
crossed to start the engine. Murphy 
said precautions have been taken 
| to prevent future thefts. 
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SENSATIONAL NEW “WITE WALL” process STEPS UP CAR SALES! 


This revolutionary new 


‘Wite-Wall’ is now available 


to help you step up your car sales, both new and used. 
This is not a paint ... it is genuine live rubber; in fact, 


it takes an expert to tell 


the difference between “Wite 


Wall” and regular, factory-made, white-wall tires. It 
is a full %” thick, and is quickly and permanently in- 


stalled on your vehicles 
and get this .. . while 


right there on your premises, 
the tires remain on the car! 


Beyond doubt, there is no finer method of converting 
black tires into gorgeous, appealing “White-Walls”. 
The fact is, you can now install genuine live-rubber, 





13225 Livernois Avenue 
Detroit 38, Michigan 
Phone: WEbster 3-0437 


white walls on every car in your lot for just a fraction 


of replacement cost! 


Check These Exclusive Features: 


e Inexpensive! 


e Genuine, live white-wall rubber. 


e Installed in minutes on your own premises—tires remain 


on the car. 


e Guaranteed heat resistant — knock resistant — will not 


turn yellow. 


e Permanent—will not come off as a result of blow-outs or 


flats. 


SOME FRANCHISES STILL AVAILABLE! 
There are some exclusive “Wite-Wall” distributorships 
still available. Be the first dealer in your community 
to handle this lucrative, fast-moving line. Write, wire 
or ’phone today for complete details. 











on 47s and $9 on ’46s. 


Other losses were $56 on ’51s, $38 on 50s, and $19 on ’49s., 
Dealers bought 60 percent of cars offered at 10 representative auc- 
tions, bidding out 1,198 of the 1,997 cars put on the block. A week ago, 
the activity was stronger—63 percent—with 1,886 cars offered and 1,180 


sold. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


Used-Car Auction Prices 
Market Trend 


The overall average price of wholesale used cars last week suffered 
the sharpest setback of a month, declining $35 to a figure of $768, 
according to Automotive News’ index. 

The recent trend of a strengthening market in ’53s was reversed, 
with losses of $66 more than wiping out gains registered on ’53s in the 
last two weeks. Hardest-hit models were ’52s, which fell $91. 

The only model to show a gain was 1948, with prices up $8 to an 
average of $397. The trend toward a strong demand for older postwar 
cars was continued, as indicated by the relatively slight decrease of $5 





DENVER 
(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. ag 
(Fewer cars offered. Used car prices | 
steady. New car prices slightly lower. | 
Sold 80 cars out of 154 offerings.) 
BUICK — '53 RM 4-dr., $2,235*; Super 


4-dr., $2,235*. °50 RM 4-dr., $795*; Spe- 


cial 4-dr., $675. 


| 
$4,175*. '52 | 


CADILLAC — '53 (62) coupe, 
(60) 4-dr., $3,225*; (62) 4-dr., $3,100*, 
$2,830*, ’50 (62) 4-dr., $1,865*. '49 (62) 
4-dr., $1,080*. 

CHEVROLET—’53 Bel Air sport coupe, $1 
950; 4-dr., $1,860*; (210) 2-dr., $1,630; 


4-dr., $1,515, $1,495; %-ton pickup, $1,- 


200, ’51 $950. 
%-ton pickup, $595; 
$550, $540*; FL Deluxe 2-dr., 


FL Deluxe 2-dr., $495. 


SL Deluxe 2-d1., 
$550. 


$250. 
CHRYSLER—'48 Windsor 4-dr., $260*. 


"50 
SL Deluxe 2-dr., 
"49 
47 FM 4-dr., 


DeSOTO—’53 Fire Dome 4-dr., $2,000*. ’50 


Custom 4-dr., $690*. 
DODGE—'49 Coronet club coupe, $495. 
* FORD—’53 Victoria, $2,301*, $2,300*, 
125*, $2,105*, $1,995; Custom (8) 
tion wagon, $2,300*, $2,245*, 
$2,075; Main (8) ranch wagon, 
$2,060*, $1,885*; Crest (8) conv., 


$2 


sta- 
$2,285", 
$2,135°, 
$2,- 


020*; (6) %-ton pickup, $1,210. '52 Main 


(6) ranch wagon, $1,400; Custom (8) 
4-dr., $1,285*. °51 Victoria, $1,080*; 
Custom (8) club coupe, $970*; (6) 2-dr., 
$770. 
HUDSON—’52 (Taxi) 4-dr., $600. 
KAISER—’51 Deluxe 4-dr., $645. 


MERCURY—’53 Custom sport coupe, §2,- 
190. ’°51 conv., $990. '50 club coupe, $880; 


sport sedan, $750. 
OLDSMOBILE — '49 


’47 club coupe, 
(98) 


$720*. °47 (98) 4-dr., $220*. 


$215. 
Holiday coupe, 


PACKARD—'51 club coupe, $659*. 

PLYMOUTH — ’53 Savoy, $1,995; Cam- 
bridge suburban, $1,745*; Cranbrook 
4-dr., $1,355*. °52 Cranbrook club coupe, 
$870. '49 Special Deluxe 4-dr., $475. 

PONTIAC —-'53 Chieftain (8) 4-dr., 
145*, $1,840*, $1,840. '51 Chieftain 
4-dr., $995. '50 2-dr., $525. 

STUDEBAKER—’53 Commander 
$1,990*. °52 Champion 2-dr., 
Land Cruiser, $350. 

WILLYS—’48 pickup, $360. '46 Jeep, 4 x 4, 
$215, $205. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Oct. 28.) 

(Very good sale this week, Prices con- 
tinue to drop here. Sold 61 cars out of 
102 offerings.) 


$2,- 
(8) 


Starliner, 
$785. °49 





BUICK—’50 Special 4-dr., $605. '40 Spe- 
cial 4-dr., $145. 

CADILLAC—'48 (62) 4-dr., $625. '47 (62) 
2-dr., $700. 

CHEVROLET — '53 (210) 2-dr., $1,400*. 
"51 SL Deluxe 4-dr., $860; 2-dr., $850. 


'50 %-ton pickup, $280. '49 %-ton pick- 
up, $325. "48 FM 2-dr., $365; 4-dr., $450; 


FL 2-dr., $525. '47 FL 4-dr., $450. °42 

Deluxe 4-dr., $140. '40 2-dr., $252. 
FORD —’'53 Main (8) 2-dr., $1,490*. °52 

%-ton pickup, $800; Custom (8) 2-dr., 


$1,215. °51 Deluxe (8) 2-dr., $710, $650, 
$610; 4-dr., $570; Custom (8) 2-dr., $806, 


$800, $760, $710, $595. "50 Custom (8) 
2-dr., $645; %-ton pickup, $405. '49 Cus- 
tom (8) 4-dr., $440; 2-dr., $420, $395, 
$385. °48 SD (8) 2-dr., $375. ‘47 (8) 
2-dr., $350; SD (6) 4-dr., $195. '46 (6) 
2-dr., $900. '41 SD (8) 2-dr., $470, $225. 
"40 (8) 2-dr., $175. '37 (8) 2-dr., $115. 





HUDSON—'51 Hornet 2-dr., $655. 





CATER TO COMFORT AND CASH IN 


with | &7/shodes 


Fresh air when it rains 


Come cloudburst or blizzard, Vent- 
shades allow windows to be lowered 
2 or 3 inches. Weather stays out, but 
fresh air circulates through car. 





fae 
fogging of glass 


Because Ventshades ventilate the car 
naturally, they practically eliminate 
the condensation of moisture on win- 
dows and windshield. 


Reg 





ie ge 


A cooler car when parked 


In hot weather windows can be left 
lowered a little when car is parked. 
Ventshades protect against showers 
and circulating air keeps car cooler. 








Added beauty for the car 


Ventshades are as beautiful as they 
are practical, adding a touch of 
streamlined smartness to any car. 
They look like a built in feature. 


Contact your Ventshade wholesaler or 
write direct for complete information. 






AUTO VENTSHADE COMPANY « CHAMBLEE, GEORGIA 


IN ATLANTA'S FINEST INDUSTRIAL SUBURB 
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LINCOLN—'49 4-dr., $325. | 
MERCURY—’51 2-dr., $820. | 
OLDSMOBILE—'53 (88) 4-dr., $1,840*. '52| 
(98) 2-dr., $1,875*. ’50 (88) 2-dr., $900. 
'46 (78) 4-dr., $165. | 
PLYMOUTH — '52 Cranbrook 2-dr., $866. 
51 Concord 2-dr., $770. '47 Deluxe 4-dr., | 
2 at $345. 
PONTIAC—’'53 (8) 4-dr., $1,630*. ‘50 (8) | 
4-dr., $965. '46 (8) 2-dr., $325. | 
STUDEBAKER—’'51 Champion 2-dr., $955. 


WILLYS—'48 Jeepster, $150. 
ALBANY 
(Tim Anspach Auto Auction. Sale every 


Monday. Prices are for sale of Oct. 26.) 
(Today’s market still showed feeble 
attitude, the decline was not great. A 
few firm prices showed on extra clean 
used units; noticeable declines on 1953 
models of all makes. Sold 86 cars out 
of 119 offerings.) 
BUICK — ‘51 Special sedan, $1,050*. 50 
Special sedan, $625. ’°49 RM sedan, $580*. 


‘47 Super sedan, $230; RM sedan, $230. | 
‘46 RM sedan, $150. 

CADILLAC "52 (62) conv., $3,600"; 
sedan, $2,675*, $2,975". 

CHEVROLET '53 (210) sedan, $1,500; 


Bel Air sedan, $1,840*; Sport coupe, $1,- 


885, $1,850. '52 Bel Air sedan, $1,350; 
SL Deluxe sedan, $1,300*. ‘51 SL De- 
luxe sedan, $1,135*, $910; SL Special 


sedan, $710, $660. '50 SL Deluxe sedan, 
$680, $540, $470; SL Special sedan, $520; 


FL Deluxe sedan, $775, $760. °49 SL 
Special sedan, $575; SL Deluxe sedan, 
$505, $470. ‘48 Aerosedan, $510. '47 SM 


sedan, $350. '46 SM business coupe, $260. 

CHRYSLER—'48 Windsor sedan, $225*. 

DeSOTO—’49 Deluxe club coupe, $700*. 
Custom sedan, $460. 

DODGE—’54 Coronet (8) sedan, $2,200*. 
’51 Coronet (6) sedan, $885. '50 Coronet 
(6) sedan, $840*. '48 Custom (6) sedan, 
$500. 

FORD—’53 Main 
775; sedan, 
$2,000*. ’51 


"48 





(8) station wagon, $1,- 

$1,370; Custom (8) sedan, 
Custom (8) sedan, $870*; 
conv., $850; Main (8) sedan, $710. '50 
Custom (8) conv., $590; sedan, $760, 
$560, $520. ‘49 Custom (8) sedan, $620, 
$495; Custom (6) sedan, $475. °47 (8) 
station wagon, $190. °46 Deluxe (8) 
sedan, $200. '38 (8) Holmes wrecker, 
$670. 

FRAZER—’51 Manhattan sedan, $675. 


HUDSON—’47 Super (6) sedan, $220. '46 
Commodore (6) sedan, $140. 
KAISER—'47 sedan, $210*. 
LINCOLN—’49 sedan, $580. 
MERCURY—’53 sport coupe, $2,135*. ’50 


sedan, $700. 

NASH—’52 Ambassador sedan, $1,350*. ’51 
Rambler station wagon, $820. ’50 States- 
man sedan, $575. '49 (600) sedan, $185*. 
’47 (600) sedan, $125. '46 (600) sedan, 
$180*. 

OLDSMOBILE—’50 (76) sedan, $660*. '47 
(68) sedan, $180*. ’46 (98) sedan, $220*. 
"41 (76) sedan, $125*. 

PACKARD—'47 Clipper 
Clipper sedan, $120. 

PLYMOUTH—’53 Cranbrook Savoy, $1,650. 
"52 Cambridge sedan, $840. '50 Special 
Deluxe sedan, $700. °48 Special Deluxe 
sedan, $335. °'47 Special Deluxe sedan, 
$340. 

PONTIAC—'52 Chieftain (8) Catalina, $1,- 
690*, ’°51 Streamliner (8) sedan, $1,040*. 
"50 Streamliner (8) club $730; sedan, 


sedan, $250. °46 





$760. ’46 (8) sedan, $220. 
STUDEBAKER ’49 Commander sedan, | 
$400. 
WILLYS — '50 station wagon, $620*. ’48 
station wagon, $440. | 
- - | 
N. LITTLE ROCK, ARK. | 
(Arkansas Auto Auction. Sale every | 
Tuesday. Prices are for sale of Oct. 27.) 


(Sold 35 cars out of 76 offerings.) 
BUICK—’50 Super 4-dr., $850*, 
CHEVROLET—’'53 SL Deluxe 4-dr., $950, 


$935. °51 SL Deluxe 4-dr., $800. ’50 SL 
Deluxe 2-dr., $700, $660. '49 SL Deluxe 
2-dr., $435. °48 FL 2-dr., $280. '47 FL 


2-dr., $340. '46 FM 2-dr., $320. '40 De- 
luxe 2-dr., $200. 
DeSOTO—'49 Custom 4-dr., $600. 
DODGE—’50 Meadowbrook 4-dr., $550. ’39 
Deluxe 4-dr., $235, $200. | 
FORD—’51 Crest Victoria, $940. °50 Cus- 
tom (8) 2-dr., $805, $600, $455. °49 Cus- | 
tom (8) 4-dr., $405, $320. °48 Deluxe | 
club coupe, $485, $305. ’°42 Deluxe station 
wagon, $240. '41 Deluxe 4-dr., $200. 
MERCURY — ’'52 2-dr., $930. ’51 2-dr., 
$855. °47 2-dr., $360, $290. 
OLDSMOBILE—'49 (88) 4-dr., $595. 
PLYMOUTH — '50 Special Deluxe 
$505, $460. 


2-dr., 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 23.) | 
(Sold 115 cars out of 216 offerings.) 
BUICK—’50 RM sedan, $825*,. ‘46 Super 

sedan, $110. 

CADILLAC—’53 (60) sedan, $4,515* 
(62) conv., $4,350* (ps). ’51 (62) coupe, 
$2,405*. ‘50 (62) sedan, $1,670*. 

CHEVROLET—’53 Bel Air, $2,025, $1,840; 
Handyman, $1,610. "52 SL Deluxe sedan, 


(ps), 


$1,020*. '51 SL Deluxe sedan, $870*, | 
$855, $760; Bel Air, $1,025. ’50 Bel Air, | 
$825*. °49 SL Deluxe sedan, $585, $575, 


$645, 2 at $520. 
CHRYSLER — '52 Saratoga sedan, $1,280. | 
‘48 NY sedan, $465. '47 Windsor sedan, 
$325. 
DeSOTO— 48 Suburban, $450. 
DODGE — '49 Coronet club coupe, 
’48 sedan, $280. '47 sedan, $330. 
FORD —’'53 (8) Country Sedan station 
wagon, $1,935*; (8) ranch wagon, §$1,- 
650. '51 Custom (8) sedan, $980*, $925*, 


$450°*. 


$865; Victoria, $1,000. °50 Custom (8) 
sedan, $615, $545, $485. °49 Custom (8) 
sedan, $375, $305. '48 F-1 panel, $195. 
"46 (8) sedan, $145. 

FRAZER—’51 Manhattan sedan, $650. '47/| 
Manhattan sedan, $285. 

HUDSON—’49 Super (6) sedan, $375. 

KAISER — '51 Deluxe sedan, $625*. °48 


sedan, $190. 
MERCURY—’53 Custom sedan, $2,150*. ’51 
Custom sedan, $940*, $980, $700; Mon- 


terey, $1,160*. '49 Custom coupe, $525, 
$465. °46 conv., $225*. 

NASH—'51 (600) sedan, $650. ‘49 Ambas- 
sador sedan, $380*. °46 (600) sedan, 
$175, $200. 


OLDSMOBILE—’53 (88) sedan, $1,975. ’51 
(88) sedan, $1,130*; (98) sedan, $1,290*, 
$1,275. '48 sedan, $350. '47 (98) sedan, 
$215*, $135*. '46 (66) sedan, $165. 

PLYMOUTH—’'54 Belvedere sedan, $2,150*, 
$2,015 (ps). '52 Cranbrook sedan, §$1,- 
040, $1,015, $1,010, $1,005, $995. ’51 
Cranbrook sedan, $750, $700. '50 Special 
Deluxe sedan, $700. '48 Special Deluxe 
sedan, $265, $245. 





PONTIAC—’53 Deluxe (8) sedan, $1,725*. 
’52 Catalina, $1,795*. °51 Chieftain De- 
luxe (8) sedan, $1,075*. °50 (8) sedan, 
$705*. 


1953 





Average Used-Car Prices 


(Compiled by Automotive News) 





Nov. 1953 Oct. Sept. 

Model To Date 1953 1953 
1953 $1,868 $1,934 $2,091 
1952. 1,205 1,296 1,404 
1951.... 896 952 1,042 
1950 706 744 833 
1949. 539 558 632 
1948 397 389 445 
1947... 290 295 338 
PD nsbisnasees 244 253 274 
Overall —_ eee 
Average... $ 768 $ 803 $ 882 





(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 





STUDEBAKER—’51 %-ton pickup, $520. 360*. °’51 (62) coupe deVille, $2,650*; 
*50 Starlight caupe, $500*. '49 Champion sedan, $2,160*. ‘50 (61) sedan, $1,900* 
sedan, $300*. | '47 (62) sedan, $690*. 

WILLYS—’51 station wagon, $600*. | CHEVROLET — ’52 Bel Air, $1,380*; SI 


| Deluxe sedan, $1,000; SL Special sedan 
$940. ’51 SL Deluxe conv., $1,000; sedan, 

| $930, $880, $847, $790; SL Special sedan, 
$760, $750; Bel Air, $1,035. '51 SL De- 
luxe sedan, $700. °49 SL Deluxe sedan, 
$660, $630, $530. '48 SM sedan, $380; FM 
conv., $270. ’47 sedan, $355, $270, $220. 
'46 sedan, $240. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 28.) 
(Plenty of activity in pre-1951 cars 
and sharp late models with prices fairly 
steady at average of recent weeks. Sold 


82 cars out of 126 offerings.) | DeSOTO—’51 Custom Sportsman, $1,300*; 
BUICK — '52 Special sedan, $1,210*. '51| sedan, $880, $810. 
Super Riviera, $1,320*. °50 Super sedan, | nonGE—'49 Coronet sedan, $660°. 
$910*. °49 RM sedan, $620*. ‘47 RI ;  § a 
| FORD—’53 Custom (8) sedan, $1,790. '52 


sedan, $175, $140. 
CADILLAC—’53 (62). coupe deVille, $4,-! 


(Continued on Page 43, Col. 1) 


IMAGINE TRYING TO GET 





No Problem At All With... 


ND ILAWD 
Welding Nuts 






With Midland Welding Nuts pre-mounted* in 
inaccessible places, there is no need to hold the 
nuts while attaching other parts. 


*THIS IS ALL YOU DO — Just insert collar of Midland 
Welding Nut in hole for bolt or screw, resistance weld 
the Nut in place, and the Nut is there for the life of the 
job. Nuts can be fed automatically to the resistance welder. 


Write for facts about these better connections at less cost. 


The MIDLAND STEEL PRODUCTS COMPANY 
6660 Mt. Elliott Ave. ° Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N. Y. 


Manufacturers of 


AIR AND VACUUM AIR AND ELECTRO-PNEUMATIC 
POWER BRAKES DOOR CONTROLS 


AUTOMOBILE AND 
TRUCK FRAMES 





| I 


—— 
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(8) 2-dr., $675, $605, $495; station "50 (6) 2-dr., $950*; (8) 4-dr., $915*. "49 
e e wagon, 585; club coupe, $525; Deluxe (8) (8) 4-dr., $850*. 
business coupe, $520; Custom (6) 2-dr.,| STUDEBAKER—’53 %-ton pickup, $980. 
Used-C aor Auction 4 rices $500. '48 Super Deluxe (8) 4-dr., $335,/ 52 Champion Starliner, $950. '5i Com- 
$270; (6) 2-dr., $290. "46 Super Deluxe; mander (8) 4-dr., $795*. '50 Champion 
(6) sedan, $255; (8) business coupe,/ 4-dr., $620*. ‘48 Land Cruiser 4-dr 
$250. $440. < 
ee ae or HUDSON—'51 Hornet 4-dr., $1,055*. ‘48 | MISCELLANEOUS—'53 MG Roadster, $1,- 
Commodore (6) 4-dr., $450; club coupe,/ 600. ’52 Hillman Minx conv., $630. ‘50 









‘ustom (8) sedan, $1,180; Main (8) $820, $695; FL Deluxe 2-dr., $785; %-ton | + Se , i i 

edan, $1,130. 51 Custom (8) Victoria, pickup, $700. '49 SL Deluxe club coupe, site.” vaas, "ST Commecere (e) 6 Austin at $445. '48 International %- 

1,120*; Deluxe (6) sedan, $670. '50 De-| $800; 4-dr., $775, $625; FL Deluxe 4-dr.. : “* ; ton pickup, $435. 

uxe (8) sedan, $540; Custom (6) sedan,| $745, $715. 48 FL 2-dr., $400. '47 SM|KAISER—’51 4-dr., $895, $810, $670. ‘49 

$535. '49 Custom (8) conv., $580. ‘47| 4-dr., $330. 46 FM 2-dr., $350, $310,| Virginian 4-dr., $340. HORSEHEADS. N. Y 

(8) sedan, $300. $395, $280. LINCOLN—’53 Capri coupe, $3,535* (ps) ; | 8 ano se - - 
FRAZER—’51 Vagabond, $750. CHRYSLER — °53 Windsor 4- +| 4-dr., $3,110* (ps). °52 Capri coupe, (Horseheads Auto Auction. Sale every 

HUDSON—’47 sedan, $210. (ps). °52 Windsor Seemnert, bebe "ba $2,310*. '51 Cosmopolitan conv., $1,070*, | Friday. Prices are for sale of Oct. 30.) 

MERCURY—’51 sedan, $1,090. "49 sedan, Saratoga 4-dr., $1,495*; NY Newport, | MERCURY—'53 Monterey coupe, 5 at §2,- (Buying active today. Prices steady 
_ $550. 47 sedan, $275. “6 $1,210*; Windsor 4-dr., $1,175*; club| 750*, $2,420*; 4-dr., $2,185*, $2,135*. '52| with last week. Sold 76% of cars 
aS aie G00 sedan, $375. '47 Super| coupe, $1,050*. '50 Windsor 4-dr., $935*. Monterey coupe, $1,980*; sport coupe,| Offered.) 

(6) 8 , . aoe a $1,800; 4-dr., $1,580. ‘51 club coupe, | BUICK—’50 S y *; 

ae go*. | DeSOTO 53 Fire Dome 4-dr., $2,180* ; . 50 Super conv., $925*; RM sedan, 

OLDSMOBILE— 49 (88) sedan, $680°, |" "() 2) +50 Custom 4-dr., $930*. "46 Deluxe| $1,195, $1,085; 4-dr., $1,155, '50 conv.,| $900, $745; Special Deluxe sedan, $830. 





$550*. ‘47 (76) sedan, $260. $960; club coupe, $860; 4-dr., $845. ‘49 ’ r ® 
r 7 +S 330, 4-dr., $215. ; : pe, ; qr., . 49 RM conv., $500. °48 Super sedan, 
FeO Te etnies esden $010. '5i |DODGE — 53 %-ton pickup, $1,140. °52 $068; t-ar. GLA. "47 ‘club coupe, $300, | CADUEZAD CEs (aoe nest 00.48 
“nahin 70R.’ : Wayfarer business coupe, $855. ‘51 By ' —— "52 (62) conv., $3,480*. 
Cranbrook sedan, $810, $795; Cambridge $310; 4-dr., $295. CHEVROLET — '53 (210) station wagon, 


590. sedan, Coronet 4-dr., $965*. ; 
S710." $510.” +49 station wagon “$610, | FORD — ‘53 (8) Country Squire, $2,525*, | OLDSMOBILE—'53 (98) Holiday, $3,250*| $1,950. '52 SL Deluxe sedan, $1,100*, 


$2,440*, $2,430*, $2,425; Custom (8) (ps); 4-dr., $2,820* (ps); Super (88) 4- $1,070. °51 SL Deluxe sedan, $915*. ‘50 








rental aa Cate 1h) aoden, $2, Country sedan, $2,350°, $2,125, $1,900.| dr... $2,505* (ps), $2.500*: (88) conv.,| SL Deluxe sedan, $665°. '49 SL Deluxe 
" 200*. ’50 Chieftain (8) Catalina, $1.150*; Victoria, $2,265", 4 at $2,250*, $2,175*,| 2 at $2,450*, '52 (88) Holiday, $1,920*;| sedan, $665, $630, $615; %-ton pickup, 
Deluxe (6) sedan $790, $770. 47 sedan. $2,085, $2,075, $1,995*, $1,950*, $1,945*, (98) 4-dr., $1,850*. °51 (88) club coupe, $390. '48 FL Aerosedan, $495, $430; SM 
$330. $220. '46 sedan, $290, $195. ’| $1,865; Custom (8) 4-dr., $2,085*, $2,-| $1,345*. ’50 (98) Holiday, $1,460*, $1,-| sedan, $375, $320. '47 FM 4-dr., $340, 
STUDEBAKER —'53 Commander sedan,| 65*, $1,980, $1,960; 2-dr., $1,950, $1,-| 160°. ; $300; SM sedan, $390. : 
$1,740*, '52 Commander sedan, $690. ’51 545; Main (8) ranch wagon, $2,000*,| PACKARD—’51 4-dr., $995. DODGE—'49 Wayfarer roadster, $610. '47 Turning to Plasti 
Commander conv., $710*, $690. '50 $1,945; Custom (6) 4-dr., $1,960; 2-dr.,| PLYMOUTH—’54 Belvedere suburban, §2,- Custom sedan, $340; club coupe, $360. g C— 
Champion sedan, $520. $1,935; (8) conv., $1,760. '52 Country] 500*; 4-dr., $2,160. '53 Suburban, §$1,- FORD— 53 Custom (8) 4-dr., 2 at $1,650. U. S. Rubber Co. is expandi faciliti 
sedan, $1,710; Victoria, $1,700, $1,695*,| 675; Cambridge, 4-dr., $1,180. ’52 Cam-| '52 Custom (8) 4-dr., $1,235*, $1,215. | oe - 1S expanding facilities 
WAYNE, IND $1,490; conv., $1,500, $1,460*; Custom bridge 2-dr., $1,065; 4-dr., $940. '50 50 Custom (6) 4-dr., $635, $625*. '49| at its Fort Wayne (Ind.) plant for pro- 
FT. Le e (8) 2-dr., $1,385*; Main (8) 4-dr., $1,-| Special Deluxe suburban, $1,030. '48|_ Custom (8) 4-dr., $420. - | duction of plastic steering wheels. L 
(Carl Marker’s Auto Auction. Sale every | 220; ranch wagon, $1,550. '51 (8) conv.,| station wagon, $355. '47 Deluxe 4-dr.,| FRAZER—'51 Vagabond, $515. : ; g eels. Long 
Tuesday. Prices are for sale of Oct. 27.) | ee Pe ae meee eae ’46 Deluxe 4-dr., $315, $275. a ee sedan, $730*; Henry! q@ major supplier of hard-rubber steering 
I . Cars selling. Still a de- r., , ’ ; Deluxe (8) 4-dr., | PONTIAC—’53 Custom (8) Catalina, $2,- eel ae | 
mann Sold 106 cars out ef 141 offer. | $820; 2-dr./ §745;' Deluxe (6) 2-dr..| 490%, $2,410*, §$2,385*, $2,410° (ps); 4-| MERCURY—'51 sedan, $995. «a ae ace ta a a oe 
ings.) $720, $585. ’50 Custom (8) 2-dr., $795;| dr., | $2,110*; 2-dr., '$2,025*. °52 '(8)|NASH — '52 Rambler conv., $930*. '51/ now started using a cellulose acetate bu- 
Custom (6) club coupe, $775. '49 Custom Catalina $1,780*, $1,615*; 2-dr., $1,495*. (Continued on Page 44, Col. 3) tyrate. 





BUICK—’51 RM 4-dr., $1,040*. '50 Super 
4-dr., $805*, $740*. '49 Super sedanet, 
$580*. °48 Super 4-dr., $230. °47 Super 
4-dr., $315. 

CHEVROLET—’52 SL Deluxe 4-dr., $1,080. 
’51 Bel Air, $750*%; SL Deluxe 2-dr., 
$845, $875; 4-dr., $760, $700, $845*. ’50 
FL Deluxe 2-dr., $760. ‘49 SL Deluxe 
conv., $465. ’°48 FL Aerosedan, $380. °47 
FM 2-dr., $200; SM 4-dr., 2 at $305. 


DeSOTO—’50 Custom 4-dr., $685. ‘47 De- 
| luxe 4-dr., $275. '46 Deluxe 4-dr., $240. | 
i DODGE — '53 Coronet 4-dr., $1,650*. '52) 
j Coronet 4-dr., $965. "51 Meadowbrook 4- 

dr., $740. °49 Coronet 4-dr., $600. '48 
coupe, $205. 

FORD—’52 (8) conv., $1,330; Victoria, $1,- 
i 400*. '51 Custom (8) 4-dr., $900*, $740; | 
Custom (6) 2-dr., $690. ’50 Custom (8) | 

4-dr., $640; 2-dr., $700, $610; Custom 
(6) 4-dr., $605. '49 Custom (8) 2-dr., 
$465; 4-dr., $460; conv., $510; Custom | 
(6) 4-dr., $390; club coupe, $400, ’48 
(8) 4-dr., $180; (6) 4-dr., $165. °46 
club coupe, $355. 

FRAZER—’49 Deluxe 4-dr., $210, $185. 

KAISER—’52 Henry J (4) 2-dr., $420. '51 
Deluxe 4-dr., $550. '49 Traveler, $195, 

$170; Deluxe 4-dr., $265. '48 4-dr., $105. 
LINCOLN—’51 4-dr., $1,100*. 

MERCURY—’51 coupe, $1,040. °50 4-dr., 
| $780, $715. °49 2-dr., $655. 
| NASH—’50 (6) 2-dr., $535. °46 (600) 4- 
dr., $105. 
| OLDSMOBILE—’50 (98) 4-dr., $875*. °49) 
(76) sedanet, $500*. '48 4-dr., $165. 
PACKARD—’51 4-dr., $1,015. °49 4-dr., | 





$480, $435, $315. } 
PLYMOUTH — ’54 Savoy 4-dr., $1,750; 
Cambridge, $1,930. °53 Cambridge club 
sedan, $1,250; 4-dr., $1,365. °52 Cran- 
brook 4-dr., $1,015. °50 Special Deluxe | 

i station wagon, $765. °49 Deluxe 2-dr., 

| $650. °48 Deluxe 2-dr., $400. 

i PONTIAC—’52 (8) 2-dr., $925*; 4-dr., $1,- | 
260*. '50 (6) 2-dr., $630. '49 (8) 2-dr., 
$710*. 

i STUDEBAKER—’50 Champion 2-dr., $480; 

} 4-dr., $480, $475; coupe, $550; Com- 

j mander conv., $480. '47 Champion 4-dr., | 

$225; coupe, $200. 


LOS ANGELES | 


(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday. Prices are for sales 
i of Oct. 22 and 27.) 
(With a little better than average 
demand this week, some prices still con- 
tinued to drop as a few °54 models hit 
the market. Higher priced units continued 
to slip—outstanding used cars in demand. 
Sold 332 cars out of 608 offerings.) 
BUICK—’53 Super Riviera 4-dr., $2,610*; 
2-dr., $2,500*; RM Riviera 4-dr., $2,- 
430* (ps). °52 Super Riviera 4-dr., $1,- 
665* (ps); RM Riviera 2-dr., $1,525*; 
Special 4-dr., $1,325. °51 Super Riviera 
2-dr., $1,500, $1,235*; Super 4-dr., $955. 
°50 Super Riviera 2-dr., $970*; Special 
sedanet, $825*, $735*. ‘49 Super 4-dr., 
$690*, $585. ’48 Super conv., $340; Special 
4-dr., $335. 47 Super conv., $365; 4-dr., 
$255; RM sedanet, $195. '46 Super 4-dr., 
$305, $225. 

CADILLAC - "53 coupe deVille, $4,595* 
(ps); conv., $4,.425* (ps); (62) coupe, 


the man’s gift 
that 
uilds good will! 
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ee? 





Your thoughtfulness in giving Snap-on Tools will be remem- 
bered long after many a more costly, short-lived gift would 


















STANDARD PLIER SET — 


ae cna cue. Cee. one. PL-70-K have been forgotten. They'll remind the men in your shop who 
dr, $8:245°, $3,200" «ps); (62), 4-ar., Seven fine Snap-onVacuum-Grip receive them, time after time, that you valued their loyalty and 
tar. $2,400° '$2,306°; (6) 4-ar, $2.. pcg» Bag ed respected their skill so much that you gave them the best. 
260*. '50 (61) coupe, $2,230*; (62) 4-dr., ¥ Page yy er ned ? 

$2,160°, $1,670"; coupe, '$2,035°. "49 (62) ae at tat caters nes Could any present do more? 
° * ® - * . “1 *. e e e @ 

? Se ea ee aift ony mechanic will prize. Snap-on Tools build good will. And it’s so easy to make just 


CHEVROLET—’53 Bel Air 4-dr., $2,090*; 
2-dr., $1,950*; (210) Handyman, $1,975; 
4-dr., $1,575; (150) Handyman, $1,765, 
$1,675; %-ton pickup, $1,385, $1,075. '52 
SL Deluxe cony., $1,185*; 4-dr., $1,145. 


the right choice, too. The Snap-on man who serves your ~- 
knows mighty well (or can find out fast) exactly what tools eac 
mechanic has had his eye on! Or—to show complete regard for 


OSS A, I coee.. 2ee; Fe TORQOMETERS—Model TQ-150 shown—capacity zero to 150 foot- a mechanic’s personal preference—there’s the Snap-on Gift 
es —- $995, $ 820: ; r., $ wd ng pounds—handles most jobs in the shop. Here’s a tool every mechanic Certificate in any amount you wish 

Special club coupe, $820; ‘-ton pickup, should own. When you eliminate mechanical distortion you safeguard ’ 7 y ° 

$705. '50 Bel Air, $1,100*; conv., $880; your work. Other models up to 2,000 foot-pounds. 


Time’s getting short, though. Why not take care of the 
matter NOW? Just buttonhole your Snap-on man. 


SL Deluxe 2-dr., $845; FL Special 4-dr., 


FERRET SET—221-F-B 
Saves time in the tight places! 


A This popular 21-piece set of slim, 
sturdy wrenches includes 13 sock- 
DU-ALL” ets, sliding bar, ratchet, nut 


spinner, speeder, universal joint 
and 3 extensions. This set handles 
TRACTORS the majority of nut turning jobs. 


Comes in special metal box. 
SELL YOUR BEST RURAL 
-CUSTOMERS THROUGH 












Gift Certificate 











SNAP-ON GIFT 
O iT 8) ai Af Sp en org CERTIFICATES 
make your own selection. here is « gilt certificate for —let th ecipients ct 
GENTLEMAN®& 7 Seanad ere their own pat Snap-on Took 





Ane et re te 


“ueecuscet | SNAP-ON TOOLS CORPORATION 
= 8082-K 28th Avenue, Kenosha, Wisconsin 
*Snap-on is the trademark of Snap-on Tools Corporation 
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Used-Car Auction Prices 


(Continued from Page 43) 
livery, $165. '46 SM 2-dr., $305, $235. °41 





Statesman sedan, $705. '49 (600) sedan, , 


$335. | FL 4-dr., $350. 
OLDSMOBILE — °51 (88) sedan, $1,150*. | CHRYSLER—'50 Windsor 4-dr., $750. 

49 (76) sedan, $500. | DeSOTO—’53 Fire Dome (8) 4-dr., $1,995*. 
PLYMOUTH — '52 Cranbrook club coupe, | nopGE — '52 M brook 4- 

$950; sedan, $950. °48 Special Deluxe | $950", ’49 cua ae gase*, “ane 

sedan, $410, $280. panel, $305. 47 Custom club coupe, $305, 


PONTIAC—’52 (8) sedan, $1,530*. '49 (8) | $300. '46 4-dr., $200. 
sedan, $690*, $600*. '48 (8) sedan, $440°. | FoORD—'53 Custom (8) 2-dr., $1,590. '52 
STUDEBAKER — '51 Commander coupe, Main (8) 2-dr., $1,100; Custom (6) 2-dr., 
$785; Champion sedan, $750. $1,125. “51 (8) Victoria, $1,120*; Cus- 
WILLYS—'49 (4) Jeepster, $480*. tom (8) 2-dr., $825*; club coupe, $865*; 


Deluxe (8) club coupe, $795; (6) %-ton 
pickup, $730. ‘50 Custom (8) 4-dr., 
EBENSBURG, PA. $690*, $660*, $570; 2-dr., $600*; Deluxe 


(8) 4-dr., $610; (6) %-ton pickup, $565. 
’49 (6) 2-dr., $450. "48 Super Deluxe (8) 
2-dr., $300. ‘47 Super Deluxe (8) 4-dr., 
$225. '46 Super Deluxe (8) 2-dr., $230; 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 29.) 


(Prices dropped an average of $50 on . . 
all offerings. Demand off. Sold 103 cars | (6) coupe, $260. '42 (8) coupe, $110. 
out of 149 offerings.) | FRAZER—’49 4-dr., $140. 

BUICK — ’51 Special Deluxe 4-dr., $890*. | HUDSON—’47 Commodore 4-dr., $120. 
"50 Super 4-dr., $790*, $500. '47 Super | KAISER—’'48 4-dr., $250. 








4-dr., $205. NASH — ’51 Rambler station wagon, $695. 
CHEVROLET — ‘53 Bel Air 2-dr., $1,760;| ‘50 Ambassador 4-dr., $560*. '49 (600) 
| (210) 4-dr., $1,530%, $1,505; 2-dr., $1,- | on mensheuman as $225. 4 ~~ 4-dr., $185. 
600. '52 %-ton pickup, $720. '51 Bel Air, 'S) E—'48 (78) 2-dr., $285*%. °47 
Man from Mars Unveils Rocket— | $1,090*, $1,050": SL. Deluxe conv., $1,: | (76) 2-dr., $195°. 
Tom Ballard Oldsmobile Co., Hollywood, Calif., invited a space“tan to unveil a| 000%; 4-dr., $950, $945; 2-dr., $850*, | PACKARD — ’50 2-dr., $540*. ‘48 2-dr., 
$830*; FL Deluxe 2-dr., $825. '50 Bel $205. 


Air, $880*, $875; SL Deluxe 4-dr., $730*, | PLYMOUTH—'53 Belvedere, $1,440; Cam- 
$640, $555*; 2-dr., $775; FL Deluxe 4-dr., bridge 4-dr., $1,235. ’°51 Cranbrook 4-dr., 
$690*; 2-dr., $705, $660. '49 FL Deluxe| $960, $735; Cambridge 4-dr., $800. '50 
4-dr., $650; SL Deluxe 2-dr., $590; club Special Deluxe 4-dr., $750. °49 Special 
coupe, $655. °48 club coupe, $390. '47 FL | Deluxe 4-dr., $540, $225. '48 Special De- 
4-dr., $395; FM conv., $300; sedan de- luxe 2-dr., $355; club coupe, $335. °47 


giant rocket ship sign in front of the dealership. He was admired by the youngsters, 
but the dubious believed he was really George James (right), @ Ballard salesman. 
The girl in the picture is Barbara Britton, motion picture actress, while the man in 
the background is Tom Ballard. The 24-foot sign has red glowing rocket ports, and 
every 30 seconds shoots live steam into the air. 
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Home is where the Car is King 


(43% More American Home Families Own Cars) 


families—Mother and Father and some of those car- 
driving kids, too. 

Have these families been buying cars? Here are the 
findings of the latest American Home Automotive 


The car reigns supreme among homemaking families. 
But like any ruler today, it works hard. 


It has to see that Dad catches the 7:54 every morn- 
ing—and that the kids don’t miss that first- period 


bell at school. And all day long, it must stand by— Survey: 


939% of The American Home families al- 





“on call” for Mother. 

Nobody—no, nobody—needs a car the way home- 
makers do. That’s why you'll find more car sales 
when you talk to homemaking families. 

And the quickest, surest way for you to reach these 
very car-conscious customers—at lowest cost, too— 
is through the pages of The American Home maga- 
zine. The American Home is 100% “how-to.” Each 
month it’s read by over 3 million homemaking 


ready own a car. (That’s 43% more than 
the national average.) 
87.6% drive cars bought since 1948. 


Will they buy more cars? 
39% of them actually plan to buy a car 
within the next twelve months. 
There’s more, though. So why not call Ed Sullivan 
at The American Home Detroit office. He can give 
you the complete story. 


There’s no place like The American Home 


THE AMERICAN HOME - PENOBSCOT BUILDING - DETROIT, MICH. - WOODWARD 5-9878 














Special Deluxe 4-dr., $150; Deluxe 2-dr 
$175. 

PONTIAC—’50 Chieftain Deluxe (8) 2-dr., 
$750°*. 

STUDEBAKER — ‘48 Champion 
$225*; club coupe, $200*. 


MISCELLANEOUS—’51 Henry J (6) 2-dr 
$500*; Henry J (4) 2-dr., $370*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs 

day. Prices are for sale of Oct. 29.) 

(Market holding steady. Sold 77 cars 
out of 140 offerings.) 

BUICK—’51 Special sedan, $870, $835. '5° 
Special sedanet, $570. '48 Special sedanet 
$285; RM sedan, $320. 

CADILLAC—’51 (62) sedan, $2,385*. 

CHEVROLET—’53 Bel Air sedan, $1,575 
(210) sedan, $1,450. '52 SL Deluxe sedan 
$1,195. '51 SL Deluxe sedan, $875, $745 
"50 SL Deluxe sedan, 2 at $690, $680 
$660, $590. °49 SL Deluxe sedan, $505 
'48 FM sedan, $400, $370, $265. '47 FM 
sedan, $295, $315, $300, $195, $145. '46 
FM sedan, $115. 

CHRYSLER—’49 NY sedan, $630. 

DeSOTO—’49 Custom sedan, $615. 


DODGE—’49 Coronet sedan, $500; 
farer sedan, $375. 

FORD—’53 Custom (8) sedan, $1,900. ’52 
Crest Victoria, $1,475. °’51 Deluxe (8) 
sedan, $855. ‘50 Custom (8) sedan, 
$800, $730, $710, $635; Deluxe (8) sedan, 
$775, $640; %-ton pickup, $630. ’49 
Custom (6) sedan, $475, $445, $380. '46 
Super Deluxe sedan, $230, $115. 

HUDSON—’52 Wasp sedan, $790. 

KAISER—’51 Traveler sedan, $350. 


4-dr., 


Way- 


MERCURY— '50 sedan, $800. °49 sedan, 
$550. 

NASH—’48 (600) sedan, $220. '46 (600) 
sedan, $170. 

OLDSMOBILE—’50 (88) sedan, $950. °49 
(98) sedan, $635. '48 (SS) sedan, $280. 


PLYMOUTH — ’52 Cambridge club coupe. 
$885. °'51 Cranbrook sedan, $860. °'47 
Special Deluxe sedan, $245. °46 Special 
Deluxe sedan, $225. 

PONTIAC—’51 Chieftain (8) sedan, $1,050. 
"50 Chieftain (8) sedan, $720, $655, $525. 
’49 Chieftain (8) sedan, $615. ’48 
Streamliner (6) sedan, $260. '47 Torpedo 
(6) sedan, $210. 


STUDEBAKER—'51 Champion sedan, $530. 


WILLYS—’53 station wagon, $1,870. °48 
Jeep, $475. '46 Jeep, $325. 


MASON CITY, IA. 
(Lapiner Auction Co. Sale every Wednes- 
day. Prices are for sale of Oct. 28.) 


(Crop prospects point to a good mar- 
ket. Sold 72 cars out of 134 offerings.) 
BUICK—'53 RM 4-dr., $2,345*. °52 Super 

4-dr., $1,765*, $1,745*. °50 Super 4-dr., 
$835*, $820*. 
CADILLAC — ’53 (62) conv., $4,075*. '49 


(62) 4-dr., $1,345*, $1,325". °48 (62) 
4-dr., $1,040*, $920°. 

CHEVROLET — '53 (210) 4-dr., $1,530", 
2-dr., $1,630*, $1,575, $1,560. °52 SL 
Deluxe 2-dr.,’ $995, $980, $915, $890. 
$885; 4-dr., $1,145*, $1,130, $1,065. °51 


SL Deluxe 2-dr., $935, $900*; 4-dr., $925, 
$915, $895*. '50 SL Deluxe 4-dr., $760*. 
"49 SL Deluxe 4-dr., $630; 2-dr., $585. 
’48 FM 4-dr., $395. '47 club coupe, $295; 
2-dr., $250. 
CHRYSLER—’53 NY 4-dr., $2,275*. 
DeSOTO—’48 4-dr., $460. 


DODGE — ’52 Wayfarer 2-dr., 
Meadowbrook 4-dr., $815*, 


$800*. °51 


FORD — '53 Victoria, $1,815*; (8) Ranch 
Wagon, $1,770*; Custom (8) 4-dr., $1,- 
480. '52 Custom (8) 2-dr., $1,185*. ’51 


Victoria, $1,085*, $1,045. ’50 Custom (8) 
4-dr., $625*. °49 (8) 2-dr., $510; (6) 
2-dr., $460. '48 (8) 2-dr., $255. 


HENRY J—’52 2-dr., $495. 


MEROURY—’53 Monterey hardtop, $2,375*. 
"52 2-dr., $1,360. ’51 2-dr., $1,040. 


NASH — ’53 Statesman 4-dr., $1,535*, °51 
Statesman 4-dr., $750*. 


OLDSMOBILE—'50 (88) 
(88) 4-dr., $610*. 

PACKARD—’49 (8) 2-dr., $515*. 

P LYM OU T H—’52 Concord 2-dr., $875; 
Cranbrook 4-dr., $875. '50 Special Deluxe 
4-dr., $695. °49 Deluxe 4-dr., $560, °48 
Special Deluxe 4-dr., $400, $290. 

PONTIAC — ’53 Chieftain (8) 4-dr., §$2,- 
170*, ’52 Chieftain (8) 2-dr., $1,380*. 

STUDEBAKER—’51 Champion 4-dr., $640. 


4-dr., $875*. '49 





K-W Franchise in East— 


A contract for the distribution of Kaiser- 
Willys vehicles in 22 New York counties 
is signed by M. Fred Rosenblatt (seated, 
left), president of Belt Line Motors, Inc., 
Albany. Beside him is Roy Abernethy, 
K-W general sales manager. Standing is 
L. T. Mullan, K-W field manager. 





| 
r 
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New Interiors Also Mark °54s... 


DeSotos Bow with More Power 


(Continued from Page 1) 
pression ratio of 7.5 to 1, while the 
Fowermaster continues at 116 
horsepower. 

In combination with power 
steering and power brakes, 
PowerFlite makes the 1954 model 
an “Automatic” automobile, as 
DeSoto has labeled it in pro- 
motional programs. 

In the styling category, the De- 

Soto incorporates a new “floating” 

grille, smoothly contoured bumpers 


and new tail-light clusters. 
* * * 


mo ee eS 


_ padacggr cemneee styling is new. Colors 
are keyed to exterior finishes, 


aO-~ ~ wb 


a 





and new instrument panels and 
garnish mouldings are _ blended 
with overall color schemes. 

New upholstery fabrics are of- 
fered in a variety of colors, The 
fabrics are, for the most part, 
nylon-faced for durability and 
smartness. Vinyl is used where 
soilage and scuffing are most 
likely to occur. 

DeSoto says its No-Sway Ride 
Control suspension, minimizes body 
“lean” and eliminates tire squeal 
on turns, while providing improved 
control and all-around stability. A 
stiffer frame, redesigned front and 
rear body mountings and new rear 


45 


spring mountings are also con- 
tributing factors to this new con- 
trolled ride. 
* * 

Ta body styles are offered in 

the two DeSoto lines. Choices in 
the Fire Dome V-8 series include a 
four-door sedan, club coupe, con- 
vertible coupe, sportsman, all-steel 
station wagon and eight-passenger 
sedan. Powermaster Six body styles 
are a four-door sedan, club coupe, 
all-steel station wagon and eight- 
passenger sedan. The Powermaster 
sportsman has been dropped. 

All models except the station 
wagon and eight - passenger 
sedans have these overall di- 
mensions: Length, 214% inches; 
width, 77%, and height (loaded), 
62% inches. The station wagon 
is 214% inches long and the 
eight-passenger sedans are 223% 
inches long. . 

Wheelbase of the eight-passen- 
gers is 139% inches, while all 
others are 125%. 

All 1954 DeSotos are equipped 
with Safety-Rim wheels. 


* * * 


XTERIOR colors for the new 
models include black, ensign 


* 





Simplicity Keynotes PowerFlite— 


PowerFlite has fewer parts and weighs less than any other automatic transmission 
for cars, DeSoto says. A torque converter in combination with a two-speed planetary 
transmission, the unit makes a single fully automatic shift from starting gear to direct 
drive. This shift takes place between 15 and 65 miles per hour, depending upon the 
driver's pressure on the accelerator. PowerFlite is available on all 1954 DeSotos. 


DeSoto Holds Line 
As Hudson Cuts 


blue, azure blue, Huron blue, 
colonial gray, slate gray, Kerry 





green, -forest green, pinehurst 
Powermaster Six Club Coupe— see, Buia tn ond Aree 
) One of four models available in the Powermaster Six series is the club coupe. | beige. 


Styling features include a new “floating” grille, hooded headlamps, contoured bump- 


ji Interior color combinations ac- 
ers and new mouldings. 


centuate the exterior colors. 
Several tones of a chosen shade 
are blended to give an overall 
unity in color scheme. 

Setting the inside color theme is| 
the new instrument panel which 
provides a sweep of two-tone color 
across the entire width of the 
interior. 

The Sportsman and convertible | 
models feature leathers in pastel | 
shades contrasted with darker seat 
cloths carrying a lightly dotted 
pattern. 





* * * | 


Convertible Prices 


DETROIT.—Prices corresponding 
to those of last season were an- 


nounced last week for DeSoto’s 1954| — 


line of cars. ; 

It was disclosed, meanwhile, that 
Hudson’s two convertibles would 
sell at reduced prices for 1954. The 
Super Wasp delivers for $3,004.20, 
down $43.30 from the 1953 price, and 
the Hornet for $3,287.20, down 
$54.85. 

DeSoto advertised-delivered prices, 
identical to those of counterpart 
1953 models, are: 

PoweERMASTER Srx — Four-door se- 
dan, $2,385.75; eight-passenger 
sedan, $3,281; club coupe, $2,364; 
station wagon, $3,107.75. 

Fire Dome V-8—Four-door sedan, 





> a 
Rear End Restyled— 

This view illustrates DeSoto's trunk, 
contoured rear bumper and tail light 


clusters, including stop light, backup light 
and turn signals in a single unit. 


Plymouth Sets Up 


System of Field 


Service Engineers 


DETROIT.—Formation of a new 
Plymouth field service organization 
was announced last week by W. B. 
Rice, director of 








i SEAT styling and _ con- $2,673; eight-passenger sedan, $3,- 
struction, the bolstered seat de- | 558.75; club coupe, $2,651.50; Sports- 
_,|sign, now finds a place in DeSoto | man, $2,922.50; convertible, $3,144.25; 
interiors. The backs of the seats | station wagon, $3,381. 

feature pleats, terminating at the) Dropped from the DeSoto lineup 
bolster with large, round tufting was the Powermaster Six Sports- 
buttons covered with bolster ma-| man. The hardtop model sold for 


DeSoto's All-Steel Station Wagon— 
This model is available in both the Fire Dome V-8 and Powermaster Six series. 
Wheelbase of all DeSotos is 125% inches, except for eight-passenger sedans, which 


have a 139%-inch wheelbase. 





Redesigned Dashboard— 


A new instrument panel highlights the interior. The instrument cluster is directly 
in front of the driver, and each instrument has a separate circular dial. For night 
driving, the instruments are edge-lighted so that only pointers and numerals are 
lighted. Heater and fresh-air controls are below the instrument face. The radio 
speaker has been moved to the extreme right, and the glove compartment has been 


terial. 

Matching door panels harmo- 
nize with solid-color enameled 
mouldings. 

Features of the instrument panel 
are a nonglare top which provides 
a handy shelf for sun_ glasses, 
cigarets and other items, and the 
relocated glove compartment, now 


nearer the center within easy 
reach of the driver. 
Lincoln-Mercury 


To Expand Its 
Metuchen Plant 


DETROIT. — An expansion 
program costing several million 
dollars at the Lincoln-Mercury as- 


| $2,634.25 last season. 
| The new PowerFlite automatic 
|transmission is optional on all 
| models at $189. For 1953, Tip-Toe 
| Shift transmission was available at 
$130.10 and Tip-Toe Shift with 
Fluid Torque at $236.50. 
| Power steering, on all Power- 
| Flite -equipped models, is $177.35,) ; 
same as before. Overdrive is un- pases field =" 
changed at $97.55, and power brakes | eng cg if » 
are $36.55 on all models. io wait a ~ 
Air conditioning remains tl iad be meeee 
ee ae aaa — a out a program which will provide 


: aa improved factory service to the 
- Lore a Plymouth dealer organization, Rice 


Fire Dome V-8 four-door. said. 


dceeetihidenieaenaamneiiieiega aan Cutler joined Chrysler Corp. in 
K-W Picks Mullan 


1946 as field service representative 
As Eastern Aide 


service, G. J. Cut- 
ler will be field 
service manager 
in charge of the 
new activity. 
Cutler will di- 
| rect the work of 
a staff of Plym- 





G. J. Cutier 





|in Los Angeles. In 1951, he came to 
| Detroit as merchandising manager 
|of the corporation’s central service 
division. 


sembly plant at 
Metuchen, N. J., 
has been an- 
nounced by Ben- 


shifted toward the center for greater accessibility. Top of the panel is covered with 
moulded vinyl to cut down reflections. 


| 
| 
| 
, 
| 





TOLEDO.—Appointment of L. T. 
Mullan as field manager of the 


| Kaiser-Willys eastern sales division 





Establishment of the field service 
organization is the second major 
move made by Plymouth since the 











was announced i 
son Ford, general | me week by ae end of World War II to assure 
manager of the! Abernethy, gen- Plymouth owners of the best in 
Lincoln - Mercury |eral sales man - modern service, Rice said. 
division. | ager. “Six years ago,” he said, “we 

The work is to er ull an joined started the tremendously successful 
aa immediate-| the Kaiser-Willys Master Technicians Service Confer- 
y. It will in-| givision earlier ence, through which more than 
: crease the pro-| this year after 24 100,000 technicians in dealer service 
Pend duction capacity| years with Pack- departments have received instruc- 
Bensen of the Metuchen| ard) which he tion. 
plant to meet the increasing de-| served as special # “We are now enlarging the use- 
mand for Mercury cars in the area| representative for _ fulness of this program by creating 
served by the plant, Ford said. | Washington, D.C., 1. 7. Mullan la staff of field service engineers, 
An addition to the west side of | manager of the Cleveland zone, and| They will strengthen our lines of 
the existing Metuchen assembly | manager of Packard retail stores. communication on service matters.” 
plant and another to the north end| With Kaiser-Willys, he was a spe- —__—_—_____—. 
will add a total of 120,000 more|cial sales representative bef orely “4 l ‘ 
square feet. Paint facilities will be| receiving his new assignment. | Internationa Equipment 
enlarged and rearranged and ovens | aerate rea Acquired by Morrison 
oe ee re } avoul ae Switch at Hoffman’s | BUFFALO, N. Y.— International 
|| SS ane eocated and) John R. Van Tright, vice-presi-| Equipment Co., with plants in 
trim lines will be expanded. |dent of Lathrop G. Hoffman, Inc.| Buffalo and Ft. Erie, Ont., has been 
/ a pa ee ae (Studebaker), Beverly Hills and|acquired by Morrison Railway 
P permit more balanc operations |Los Angeles, has been named gen-| Supply Corp., Buffalo. 
a Piaid Interior Adds Bright Touch— throughout the plant, Ford said. (eral manager of the Los Angeles| The newly acquired firm will be 


known as_ the _ International 
equipment division of Morrison. 
Marcy L. Morrison has been named 
general manager of the division. 


Included in the expansion will! office, while Wallace Austin will 
be extension and relocations of|become vite-president at the Bev; 
railroad tracks, roadways, storagejerly Hills branch, according to 
areas, fire loops and parking lots. | Lathrop Hoffman, president. 


Plaid fabric with vinyl trim covers the seats of DeSoto's all-steel station wagons. 
Th: same material is used on door panels, with enameled mouldings in harmonizing 
‘ colors. The rear seat folds forward, level with the floor, to provide extra space for 
| argo carrying. 
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New Orleans Market Mixed 


have dropped off a bit due to the; today who ordinarily would not 


By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS. — There is a 
difference of opinion among dealers 
here regarding the status of the 
new-car market. 

Some dealers, mostly those in the 
low-price field with volume oper- 
ations, say there is nothing wrong 
with business. Others contend that, 
with the introduction of some 1954 
models and the “razzle-dazzle” type 
of advertising used by a few 
dealers, business is rough and 
getting rougher. 

The used-car picture is a dif- 
ferent story. Without exception, 
dealers agree that the used-car 
situation is the “problem child” 
of the industry. 

“Business is good,” said one new- 
car dealer, “but the market is 
getting to a point where it can’t 
absorb the additional cars the 
factories are dumping in here at 
the present time. This results in 
dealers cutting prices and ruining 
the whole market.” 





advertising of some dealers. This 


be in the market for a new car 


dealer said that if he were just a/ until next year. 


“John Doe” thinking about buying 


More new cars are showing up 


a new car, he would get out of the|on independent used-car lots than 
market in a hurry after seeing the ever before. Used-car dealers had 


big discounts that are being 
offered. He contends this type of 
advertising would frighten him 
and he wouldn’t buy. 

Other dealers are afraid that 
the business they are doing today 
will have an effect on _ their 
business next year. They say a 
good many people are buying 


Ground Broken in Mass. 


For GM Training Center 


DEDHAM, Mass.—Ground has 
been broken for the General Motors 
training center here, scheduled for 
completion by spring. 

Paul E. McDonald, manager of 
the training centers, turned up the 
first spadeful of ground for the 
26,000 - square - foot building, to be 
one of 35 such centers established 


a record month in September, de- 
livering 155 new units. 

Three franchised dealers now are 
selling makes other than those 





they represent. 


While it is true that some dealers | 
are doing a good job in moving 


tail end is spotty. Some dealers re- 


! * 


ba ‘| 





Cadillac Dealership Trainees Get Sendoff— 


J. M. Roche (second from left), general sales manager of Cadillac, presents gradua- 
used cars, the used-car picture as a tion diplomas to Donald H. Wendland (left) and Emil Denemark jr. as they complete 
whole is sluggish, There is virtually | the General Motors dealership management training program in Detroit. E. F. Upson 
no wholesale business and the re-| (right), assistant general sales manager, joins Roche in the congratulations. 





port they go for a week without! any used car today. Every time I 


selling a single unit, and then for|pyy pm ust taking a gamble— 
the next few days activity is brisk. | hoping mg ge A ye 


Used-car prices are dropping. 
The most drastic declines are on 
late models, particularly on ’52s 
and ’53s. Most dealers realize 
this situation and are putting 
very little money into these late 
models, 


One used-car operator 


take another dip until I dispose 
of the merchandise.” 

Some used-car dealers are com- 
plaining that finance companies 
are taking gilt-edge paper only 
and are demanding too much 
down. They also say some finance 


said,|companies are turning down all 


by GM for instruction of mechanics. ! “Frankly, I don’t know the value of ' deals on ’46 through ’48 cars. 





Another dealer said his sales 


Elmira— est of the Biggest [3..... 


where can you sell most per dollar? 


IN UP-STATE NEW YORK there 
are thirteen markets of over 
50,000 population (A.B.C. City 
Zone). In not one of them do auto- 
motive sales per thousand popula- 
tion run as large as do those in 
Elmira which exceeds the 
average of the others by 27% ... 
and only one equals Elmira in 
filling station sales. 


Of course Elmira far exceeds the 
great New York City area (includ- 
ing rich Westchester and Long 
Island), with 310% the latter’s 
volume per capita in automotive 
dealer sales . . . 223% in filling 
stations. 


That means that each thousand 
of advertising circulation you buy 
in The Elmira Star-Gazette, The 
Advertiser or The Sunday Tele- 
gram, can sell more cars, tires or 
gasoline than in the other cities. 


Elmira's combination of goodly 
size— almost 75,000 population 
A.B.C. City Zone, 234,689 total 
Trading Area—and high per capita 
automotive buying power is hard 


to beat. In these small but high- 
sales - potential markets like El- 
mira, newspaper advertising that 
reaches all of the people is so 
important to the automotive busi- 
ness because the automobile 
business today is an every family 
business. 


Most of the truly great names 
of the industry have been built on 
the firm foundation of adequate 
and consistent newspaper adver- 
tising — more than through any 
other medium. 


EVERY FAMILY acceptance 
makes a new car sell more readily 
because there is a better used car 
market for it later . . . The auto- 
mobile of the mass family and the 
farm family burns as much gaso- 
line, wears tires as fast as that of 
the rich family — often requires 
more service and replacements. 


Yet with this mass appeal and 
thorough coverage, automotive ad- 
vertisers who use newspapers have 
always enjoyed the important 
economy of advertising where they 


have dealers who can sell 
avoiding waste where they do not. 


NOW, when production capacity 
nears sales volume, is no time to 
ignore successful experience. 


No form of advertising limited 
in appeal only to those who like 
certain entertainers, or certain 
“shows” or certain types of peri- 
odicals ... can be “Every Family 
Advertising.” In such “national” 
media you reach, at best, only one 
in three or four of the local people 
. . . usually less than one in ten. 
That's why successful automotive 
dealers and distributors have al- 
ways preferred newspaper adver- 
tising in their markets, reaching 
their people ... ALL of their people. 


Ask any J. P. McKinney office 
about automotive sales figures 
on a per capita basis. Or about 
“The Nationwide Newspaper 
Formula” which shows the 
means of obtaining essen- 
tial newspaper coverage in 
every county, sectionally or 
nationally. 


J. P. McKINNEY & SON 


30 Rockefeller Plaza 
New York 20, N. Y. 


400 N. Michigan Ave. 
Chicago 11, Ill. 


681 Market Street 
San Francisco 5, Calif. 








REPRESENTING: The Hartford, Conn., Times 
The Williamsport, Pa., Sun, Gazette & Bulletin ® and in New York State: The Albany Knickerbocker News 


@ The Danville, Ill., Commercial News 


@ The Plainfield, N. J., Courier News @ 


@ The Beacon News 


@ The Binghamton Press ® The Elmira Advertiser © The Elmira Star-Gazette @ The Elmira Sunday Telegram ®@ The Ithaca Journal @ 


The Malone Telegram @ The Massena Observer © The Newburg News® The Ogdensburg Journal © The Ogdensburg Sunday Advance News 


@ The Olean Times - Herald 


The Rochester Times-Union 


+ The Potsdam Courier 


@ The Saratoga Springs Saratogian @ 


& Freeman * 


The Rochester Democrat & Chronicle @ 
The Utica Observer - Dispatch @ 


The Utica Daily Press 


Late Model Check 


Reveals Defects 
In 90 Percent 


ST. LOUIS. — Safety engineers 
reported here that after checking 
1,000 cars 52 percent of the 1953 
and 1952-model cars had two or 
more mechanical defects and 90 
percent of them had one defect. 

The free, five-minute inspections 
were part of a safety campaign 
conducted by the St. Louis Globe- 
Democrat and the Transit Casualty 
Co. 

Several testing devices were used 
to check brakes, headlights, wheel 
alignment, windshield wipers, horn 
and stoplights. Motorists also went 
through a “Safe-T-Coach” which 
checked their hearing, reaction 
time, eyesight and knowledge of 
safe-driving practices. 

Analysis of the auto tests re- 
vealed that generally the older the 
car is, the more likely it is to be 
defective. 


Used-Car Sales 


(Continued from Page 2) 


car operations, with sales running 
nearly 30 percent ahead of the 
same week of 1952. A total of 1,718 
used cars were moved in seven 
days. 

During the month, 7,185 used 


| Cars were sold, compared to 5,- 


825 in October, 1952. The good 
showing was attributed to mild 
weather, spirited competition and 
stimulated sales promotion, 

A better than average wholesale 
demand for used cars was reported 
from Los Angeles, although prices 
are still slipping, particularly on 
high-priced units. 

Strong wholesale demand also 
has been noted at auctions in the 
Corn Belt. 

* * ca 

TH the ’53 harvest in the crib, 

farmers are again showing up 
on the lots, ready to buy. Dealers 
are building up their stocks to 
satisfy the shoppers. Some auctions 
in the midwest report selling as 
many as 75 percent of the cars 
offered. 

In the east and south, used 
cars continue to be the industry’s 
problem child. “Virtually no 
wholesale business” and spotty 
retail sales were reported in New 
Orleans. 

In the east, late-model used cars 
were reported at a standstill. The 
consensus is that some of the panic 
in the new-car market has rubbed 
off on late-model used cars. 


Birzer Buys Nash Firm 


M. J. Birzer jr. is the new owner 
of Bowlus-Nash, Inc., Canton, O. 
The firm, which was organized in 
1935, formerly was operated by Mrs. 
Lester Bowlus and W. K. Bowlus. 
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Rut Nash-Hudson Talks Continue... 





Mergers Unnecessary, 
Independents Assert 


(Continued from Page 1) 


concerning a possible merger.” 
Barit added: 
+ = * 

BVIOUSLY, if a merger is con- 

cluded, it will be done because 
Hudson officials as well as Nash 
officials feel that the deal is in the 
best interests of their respective 
stockholders and dealers.” 

Mason emphasized that much 
could be accomplished by “close 
cooperation” among the independ- 
ents, short of an actual merger. 

He suggested standardization of 
parts as a possible area of discus- 
sion. Doors, for example, and such 
low- -production items as station 
wagon bodies could be made inter- 
changeable, he said. 

* * * 
VEN a “basic” engine would be 
a consideration, Mason said, 
with each independent car make 
preserving its individuality through 
modifications. 

Mason recalled, nevertheless, that 
competitive strength had kept four 
of the independents, including! 
Nash, in business for more than 
half a century. 

“Nash Motors’ future will not 
be dependent upon merger with 
any other company,” Mason told | 
dealers attending a preview of 
1954 models. “Because Nash Mo- 
tors is part of the much larger 
Nash-Kelvinator structure, we 
feel we are the strongest and | 
most diversified of the independ- | 
ents. 

“If there is a merger at any time | 
in the future between Nash and| 
any other automobile company, it) 
will be in the best interest of Nash | 
and Nash dealers. Otherwise, it 
will not be considered.” 

* a * 

N CHICAGO, Hoffman said that 

Studebaker was taking part in| 
no merger discussions, although | 
“we've been asked.” 

“We are always interested,” he| 
added, “but it is purely a hypo- | 
thetical subject for us at this time.” 

Beleaguered by production diffi- 
culties, Studebaker has seen its 
share of industry sales fall to 2.9 
percent in the first nine months. 

But even though the “sellers’ 
market” is gone, Hoffman said, 
Studebaker expects to make a 
comeback in 1954 that will give it 
4.5 to 5 percent of an anticipated 
industry production volume of 5,- 
500,000 cars. 

Hoffman foresaw mortality 
among dealers who failed to gear 
their operations to changing mar-| 
ket conditions, predicting that 10 to 
15 percent might close their doors 
next year. 





* * * 


S FAR as Nash is concerned, | 
Mason said his company would | 
continue to “fight like hell” for 
maximum market penetration. 
+He said Nash dealers were in 
“pretty fair” shape, with inventories 
“much lower than for some time” 
because of Nash’s cutback in pro-| 
duction. 
Mason denounced the “razzle- | 
dazzle” sales techniques used by | 





Sign of the Times 


W ASHINGTON.—An old NPA 
regulatory measure, titled “Designa- 
tion of Scarce Materials 1,” was 
revoked last week. The measure 
was issued originally to carry out 
the anti-hoarding provisions of the 
Defense Production Act. 


WILLYS 
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PELL YOUR BEST RURAL 
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Country 


Advertising 
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some competitors, but expressed 
belief that they would pass out 
of vogue. 

When the offending dealers get 
a look at their balance sheets after 
Jan, 1 and excess-profits taxes are 
curtailed, Mason said, they’ll call a 
halt to the “razzle-dazzle” on their 
own. 

+ + * 
ASON said “too much import” 
had been placed on merger pos- 
sibilities, to the extent that idle 
talk was now hurting the business 
of the independents. 

“Those who are selling the inde-| 
pendents short,” he said, “cite cer- 
tain cost factors which they exag- 
gerate and imply are insurmount- 
able. 

“The independent companies 
can purchase parts and compo- 
nents as cheaply as the big ones. 





Teachers Tour Nash Plant— 


More than 180 teachers were guests of 
Industry-Education Day. They were shown 
assembly. This group inspects the aircraft 


They do not pay any more for 
steel, tires, textiles and other ma- 
terials.” 

Nash’s high degree of integration, 
Mason said, helps offset the higher | 
cost per unit for tooling that must 


be borne by the independents. The 





When 
a Lady 
Meets a 


Gentleman. 


with the 


AUTRONIC-EYE 





LAMP DIVISION 





GENERAL MOTORS CORPORATION 


the Nash plant in Kenosha, Wis., during 
production techniques from start to final 
engine assembly line. 


| Big Three performs many opera-| 
tions in widely separated plants, | 
| and packaging and shipping costs | 


lalone are a major expense, he said. | 
+ * 

N ALL, Nash has had a “very| 

satisfactory” year, with earnings | 
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exceeding those of last year, Mason 
said. 

He said that Nash, now in its 
52nd year, had grown consistently 
bigger, despite the continued 
growth of larger companies. 

In 1940, Mason said, Nash-Kel- 
vinator’s working capital was $18 
million. Today it is better than $67 
million, Sales this year have been 
the highest in the corporation’s 


_ | history, totaling almost $500 million, 


compared with $73 million in 1940. 
| Total assets have risen to $230 mil- 
|lion from $51 million before World 
War II. 
x + * 
INCE the war, Nash-Kelvinator 
has invested more than $73 mil- 
lion in expansion and moderniza- 
tion of plant facilities. In addition, 
$61 million was spent in tooling for 
|new models, and $27 million for 
| engineering. 
Close to $87 million came from 
earnings retained by the company 


~| during the eight-year postwar 


| 


period to pay for better operating 
facilities, according to Mason. 


“The automobile business has 
| been a tough race, with no room at 
(all for those who couldn’t com- 
pete,” he said, “but plenty of room 
for those who could.’ 
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Corvette Body 


Undergoes Tests on cars. 


MILWAUKEE. — A plastic body| Thus far A. O. Smith Corp. has 
for the Chevrolet Corvette has been|made about 250 frames for the 
delivered to the A, O. Smith plant ' Corvette. 


frame-body relationship and other 
details of the use of plastic bodies 
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W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


FREE 10-DAY TRIAL! 


ORDER THESE SPECIALIZED MANUALS TODAY! 
Please send me the following NEW MANUALS: 








1—The Eight Automotive Success Fundamentals. PRICE 
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lays to w Pro: s. x 
4—-Per Key to Leadership. e 
5—The T of Used Car Salesmanship. each 


and Testing Your Sales Talk. 


(CO All six manuals for only $10.00. (C0 Check Enclosed. (0 Send on Trial. 
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Truckers Are Wary 
Of Trailer-Rail Plan 


By Jack Weed 
Truck Editor 

LOS ANGELES. — The American 
Trucking Assns., at their annual 
convention here, formally urged a 
“slowdown” signal for the recent 
proposals to transport truck 
trailers on rail flatcars. 

The associations elected Jack 
Cole jr., Birmingham, Ala., as presi- 
dent. He succeeds Walter F. Carey, 
Birmingham, 
Mich., who was 
named chairman 
of the ATA board 
of directors. Neil 


J. Curry, Los 
Angeles, was 
elected first vice- 
president. 


A resolution 

was adopted by 
the ATA board 
' requesting that 
Jack Ocle any vehicle 
complying with the laws and 
licensing of one state be permit- 
ted to operate in all other states 
without additional fees, licenses 
or taxes, “Reciprocity shall be 
full, complete and automatic,” the 
resolution urged. 

Another resolution passed urged 
the Federal Government to ap- 
propriate a larger percentage of 
the $2 billion annually collected in 
fuel taxes and auto excise taxes to 





road construction and im- 
provement. 
A third resolution urged the 


Interstate Commerce Commission 
to simplify its procedures “even to 
the extent of offering remedial 
legislation if there is need for 
such.” 


Postmaster General Arthur E. 
Summerfield was also honored in 
a resolution by the ATA board of 
directors, The resolution com- 
mended him for attending the 
convention and also for his role 
in the issuance of a stamp com- 
memorating the 50 years of 
service of the trucking industry. 


Elaborating on the trailer-on- 
flatcar proposals, the ATA reso- 
lution declared that the suggestion 
was viewed “with great interest, 
but with even greater alarm be- 
cause of the unrestrained claims of 
relief of highway congestion being 
made for the plan.” 


- A statement accompanied the 
resolution, raising the following 
points: 

1. Only a small number of the 
country’s 9 million trucks could use 
rail transport, hence any relief of 
highway congestion would be a 
minor by-product. It was noted 
that even the plan’s greatest 
enthusiasts envisioned no more 
than 1,000 trailers transported by 
rail between New York and 
Chicago in a 24-hour period, and 
this would mean only about one 
less trailer per mile. 

2. The trucks lifted from road to 
rail would be the ones contributing 
the largest share of the one third 
that trucks now pay of all highway 
taxes. If the “piggy-back” program 
ever developed to a worthwhile 
extent, the removal of the big 
trucks could seriously reduce road 
taxes, and could be a serious blow 
to badly needed road-building 
programs, 

3. The proposal could weaken 
national defense transport by in- 
on railroads 
which have fixed trackage and 
yards most vulnerable to enemy 
air assault. 

4. Trailer-flatcar hauling would 
produce lengthy legal and regu- 
latory tangles and would further 











Auto Stocks 
Nov. Oct. 1953 
+ 238 High Low 
Chrysler 675% 66% 96% 638% 
| GM 60% 59% 69% 58% 
| Hudson 11% 10% 19% 18% 
Kaiser 234 3 5% 2% 
Nash 11% 17% 2534 16% 
Packard 4% 4% 6% 4 
Stude, 244%, 24% jj48% #£=21% 
Average 27 26.49 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 











complicate involved truck and rail 
rate structures. Already, one rail- 
road pioneering in the field has 
raised 20 major questions in its ap- 
peals to the Interstate Commerce 
Commission for guidance on the 
legality and propriety of various 
operating, rate and service 
practices. 

ATA directors also warned that 
anti-truck interests might seize the 
plan as a device to further harrass 
the trucking industry. 

But the trucking industry is 
not unalterably opposed to the 
plan. The ATA executive commit- 
tee ordered a special committee 
to conduct an intensive investi- 
gation, with other interested 
groups, on the whole “current 
activity with -.regard to this 
subject.” The committee’s findings 
will be revealed to the public. 


A number of the other ATA 
elective posts were also filled at 
the convention. They included: 
second vice-president, C. J. Wil- 
liams, Hillside Transit Co. Mil- 
waukee; third vice-president, Al E. 
Cudlipp, Lufkin Foundry & Ma- 
chine Co., Lufkin, Tex.; fourth vice- 
president, Richard A. Moran, W. J. 
Halloran Cos., Providence. 


Others elected were: secretary, 
Chester G. Moore, Central Motor 
Freight Assn., Chicago; treasurer, 
George V. Eastes, Lee & Eastes, 
Inc., Seattle, and Ted V. Rogers, 
Eschenbach & Rogers, continues as 
honorary chairman of the board. 


Cole, the new president, is the 
organizer and president of Jack 
Cole Co., Inc., Birmingham, one of 
the largest motor carriers in the 
South. 


He has just completed a one- 
year term as ATA first vice-presi- 
dent after serving 10 years on the 
ATA executive committee in the 
capacity of regional vice-presi- 
dent and later as Alabama ATA 
vice-president. 


After attending Birmingham 
schools, Birmingham Southern 
College and the University of the 
South at Sewanee, Tenn., Cole 
started in the trucking business 
with only a down payment on two 
1%-ton trucks in the early ’30s. 
Today his firm owns and operates 
179 trucks and 287 trailers, with 
freight terminals in 16 South 
Atlantic and Mid-west cities. 


In explaining the resolution on 
interstate reciprocity, the ATA de- 
clared, “the imposition of ton-mile 
taxes and other forms of third- 
structure taxes, and the continuing 
failure to accord full reciprocity 
between the states to commercial 
motor vehicle operations clogs the 
arteries of commerce, imposes a 
severe economic drain upon in- 
dustry and agriculture and serious- 
ly hampers our national defense.” 

The directors said that trucks 
should be given the same recipro- 
cal privileges that automobiles 
enjoy, but, it was added, this 
treatment will not be accorded 
until the general public, the law- 
makers and law _ enforcement 
agencies fully understand the 
problem. 

Supporting its highway de- 
velopment resolution, the ATA 
proposed that the Federal Govern- 
ment increase from $500 million to 
$900 million the funds currently 
earmarked for road building and 
improvement. 

It was also recommended that 
the U. S. make an additional ap- 
propriation on a matching basis of 
7 percent for every 25 percent set 
aside for roads by the State 
governments. 

ATA also pledged its support to 
the American Assn. of State High- 
way Officials which presented a 
similar plan to the roads subcom- 
mittee of the House Committee on 
Public Works. 

Recognizing that the ICC 
already has reduced some of the 
time and cost of administrative 
proceedings in motor carrier 
matters, the board of directors 
indicated that there was sstill 
plenty of room for improvement. 
The resolution also advised the 
ICC that the trucking industry will 
lend its wholehearted cooperation 
and support to any such efforts. 





Jaycee Motorcade— 

Guy Hayden (left), director of the Phil- 
adelphia Automobile Trade Assn., helps 
Grace Kelly, stage and screen star, and 
Charles Krull, president of the Philadel- 
phia Junior Chamber of Commerce, launch 
a “get out the vote’ campaign. This is 
the second year the association has coop- 
erated with the Jaycees in sponsoring a 
motorcade the day before election. 


Canada Battery Sales Dip 


OTTAWA. — August sales of 
electric storage batteries and parts 
by principal Canadian producers 
were valued at $1,703,454, a drop of 
$135,073 from the same month last 
year, according to Canadian 
Government figures. Sales for the 
first eight months totaled $12,483,- 
994, down $288,184 from last year. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Eye Wider Market— 


Charles T. Davis (right), vice-president of Pressed Steel Car Co., Inc., discusses sales 
plans for the newly acquired Williams & Bennett line of automotive accessories with 
Jerry and Harold Poncher, owners of J & H Sales Co., Chicago, exclusive sales 
representative for the line. The products are now being manufactured by the Erie 
manufacturing division of Pressed Steel Car. 

* * * * * 


|tinental-type rear deck kit lines. 


x 
P ressed Steel Car | He said that lower prices and 
|fast deliveries would be the result 


Buys Auto Line of lof moving production to the mid- 





Williams & Bennett | "eine from stock continues to 


CHICAGO. — Pressed Steel Car 
Co., Inc., has announced purchase} 
of the entire line of automotive! 
products of Williams & Bennett | 
Co., Compton, Calif. | 

J & H Sales Co., Chicago, will be 
the exclusive sales representative 
for these products. 

Charles T. Davis, vice-president 
of Pressed Steel Car, explained | 
that the purchase broadens the) 
firm’s Erie manufacturing division | 
by adding fender skirts, fender} 
shields, chrome air cleaners, 
chrome hose kits and headlight 
rims to the Erie Kargard and con- 


Autoware Announces 


Warehouse in West 

CLEVELAND.—Plans for a Los 
Angeles warehousing and shipping 
plant to serve West Coast custom- 
ers have been announced by 
Premier Autoware Co., Cleveland. 

Jack N. Mandel, chairman of the 
board of the automotive replace- 
ment parts firm, said the California 
plant will serve some areas east of 
the Rockies as well as Autoware 
customers in California, Oregon, 
Washington, Alaska, Hawaii and 
Asia. 
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be made on all items, Davis said, 
with all former Williams & Bennett 
products now in full production in 
Chicago. 


Sioux. Falls Plans 
Gala Auto Show 


SIOUX FALLS, S. D. — Fourteen 
programs of special entertainment 
will be presented at the Auto Show 
| Revue, Nov. 25-29, sponsored by the 
| Sioux Falls New Car Dealers Assn. 

An anticipated 20,000 visitors will 
be entertained by Woody Herman 
and his band and six talent acts. 
On display will be new-model cars, 
together with merchandise of allied 
industries and Sioux Falls 
merchants. 

General chairman of the show is 
W. E. Cumming. Orville Bonacher 
is ticket manager and D. B. 
Broderick is show manager. Com- 
mittee members are: Entertain- 
ment, Cumming, Duke Tufty and 
Henry Billion; decorations and 
floor, Bill McKean, Paul Branden- 
burg and Bob Trager; advertising 
and booths, Ray Quinn, Herb Lorin 
and A. M. McClure, and tickets and 
finance, Ken King, Frank Prather 
and Neil Nessa. 





Obituaries 





Richard B, Pennock 
EAST ORANGE, N. J.—Richard B. Pen- 
nock, 56, owner of Pennock Oldsmobile Co., 
which he took over 13 years ago, is dead. 
He formerly was a wholesale representative 
for Oldsmobile, Buick and Pontiac. 
* * * 


Charles E, Titchener 

BINGHAMTON, N, Y.—Charles E. Titch- 
ener, 91, former president of New York 
Sales Co., which distributed Buick in this 
area, died Oct. 26. He had served on the 
board of directors of several industrial 
firms. 

* * * 


Ed Tonkin 
PORTLAND, Ore. — Ed Tonkin, 59, a 
Kaiser dealer since 1946, died of a heart 
attack while visiting friends in Tacoma, 
Wash. He had organized his own auto busi- 
ness in 1938. 
* * * 


Earl Stanberry 
EXCELSIOR SPRINGS, Mo.—Earl Stan- 
berry, 63, Dodge-Plymouth dealer, died 
after a short illness. He had been a dealer 
since 1922. 
* * * 


Norman Wilber Wingate 
ST. LOUIS. — Norman Wilber Wingate, 
56, former auto dealer here, died Oct, 26 
at his home at Osage Beach, Mo. Mr. Win- 
gate also had been in the auto business in 
Camdenton, Mo. 
* * * 


Fred L. Babbitt 
ERIE, Pa.—Fred L. Babbitt, 64, owner 
of Babbitt Motor Sales, died Oct. 27 after 
a heart attack. He had been a car dealer 
for 35 years. 
* * 


Clifford R, Young 
WILKES-BARRE, Pa.—Clifford R. 
Young, 35, district manager for Chevrolet 
in this region, died Nov. 1. He had been 
with Chevrolet since 1946 and worked out 
of the Harrisburg office. 
* * 


P. D. Graybill 
COLUMBUS, O.—P. D. Graybill, 73, died 
last week at Springfield, O. He is said to 
have designed the first automobile bumper 
used for commercial purposes, and was one 
of the co-founders of Central Brass & Fix- 
ture Co., Springfield. 


| group executive. 
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Sales and Manufacturing Decline .. . 
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Fall Business Level Slackens 


WASHINGTON.—Industrial activ- 
ity and retail sales in September 
and October were somewhat below 
earlier advanced levels, the Board 
of Governors of the Federal Re- 
serve System said in a summary of 
nationwide business conditions. 

Wholesale commodity prices 
generally continued to show little 


Bill Ford Heads 
New Division for 


Special Products 


DEARBORN, Mich.—Ford Motor 
Co. has established a special prod- 
uct division with William C. Ford 
as general man- 
ager, it was an- 
nounced last week 
by Ernest R. 
Breech, executive 
vice-president. 

“The company 
began work in the 
field of special 
products in July, 
1952,” Breech said. 
“That work has 
advanced to the 
stage where crea- 
tion of the new division has become 
necessary.” 

Ford said the division will have 
its own product engineering, 
finance, manufacturing, purchasing, 
sales and industrial relations de- | 
partments. Its offices are at 16400 
Michigan Ave., Dearborn, Mich, It | 
becomes one of 15 Ford operating 
divisions. 

“We have been working in a 
number of research areas related to 
new automotive products,” Ford 
said. “While we do not yet wish to 
set any introduction dates, we ex- 
pect to have our own manufactur- 
ing facilities and sales organization 
operating by the time we have a 
new car ready.” 

Ford, son of the late Edsel Ford 
and grandson of Henry Ford, took 
his first position with Ford Motor 
Co, in 1949, the year he was gradu- 
ated from Yale University. Prior to 
becoming manager of special prod- 
uct operations in 1952, he was a 
member of the sales and advertis- 
ing staff and the industrial rela- 
tions staff, and was manager of 
quality control for the former Lin- 
coln-Mercury division gas turbine 
engine project. 

He has been a director of the 
company since 1948, and is a mem- 
ber of its administration, industrial 
relations, product planning, sched- 
uling and defense production com- 








Wm. C. Ford 


change, the report said. Total 
loans and investments at banks 
decreased from mid-September to 
mid-October and yields on securi- 
ties declined sharply, it was 
noted. 

The board’s preliminary index of 
industrial production in September 
was 232 percent of the 1935-39 aver- 
age, down one percent from August. 

The reduction in output of about 
3 percent from the high level main- 
tained during the first half of the 

year was, in part, a reflection of 
efforts to limit inventories, the 
board said. 

Production of both durable and 
nondurable goods declined during 
the month, although production of 
minerals was maintained. 

The board reported that non- 
farm employment was maintained 
at or near record levels in Sep- 
tember, when a seasonal expan- 
sion usually occurs. The factory 
work week was down almost one 
hour, to 3914. Unemployment con- 
tinued at a low level. 

The average level of wholesale 
commodity prices declined slightly 
from mid-September through Oc- 
tober, although the consumer price 
index rose a bit. 

The Federal Trade Commission, 


period since the second quarter of 
1951. 

Sales reached a record $68.7 bil- 
lion, compared to $61.4 billion in 
the same quarter of 1952. 
| The annual rate of return on 
| stockholders’ equity for the sec- 
| ond quarter amounted to 112 
| percent after taxes, the FTC said. 
| The auto industry was among 16 
| basic groups showing an increase in 
;net profit from the first to the 
second quarter. The auto industry 
|showed a profit of $269 million in 
| the first quarter and $272 million 
in the second, for a one percent 
gain. 

im a report on finances of various 
jindustries for the second quarter, 
| the FTC and the Securities and Ex- 
|change Commission gave the fol- 
lowing picture of the auto industry: 
| Total sales, $7,045 million; gross 
|operational profit, $1,216 million; 
| gross profit, $907 million; Federal 
income and excess profits taxes, 
| $635 million; net profit, $272 million. 
The two agencies reported that 
the auto industry had assets ex- 
ceeding liabilities by $3,530 million. 


Travel Service Expands 
CHICAGO. — The national travel 


meanwhile, reported that net profits; headquarters of Cappel, Mac- 
of manufacturers in the second) Donald & Co., Dayton (O.) sales in- 
quarter were 6 percent higher than |centive firm, moved last week into 
in the first quarter. Profits of $3 expanded offices at 737 N. Michigan 
billion were higher than in any Ave., Chicago. 


WHEN BUFFALONIANS ADVERTISE 
THEY USE 








mittees., 
The new division will report to 
J. R. Davis, vice-president and 


Cerebral Palsy Campaign 


Headed by Bill Ford 

NEW YORK. — William Clay 
Ford, general manager of Ford 
Motor Co.’s new special - products 
division, has accepted the post of 
volunteer national chairman of the 
1954 campaign of United Cerebral 
Palsy, Leonard H. Goldenson, UCP 
president, announced last week. 

Ford will head the annual May 
drive to raise funds for the sup- 
port of essential services for cere- 
bral palsy suffers. 
Bi 


illings Dealers 
Laud Hoffman 
For Ad Blast 


BILLINGS, Mont.—A resolution 
indorsing Studebaker Chairman 
Paul G. Hoffman’s criticism of 
“razzle - dazzle’ automobile 
merchandising will be offered by 
the Billings Auto Dealers Assn. at 
the two-day convention of the 
Montana Automobile Dealers Assn., 
which opens Thursday (Nov. 12) 
in Butte. 

Floyd F. Werle, BADA president, 
said 14 local dealers planned to 
attend the convention in an effort 
to expedite the resolution. 

As drafted at a recent BADA 
meeting, the resolution calls for 
“indorsing the thinking of Paul 
Hoffman as set forth in his recent 
article (Oct. 19) in AvUTOMOTIVE 
News regarding the cleanup of 
current models and a dealers’ voice 
in manufacturers’ production.” 
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of its all-around 


Want Ads. 


The NEWS is by far the largest upstate classified me- 
dium, and this preference by newspaper readers is proof 
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EDWARD H. BUTLER 
Editor and Publisher 





KELLY-SMITH CO. 


WESTERN NEW YORK’'S GREAT NEWSPAPER 





aware Wd) eR 


FOR POLISHING CARS 


in cheesecloth for panting 


Here is an amazing buy 


and waxing cars. 125 yds. of gauze cut to size o 
about 11/2 yds. ready to use. Send check for $5.50 
for this item, delivered postpaid. 


We also 
yds. at 
to rated concerns. 


American Sanitary Wiping Cloth Co. 
PATERSON, N. J. 


7 MARKET STREET 


this in 100 Ib. bales. Approx. 2,500 
5, delivered. Will ship bales open account 


APPROX. 


125 ps 
$5.50 


postpaid 


We handle ali grades of wiping cloths — Inquiries Invited 
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Ford Gains Most in 3rd Quarter .. . 


All But 3 Makes Lose 
Share of Car Sales 


(Continued from Page 1) 


was 
while DeSoto showed a loss of .10. 
Among the independents, Nash 

suffered most, dropping from 3 
percent of the market to 1.98 per- 
cent—a percentage point loss of 
1.02. Packard lost .48; Willys, .38; 
Hudson, .35; Kaiser, .29, and 
Studebaker .09. 

The Big Three rang up 91.5 per- 
cent of the sales in the quarter. 

The fire at the GM Hydra-Matic 
plant Aug. 12 had some effect on 
GM’s sales during the quarter, but 
major effects are expected to show 
up in the fourth quarter. 
* * . 


 . also showed up aggressive- 
ly in figures for the full nine 
months, However, in full -nine- 
month statistics, GM also showed 
an increase over the same period 
of 1952. 

In the first three quarters, GM 
garnered 46 percent of all new-car 
sales, while Ford claimed 23.3. For 
the same period a year ago, GM’s 
percentage was 41.5 and Ford’s was 
21.5 


Chrysler’s market share from 
January through September was 
20.4 percent, compared with 22.2 
for the same period of 1952. The 
independents, in the first nine 
months, divided 10.3 percent of 
the market. A year ago, they 
claimed 14.8 percent of all sales. 
It should be emphasized that 
percentage-point losses are only rel- 
ative. Because total sales in 1953 
have been so much greater than in 
1952, nearly all makers have actual- 
ly sold more new cars. The percent- 
age-point comparison reflects the 
fact that GM and Ford increases 


Dealers Briefed 
On Sales Plans 
By Oldsmobile 


LANSING. — Oldsmobile dealers 
from 24 states were briefed here 
last week on the outlook for the 
next few months by factory officials 
at the 10th dealer council meeting. 

And the factory representatives, 
led by J. F. Wolfram, Oldsmobile 
general manager, were informed on 
the state of the market throughout 
the country by the dealers. 

e@ program for the two-day 
meeting included discussions on 
production schedules, optional 
equipment, customer relations, the 
projected GM training centers for 
mechanics and used-car sales. 

Speakers for the division were 
Wolfram; L. F. Carlson, general 
merchandising manager; G. R. 
Jones, general sales manager; R. E. 
Griffin, executive assistant to Wol- 
fram; T. C. Downey, works man- 
ager; H. N. Metzel, chief engineer; 
E. W. Schuon, comptroller; J. J. 
Dobbs and M. J. O’Connor jr., ex- 
ecutive assistants to Jones. 





All for One— 


When a Dodge sales contest was an- 
nounced recently, with a trip to Bermuda 
as first prize, Hanley Taylor (left), presi- 
dent of Taylors, Inc., Detroit, called his 
staff together and told them that none of 
the Taylors would be going to Bermuda, 
but that all could pitch in and make it 
possible for Elmer Thiel (right), sales man- 
ager, to go. The appeal was not lost, and 
sales soared, topping the contest goal by 
mearly 200 percent, Taylor reports. 


off .48, Chrysler declined .29;were relatively greater than the 


with Ford making its 
in the July- 


others, 
strongest showing 
September period. 

Total new-car registrations for 
the first nine months of 1953 were 
4,370,044 units. In the 1952 period, 
the figure was 3,014,847. 

Se 

ASED on new-car registrations, 

the market in the first nine 
months was divided as follows: 
Chevrolet, 23.5 percent; Ford, 18.0 
percent; Plymouth, 10.4; Buick, 8.1; 
Pontiac, 6.9; Oldsmobile, 5.7; Dodge, 
5.2; Mercury, 4.5; Studebaker, 2.9; 
Chrysler, 2.7; Nash, 2.7; DeSoto, 
2.1; Cadillac, 1.8; Packard, 1.4; 
Hudson, 1.2; Willys, 0.8; Lincoln, 
0.8; Kaiser, 0.5; Henry J, 0.2; MG, 
0.1; Austin, 0.1; Allstate, 0.01, and 
miscellaneous, 0.4. 

In nine-month figures for new- 
truck sales, the outstanding per- 
formance again was turned in by 
Ford. Compared with the same 
period of 1952, Ford gained 4.16 
percentage points in its share of 
the market, eee from 22.09 
percent to 26.2 

Chevrolet’s tain in 1953 
was 36.05 percent, up 3.55 per- 
centage points from its 1952 
figure of 32.5 percent. 

Brockway was up .01, and 
Federal managed to hold the line 
but all other truck makers suffered 
percentage-point losses. Dodge’s 
loss of 3.73 percentage points was 
the heaviest. 

International was down 1.25; 
Studebaker, .98; GMC, .52; Willys, 
50; Mack, .17; Diveo, 10; White, 
10; Diamond T, 07; Reo, 02; Auto- 
car, .01, and miscellaneous, 27. 

Total truck sales for ‘the first 
three quarters of 1953 were 706,606. 
For. the same period of 1952, sales 
were 594,233, 

* * x 

N BREAKING down nine-month 

new-car sales on a state-by-state 
basis, Chevrolet and Ford main- 
tained their No. 1 - No. 2 positions 
consistently. 

Buick, however, passed Plymouth 
in Michigan during the third 
quarter to take third place there. 
Buick maintained the No. 3 sales 
spot it had held at the end of the 
first half in Idaho, New Mexico, 
Utah and Wyoming. In all other 
states, Plymouth was third. 

Buick held fourth spot else- 
where, except in Louisiana, 
Nevada, New Hampshire and 
New Jersey, wherd it was topped 
by Pontiac, Pontiac’s No. 5 spot 
held good in all other states ex- 
cept Idaho, Montana and Oregon, 
where Oldsmobile nosed in from 
sixth spot, 

Oldsmobile was shoved from sixth 
to seventh by Dodge in the follow- 
ing states: Arkansas, Delaware, 
Maine, New Hampshire, New Jer- 
sey, New York, Ohio, Pennsylvania, 
Rhode Island, South Dakota, Ver- 
mont and West Virginia. 

* * * 


N TOTAL unit sales of new cars 

during the first nine months, the 
states ranked in this order: New 
York, 366,371; California, 355,108; 
Michigan, 326,811; Illinois, 317,580; 
Pennsylvania, 316,763; Ohio, 274,- 
923; Texas, 247,490, and New Jersey, 
159,909. 

Indiana, 125,236; Missouri, 123,224; 
Massachusetts, 122,397; Wisconsin, 
99,357; Minnesota, 97,765; Florida, 
86,922; North Carolina, 81,981; Vir- 
ginia, 79,979; Iowa, 77,499; Georgia, 
72,635; Tennessee, 67,303; Maryland, 
66,144; Connecticut, 64,925, and 
Kansas, 63,998. 

Oklahoma, 57,506; Louisiana, 
57,398; Kentucky, 54,074; Wash- 
ington, 52,280; Alabama, 51,310; 
Oregon, 48,327; Nebraska, 44,8388; 
South Carolina, 41,702; Colorado, 
33,643; West Virginia, 33,340; 
Arkansas, 32,816; Mississippi, 32,- 
361; Rhode Island, 21,198; Maine, 
19,022; Idaho, 18,800, and Mon- 
tana, 18,672. 

Arizona, 18,612; District of Colum- 
bia, 18,200; ‘North Dakota, 18,194; 
Utah, 17,374; and South Dakota, 
16,267. 

New Mexico, 16,007; Delaware, 
13,990; New Hampshire, 13,635; 
Wyoming, 10,358; Vermont, 9,894, 
and Nevada, 5,861. 





How they Fared ... 


New-Car Sales by Makes 
Nine Months, '53-'52 


Total 
Sales 


Ist 9 Mos. 
1953 


CHRYSLER CORP. ...... 893,837 
119,431 
93,480 
228,401 
452,525 

1,017,677 
187,961 
82,846 
196,870 

2,010,863 
354,070 
77,728 

1,027,653 
248,011 
308,401 
30,675 

633 
9,726 


GENERAL MOTORS ... 
Buick a 
Cadillac 
Chevrolet ...... 
Oldsmobile .... 


KAISER. ........ 


20,316 . 
2,536 
Not Available 


Total 
Sales 
Ist 9 Mos. 
1952 
667,308 
87,912 
67,853 
186,814 
325,229 
649,511 
499,324 
20,744 


Percent Change in 
Share of Share of 
1952 Market 
Sales (Pct. Pts.) 
22.2 
3.0 
2.2 
6.2 
10.8 
21.5 
16.6 
0.6 
4.3 
41.5 
15 
2.2 
20.1 
5.3 


Percent 
Share of 
Sales 

20.4 
2.7 
2.1 
5.2 

10.4 

23.3 


2,699 


1.2 
0.1 
2.7 
14 
2.9 
0.8 
0.4 


100.0 


61,726 x 
Not Available 
105,703 3.5 
51,577 1.7 
117,332 3.9 
30,093 1.0 
16,038 0.6 


3,014,847 100.0 


—Automotive News compilations from R. L. Polk & Co. 





Foreign Cars’ Sales Gain 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Registrations of 
foreign cars in the U. S. have 
slipped from a whopping 44 percent 
increase over 1952 during the first 
three months of the year to an 
overall] increase of slightly more 
than 12.6 percent during the first 
eight months. 

It now appears that the 40 per- 
cent increase of 1952 over 1951 will 
not be equaled this year. 

In August, 2,224 cars were 
registered, for a total of 21,308 
for the first eight months of the 
year. During the same period in 
1952, registrations totaled 18,910. 
In the monthly figures and the 





‘Gang’ Breaks Up 


Two of Kettering’s Crew 
In Retirement 


DETROIT. — Two original 
members of the Dayton (O.) “Lud- 
low Street Gang,” nucleus of the 





T. A. Boyd 


General Motors Research Labora- 
tories staff, retired last week. 

They are Harry C. Mougey, 
technical director of GM Research 
Laboratories, and T. A. Boyd, re- 
search consultant who formerly 
headed the laboratories’ fuel de- 
partment. 

Mougey joined the research di- 
vision of Dayton Metal Products 
Co. in 1917, and Boyd in 1918. 

The group was founded by 
Charles F. Kettering. Later it be- 
came GM Research Laboratories 
and was moved to Detroit in 1925. 

Mougey pioneered in research 
projects that developed quick-dry- 
ing auto finishes, crankcase venti- 
lation, special gear and crankcase 
lubricants, and special plating proc- 
esses. 

Boyd’s specialty was automotive 





and aviation fuels. Together with | 


Kettering and the late Thomas 
Midgley jr., he was credited with 
discovering tetraethyl lead as an 
antiknock compound. 





‘Slides to 12.6 Percent 


| year-to-date figures, the first five 


ears hold the same niche in each 
group. MG leads the list, followed 
by Hillman, Jaguar, Ford and Aus- 
tin, in that order. 

The preference for sports cars 
apparently still exists, with regis- 
trations of MGs outstripping all 
others for the month. In August, 
477 were registered, for a total of 
5,112 for the entire year, 24 percent 
of the market. However, even sales 
of MGs have fallen behind August 
of 1952, when 852 were registered, a 
difference of almost 400 vehicles, 


Registrations for the remainder 
of the Nuffield group during Au- 
gust included 176 Morrises and 
four Rileys, with a total eight- 
month registration of 1,576 and 
30, respectively. 

During July, Jaguar nosed Hill- 
man out of second place, but in Au- 
gust Hillman regained second place 
by registering 355 automobiles, for 
an eight-month total of 3,256, 15.3 
percent of the market. 

Rootes Group registrations for 
August also include Humber, 11; 
Sunbeam Talbot, 106, and Rover, 
57, for a total of 529 vehicles, in- 
cluding Hillman. Rootes’ eight- 
month total is 91,517 and 285, re- 
spectively, making it 4,149. 


Although Jaguar was nosed out 
of second place for the month, it 
captured third place from Ford 
in the eight-month standing with 
@ margin of 0.1 percent, Its 2,834 
sales amount to 13.3 percent of 
the market. 


Ford held fourth place in August 
with 217 registrations for 9.8 per- 
cent of the market. It was fifth in 
August, 1952. For the eight-month 
period it has registered 2,808 ve- 
hicles for 13.2 percent of the 
market. 


Austin remained in fifth place 
again in August, registering 201 
vehicles for 9 percent of the August 
business and 2,375 during the eight- 
month period for 11.1 percent. 

In 1952 Austin held third place 
for August with 432 registrations, 
and second place in the yearly 
figure with 3,386 registrations at 
17.9 percent of the market. 


During August the following ve- 
hicles also were registered: Renault, 
13; Singer, 22; Volkswagen, 135; 
Mercedes Benz, 18, and Porsche, 49. 
Year-to-date registrations on these 
vehicles are: 84, 251, 729, 133 and 
417, respectively. Miscellaneous 


foreign vehicles registered| steel 





Detler-Advisies 
Meet Today with 
Dodge Officials 


DETROIT. — The Dodge Dealer 
Advisory Conference, made up of 29 
Dodge dealers, will be in Detroit 
this week for a regularly scheduled 
meeting with factory officials, it 
was announced by L. J. Ouellette, 
director of the conference, 

Sessions get under way today 
(Nov. 9) and continue through 
Wednesday (Nov. 11). An elected 
organization founded in 1950, the 
Dodge Dealer Advisory Conference 
meets twice annually with Dodge 
executives. 

The conference is composed of a 
national executive committee and 
five national sub-committees. The 
five sub-committees will consider 
such subjects as advertising and 
merchandising, vehicle service and 
maintenance, public relations, busi- 
ness management and dealer-fac- 
tory relations. 

Chairman of the conference’s na- 
tional executive committee is George 
R. Lindblom, president of Edwards 
Motor Co., Milwaukee. 

Newly elected members of the 
Conference for 1953-1954 are: 

James F. Goodwin, Chicago; 
W. T. Ryan, Fort Worth; S. T. 
Atkinson sr., Charlotte, N. C.; M. B. 
Roys, St. Joseph, Mo.; Frank Daw- 
son, Tucson, Ariz.; R. J. Ross, Fort 
Smith, Ark.; Guy E. Clark, Tulsa, 
Okla.; Robert B. Shively, Chambers- 
burg, Pa.; Robert C, Stout, Beaver, 
Pa.; W. Ernie Kershaw, Yakima, 
Wash., and R. Harold Craig, Albany. 

John H. Lander, Atlanta; Dolph 
Vandeveer, Evansville, Ind., and 
Claude R. Short, Santa Monica, 
Calif., are new members-at-large. 

Re-elected members for 1953-1954 
are: M. C. Casler, Birmingham, 
|Ala.; Frank S. Shy, Providence; 
ke ® Galyean, Charleston, W. Va.; 
Walter Grabski, Cleveland; E. C. 
Roney, Detroit; Robert E. Mul- 
vaney, Billings, Mont.; Fred J. 
Dose, Brooklyn; Frank B. Sanders, 
Des Moines; Earle E. Bitzer, East 
St. Louis, Ill.; Ferris Miles, Red- 
wood City, Calif., and Lindblom. 

C. M. Bishop, New York; Robert 
J. Young, New Orleans; James A. 
Mason, Detroit, and J. Frank 
Norris jr., Charleston, S. C., are 
repeat members-at-large. 

New members replace the follow- 
ing outgoing members: Victor J. 
Zabek, Palmer, Mass.; Howard 
Koehn, Danville, Ill.; C. B. Smith, 
Austin, Tex.; H. J. Burkett, Hou- 
ston; Roland H. Record, Kansas 
City; Eddie Nelson, Huntington 
Park, Calif.; Orval Spann, Ada, 
Okla.; Robert C. Hess, Lancaster, 
Pa.; Paul Ruch, Clearfield, Pa.; 
Ralph L. Fry, Pocatello, Id., and 
William A. Sutton, Sacramento, 
Calif. 





at 








Md. Convention 


To Hear Small 


BALTIMORE.—Plans have been 
completed by the Maryland Auto- 
mobile Trade Assn. for its annual 
meeting at the Lord Baltimore 
Hotel here Nov. 18. 

Rep. Frank Small jr., Maryland 
Republican, will be the principal 
speaker at the business session. 
Small operates a Ford dealership 
in Washington. 

It was announced by Foster W. 
Talbott, president, that the associ- 
ation would hold its annual 
Christmas party Dec. 18 at the 
Lord Baltimore. 

Talbott said: the group would dis- 
tribute some 200 Christmas baskets 
to needy families in the Baltimore 
area, as has been done in the past. 

A committee of dealers com- 
posed of Frank J. Marsden, Ferd 
Onnen and Mark Chenowith will 
arrange for distribution of the 
baskets. 


Evans Adapts Boxcars 


For Southern Pacific 

PLYMOUTH, Mich.— Fifty box 
cars, equipped with Evans DF 
Loaders at the Evans Products 
Co. plant here, have been delivered 
to the Southern Pacific for active 
line service, 

Completion of the current order 
raises the total number of DF 
loader-equipped box cars owned by 
Class I railroads, armed services 
and private industry to 8,757. The 
Evans DF Loader uses wood and 
cross members which lock 


amounted to 75 in August and 805/into car wall belt rails to lock 


| in the eight months. 


lading against shifting in transit, 
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Surpasses All but Record "00 Total... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 














Week Week Jan, 1 dan, 1 
Ended Same Ended Total to to 
Nov, 7, Week, Oct. 31, Oct., Nov. 8, Nov. 7, 
1953 1952* 1953* 1953* 1952* 1953* 
CHRYSLER .................... 27,945 20,425 28,599 113,632 745,888 1,101,604 
Chrysler ..... ; 1,468 3,342 12,357 93,657 141,123 
DeSoto 3,180 2,589 3,154 7,716 77,230 = 111,312 
Dodge ...... . 6,020. 6,309 5,994 25,918 201,478 265,928 
Plymouth ...... 15,400... 10,059 16,109 67,641 373,523 583,241 
ee 37,0564 168,723 827,352 1,350,992 
Ford ..... 27,650) 22,100 29,141 132,115 644,506 1,037,483 
Lincoln <cesapeitons OR tstricsces §«— eetansieitin 27,061 35,165 
a 7,850; 5,683 7,913 36,608 155,785 278,344 
GENERAL MOTORS .. 51,204 42,239 51,897 227,593 1,572,301 2,554,002 
EE bstouicsdeussavssceinwasveite 10,000 7,108 9,314 41,792 280,206 464,383 
Cadillac .......................... B56O 2,294 2,249 7,095 87,033 92,247 
CROTON ona ccccceccesscese 27,10@~) 22,163 30,023 132,955 765,598 1,338,078 
Oldsmobile ........ 6,0049 5,116 3,193 14,408 199,038 291,315 
ED ss ccsnivrasicees 5,600 5,558 7,118 31,343 240,426 367,979 
KAISER MOTORS 200 2,917 331 2,289 109,179 60,187 
EE | siscotucstetssvesvue 200 BED (tieasitnenee. —-stsndsanstvs 61,395 19,762 
et Lie sciisajbiaresscdesexpuge sslebi gears 1,072 331 2,289 47,784 40,425 
CROSLEY scaluiies.  estussabipla. ~cadveniedgs. -dvemntenes ME  -cecthcveguia 
HUDSON 1,510 943 1,449 4,150 65,624 69,064 
NWASE. ............... 2,545 4,349 2,205 7,699 124,712 120,915 
INU as eliseece cssnteesiecve. dssperisints TD. * sicldsevnas -stcsbomnaes 49,439 73,497 
STUDEBAKER. .............. 3,400° 5,068 2,247 8,550 138,210 166,278 
Total Cars, U. S. ........ 122,304 105,064 123,782 532,636 3,634,196 5,496,539 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 dan, 1 
Ended Same Ended Total to to 
Nov. 7, eek, Oct. 31, Oct., Nov. 8, Nov. 7, 
1953 1952* 1953* 1953* 1952* 1953* 
CHEVROLET 200 8,539 200 15,049 272,727 308,890 
Sactssicites  savenieetees © Wiesaaastans 208 ecsonnenvadt 
159 144 648 6,826 7,052 
jxsendvetace 81 353 2,520 2,596 
4,041 2,391 9,421 140,707 90,673 
44 62 211 1,398 1,968 
6,909 7,736 36,855 191,312 279,288 
2,902 351 4,663 98,273 656 
2,106 187 8,691 109,420 107,308 
snes 325 752 8,794 10,124 
REO ‘ 346 307 1,326 14,818 13,872 
STUDEBAKER ............... ............ OO 512 49,686 31,347 
IE ans cipiacatveddvucsassciies ‘ 250 225 293 1,117 10,394 12,580 
NINN -ddsinds shcdakvdccsass sives-descecconves 2,611 2,400 9,488 91,046 74,561 
MISCELLANEOUS ...... 240 331 210 1,008 12,724 12,369 
Total Trucks, U. S. .. 13,870 29,433 14,687 90,094 1,010,853 1,049,284 
Total Cars, Trucks 
MRD IAS aasiddstink onapauctisccdeoased 136,174 134,497 138,469 622,730 4,645,049 6,545,823 
Total Cars, Trucks 
ae 6,230 8,709 7,243 34,051 326,689 440,159 
Grand Total 


Cars and Trucks 


_ U.S, and Canada ...... 142,404 143,206 145,712 656,781 4,971,738 6,985,982 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


—, Sterling, Nash, etc. 


All U. S. totals include cars and trucks for military orders. 





Competition Changes Look 
Of Detroit’s Livernois 


(Continued from Page 2) 


finance company official ex- 
plained. “We will float a loan to 
cover the downpayment, and then 
another company will cover the 
rest.” But this means double 
interest. 

“It’s the only way we can sell 
cars,” said a dealer advertising a 
downpayment of $5. “Many of us 
haven’t made a profit in the past 
four months.” 

One dealer who has found a solu- 
tion to the problem is Gale Smith. 
When he started having trouble 


Montanans to Hear 
> Speakers at 


Parley This Week 


BUTTE, Mont.—A list of special 
Speakers will feature the conven- 
tion this week (Nov. 12-14) of the 
Montana Automobile Dealers Assn. 


C. P. Williams, automotive dealer 
consultant, will address the general 
convention. His theme will be 
“Stump the Expert.” 


Other regular-session speakers 
will be Charles C. Freed, NADA 
vice-president, “Where Are We, and 
Where Do We Go from Here?;” M. 
R. Darlington jr., Inter - Industry 
Highway Committee, “Your Busi- 
hess Is on the Highways,” and Art 
Neal, Montana Taxpayers Assn., 
“The Tax Scramble.” 

At the annual banquet, Col. Jack 
Major, Paducah, Ky., will discuss 
the deeper ramifications of “Taxes, 
Women and Hogs.” 


getting deals financed six months 
ago, he decided to finance his own. 
He now has $60,000 invested in the 
venture, of which about 40 percent 
is rediscounted. 

* * * 


Ms HEN a prospect has a down- 

payment considered inade- 
quate by a bank or finance com- 
pany,” Smith said, “I take the deal 
myself if I feel he can meet small 
weekly payments.” He accepts as 
little as $5 a week at regular 
finance company rates. 


“And my repossessions have 
been no higher than those of a 
finance company,” Smith said. 


He added that since some of his 
customers took 30 months to pay, 
he had to sell them a good car. 
Otherwise, they might stop pay- 


ments. 
* * ” 


MITH said he had done his own 

financing off and on for 15 years 

but never on such a scale. 

“It was a question of doing it 
or falling by the wayside,” he 
said, “It’s a far cry from the old 
days.” 

And it is. Livernois lots, normally 
bulging with cars, now are sparse- 
ly populated. The lots still bear 
signs reading “We Need Cars” and 
“Cash for Your Car,” but the newer 
signs say “We’re Sacrificing,” “Go- 
ing Out of Business,” and “Make 
Bid.” 

But these “signs of the times” are 
not permanent, nor are they as 
large as the older signs. They could 
be taken down in a few minutes. 
Dealers hope that time will be soon. 









"53 Car Output Second Highest 


(Continued from Page 1) 

though next week will show a 
bigger decline as more Chevrolet 
plants begin inventory-taking. 

Built last week, according to 
Automotive News estimates, were 
122,304 cars, compared with 123,- 
7182 in the preceding week, and 

13,870 trucks, against 14,687 in 

the week earlier. 

Output hikes last week were 
posted by Chrysler division, DeSoto, 
Dodge, Buick, Cadillac, Oldsmobile, 
Hudson, Nash, and Studebaker. 

Those with lower production were 





taj i 


UAW Maps Strategy 


National Parley to Discuss Cutbacks, 
Shorter Week, Automation 


Plymouth, which stopped schedul-; day) and Mercury, New-model Lin- 


ing overtime and lost five hours 
because of a parts shortage; Ford 
division, Mercury, Chevrolet and 
Pontiac. 

Output of Henry Js at Willow 
Run was resumed last week and 
200 were made. 

7 * * 
Lau auto industry now is well 
into. 1954 work. New models al- 
ready introduced include Hudson 
and all Chrysler Corp. divisions. 
Producing 1954s are Studebaker, 
Nash, Packard (which begins to- 


Striking Another Blow for Freedom— 


Last July, eight Czechoslovaks, fed up with Communism, made a sensational escape 
from tyranny in this homemade armored car. Vaclav Uhlik, 32-year-old mechanic, 
spent three years secretly rebuilding the vehicle from the remains of a war-torn 
British scout car. Crusade for Freedom, in cooperation with Trailmobile, Inc., is now 
sending the car on a nationwide tour to help enlist citizens in the fight against 
oppression. 


(Continued from Page 6) 


UAW-CIO, nurtured by rumors 
about a possible sale of the Willow- 
Run plant to General Motors. 

In a letter to Edgar J. Kaiser, 
president, the local demanded an 
immediate meeting with Kaiser of- 
ficials for a “concrete answer” as 
to the future of the company. 

In its answer, Kaiser told the 
union that all issues had been 
discussed at the contract talks 
and that nothing new was to be 
reported at this time. The firm, 
added, however, that if there are 
any new developments, it would 
be glad to sit down with the 
union for further discussion, 

The local had written Kaiser that 
the “ominous shadow of GM has 
crept past the boundaries of the 
original lease (of the Willow Run 
plant) and that management has 
formed policies “which coincide 
with the whims of GM.” 

It also told Kaiser that no settle- 
ment with GM will be satisfactory 
that does not take into account job 
security, seniority and pension 
rights for Local 142 members. 

* 7 = 


N SPOKANE, Wash., the long- 
standing dispute between the 
Spokane New Car Dealers Assn. 
and Local 942, AFL, International 
Assn. of Machinists, is not yet over, 
although three elections have been 
held already to determine union 
representation. 

When the last election, -a few 
weeks ago, resulted in a 234-221 





Detroit Voters Elect 


Truck Saleswoman 


DETROIT. — Mrs. Blanche 
Parent Wise, believed to be the 
only truck saleswoman in the De- 
troit area, was elected last week 
to the Detroit City Council by 
142,844 votes, 

For the last two years, she has 
been selling trucks for Walker 
Motors (Ford), and previous to 
that had been with Hettche 
Motor Sales (Ford) for 12 years. 

For three consecutive years 
she has been a member of the 
Ford 500-Club, and in 1946 she 
was named Detroit’s Woman of 
the Year by the Soropodist Club. 





vote against the union, it asked 
the NLRB to set aside the vote, 
charging the employers with “inter- 
fering, coercing and restraining 
employes in a manner which made 
impossible a free choice on the part 
of the employes. 

In answer to these charges, 
Richard W. Axtell, secretary of the 
association, said: 


“The dealers think the reasons 
given by the union for setting 
aside the last election are utterly 
ridiculous. In two previous 
elections a majority of the em- 
ployes have voted against union 
representation, The election was 
conducted by secret ballot under 
Government auspices, and no one 
knows how an individual voted.” 


An individual complaint against 
a Spokane dealer, Kauffman Buick 
Co., charging that the firm had 
engaged in unfair labor practices 
by discharging and refusing to re- 
instate the complainant because of 
her union activities, was dismissed 
by the trial examiner because the 
charges were not sustained by 
“credible evidence.” 

The Greater St. Louis Automotive 
Assn. in a bulletin reminds its 
members that the Machinists and 
Teamsters Unions have complained 
about delinquencies of some dealers 
in making the monthly payments 
into the health and welfare funds 
of each union. 


The association warns its 
members that these clauses are “an 
integral part of the contract, and 
that failure to comply with their 
requirements constitutes a_ vio- 
lation of the contract.” 

A 19-month picket line has been 
withdrawn at Rudy Taggesell 
Motors, Portland, Ore., after an 
agreement had been reached 
which calls for standard condi- 
tions as to wages, vacations and 
overtime and also provides for a 
union shop. 


In a recent election at the Buffalo 
zone office of Hudson Sales Corp., 
one employe voted for and two 
against union representation. The 
unions, voted on together, were 
Local 375, AFL Teamsters, and 
Local 1053, AFL International Assn. 
of Machinists. 





colns will roll sometime this month, 
as soon as enough Hydra - Matics 
are available. Chevrolet and Pon- 
tiac will begin turning out 1954 
models by month’s end. 


General Motors already is de- 
livering Hydra-Matics to non-GM 
users. Small-scale production at 
Willow Run began last week. 


Though 1953 does not stand a 
chance of becoming the alltime 
high car-output year, several auto 
makers probably will surpass their 


record years. 
* 7 


LMOST certain to set marks are 

Plymouth, DeSoto and Mercury. 
Chevrolet, Chrysler and Cadillac 
have an outside chance, 


At present rate of output Plym- 
outh, in three weeks, should top 
its record of 621,013 built in 1951; 
DeSoto its 1950 record of 126,664, 
in five weeks, and Mercury its 
peak of 334,081 in 1950, in six 
weeks, 

At present rates Chrysler, Cadil- 
lac and Chevrolet will take seven 
weeks to set new records. Only 
eight weeks of the year are left and 
output in the last two will be 
limited by the holidays. 

+ + * 
OLLOWING are record car-pro- 
duction years of other compa- 

nies: Dodge, 326,928 in 1950; Ford, 
1,817,891 in 1923; Lincoln, 32,688 in 
1948; Buick, 552,827 in 1950; Olds- 
mobile, 396,757 in 1950; Pontiac, 
467,655 in 1950; Kaiser, 181,803 in 
1948; Willys, 314,437 in 1928; Hud- 
son, 300,962 in 1929; Nash, 189,543 
in 1950; Packard, 109,000 in 1948, 
and Studebaker, 268,145 in 1950. 

Through last Saturday U. S. 
plants in 1953 had turned out 5,- 
496,539 cars and 1,049,234 trucks, 
compared with 3,634,196 and 1,- 
010,853 in the like 1952 period. 

The car-output share of the Big 
Three last week slipped to 93.6 per- 
cent from 948 in the preceding 
week. GM took 41.8 percent, against 
41.9 a week earlier; Ford Motor 
garnered 29, against 29.9, while 
Chrysler Corp. accounted for 22.8, 
compared with 23 percent. 

s * * 


— Some plant will build 
1953’s 5,500,000th car next week 
... GM of Canada was in the midst 
of model changeovers last week .. . 
Oldsmobile hiked its output last 
week by resuming assemblies at 
B-O-P plants. Such operations were 
halted shortly after the Hydra- 
Matic plant fire. 

Ford has been the top truck 
producer for four months .. . Inter- 
national Harvester last week re- 
sumed production following a week 
of inventory-taking ... Truck 
makers taking inventory last week 
were Chevrolet, Studebaker and 
Willys . . . A shortage of parts 
caused a one-day halt to assemblies 
at Lincoln-Mercury’s Wayne 
(Mich.) plant. 


88 Dealers Gain 
Bermuda Trip 


In Dodge Cleanup 


DETROIT.—An expenses-paid 
trip to Bermuda has been awarded 
to 88 dealers and their wives in 
Dodge’s “Clear the Bases” sales 
contest, a cleanup of 1953 models, 
it was announced last week by 
L. F. Desmond, general sales man- 
ager. 

Desmond said that a party of 
nearly 200 persons would leave on 
Pan American airliners for the 
week-long stay between Nov. 16 
and 22. The group will stop over 
at the Castle Harbour in Tucker’s 
Town, Bermuda. 

Dodge officials scheduled to make 
the trip include Desmond; Clarke 
Templeton and E. P. Letscher, as- 
sistant sales managers; W. S. Wool- 
sey, truck sales manager, and 
Byron Snowden, truck merchandis- 
ing manager. 

Nine regional managers also were 
selected for the trip. They are S. L 
O’Conner, St. Louis; Foster Ely, 
Detroit; Bert Carter, Los Angeles; 
V. E. VanAudenhove, Pittsburgh; 
R. H. Fischer, New York; Ed Howe, 
Philadelphia; Ed Murphy, Boston; 
R. H. Nixon, Syracuse, and Jim 
Cunn, Chicago. 
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12 Weeks After Livonia Fire... 





Hydra-Matics Roll at Willow Run 


(Continued from Page 1) 


currently is in limited quanti- 
ties,’ GM President Harlow H. 
Curtice said, “we expect to in- 
crease output gradually until we 
achieve full-scale production 
early in December.” 


Curtice described operations re- 
quired to reinstate production of 
Hydra-Matic transmissions after 
the fire as “the most extensive re- 


St. Paul Dealers 
Elect Ed Jones 


ST. PAUL, Minn. — Ed Jones, 
Hassberger- Jones Motors, Inc. 
(Lincoln - Mercury), was_ elected 
president of Associated Automobile 
Dealers of St. Paul, Inc., at the 
group’s annual meeting. 

He replaced Andy Darling, Dar- 
ling Olds, Inc., who, as past presi- 
dent, will serve on the board of di- 
rectors. 

Other officers elected were Carl 
Dokmo, Harold J. Slawik, Inc. (De- 
Soto-Plymouth), vice-president, and 
Henry Kindler, St. Paul Buick Co., 
secretary. Elected to the board, in 
addition to the new officers and 
past president, was Norb Koppy, 


Chevrolet Awards 
Pins, Diplomas to 


25,947 Shop Men 


veterans with records of 18 years 
as approved mechanics. 

Three sets of examinations were 
given, depending on the type of 
work done by the mechanics. A 
total of 20,234 became approved 


building job of its kind in our|Hydra-Matic parts supplied by GM| preTROIT. — Nearly 26,000 me-| mechanics, 4,963 are approved body 
divisions and other supplying chanics in Chevrolet dealership| mechanics and 750 are approved 


history.” 


o * of 
“TI ECOVERY from the fire has 
been due largely to the extra- 
ordinary teamwork within the 
General Motors organization and 
the generous cooperation extended 
to us by suppliers and other manu- 
facturers,” Curtice said. 
Production of Hydra-Matic 
transmissions at Willow Run was 
facilitated by the rebuilding of 
more than 2,300 machines from 
the Livonia plant, These ma- 
chines were removed quickly 
from the demolished Livonia 
plant and sent to 356 machine 
tool builders as well as 18 GM 
divisions, 

The machines were rebuilt and 
returned in “record time,” accord- 
ing to Curtice. A large number of 
new machines was used to supple- 
ment the rebuilt machines, 

“Everyone associated with the 
Hydra-Matic production effort has 
done a splendid job,” Curtice said. 

* * * 


SS previously had an- 
nounced that limited production 
of Hydra-Matics was begun at the 
Detroit Transmission division’s 
Riopelle St. plant in Detroit on 


Koppy Motors, Inc. (DeSoto-Plym-| Oct. 19. However, this is exclusive- 


outh). 





OPERATION 


|ly an assembly operation from 
- ——© 


* * * 





Hydra-Matic Output Starts Again— 


Harlow H. Curtice (left), General Motors president; Sherrod E. Skinner (center), 
vice-president of the parts and accessories group, and Edward A. Kaegi, general 
manager of GM's Detroit transmission division, exchange congratulations as the first 
Hydra-Matic transmission comes off the assembly line only 12 weeks after fire razed 


the Livonia plant. 





69 is aay Council Meet 
With Top GM Executives 


DETROIT. — Forty-six General 
Motors dealers from the United 
States and Canada met last week 


with GM executives for the fall) 


sessions of the General Motors 
Dealer Councils. 


Representatives of GM who 
took part included Harlow H. 
Curtice, president; R. K. Evans, 
L, C. Goad and Albert Bradley, 
executive vice-presidents; Harry 
J. Klingler, vice-president in 
charge of the car and truck 
group; J. F. Gordon, vice-presi- 
dent in charge of body and 
assembly divisions. 


Also, C. H. Kindl, vice-president 
in charge of overseas and Canadian 
operations; Charles A. Chayne, 
engineering vice-president; William 
F. Hufstader, distribution vice- 
president; Spencer D. Hopkins, di- 
rector of the sales section; Myrle 
E. St. Aubin, director of the service 
section, and James L, Conlon, 
general manager of the B-O-P 
assembly division. 

Dealer representatives were: 

Larce Crry Group — Harvey Bar- 
nard, Portland, Ore.; M. H. Bury, 
Philadelphia; J. M. Cavender jr., 
San Antonio; W. A. Connaughton, 
Memphis, Robert Cunningham, 
Richmond Hill, N. Y.; A. E. Eng- 
land, Hollywood, Calif.; M. W. Hall- 
man, Rochester, N. Y.; L. F. John- 
son, St. Paul. 





Koster, Louisville; W. E. Kuhn, 
Indianapolis; Myron T, Patterson, 
Detroit; William J. Sullivan, 

Kansas City; L. J. Thibault, 

North Cambridge, Mass.; Ben 
Celli, Oakland, Calif.; L. W. 
Hillyer, Dallas, and E, F. Lied, 
Omaha, 

Mepium Crry Group —C. R. Ben- 
nett, Great Falls, Mont.; E. J. 
Brown, Mesa, Ariz.; E. F. Cranston, 
Boise, Id.; H. L. Frost, Topeka, 
Kans.; P. B. Haskell, Danville, Il; 
A. W. Holtman, Marysville, Calif.; 
Collin T. Lane, Jackson, Miss.; M. 
C. Paterno, Charleston, W. Va.; 
W. H. Peters, Hackensack, N. J. 


W. D. Phillips, Lawton, Okla.; A. 
J. Rose, Albany; A. F. Toppins, 
Green Bay, Wis.; J. J. Verschoor, 
Mitchell, S. D.; F. A. Ware, 
Augusta, Ga.; M. E. Weigand, 
Dover, O.; C. M. Euliss, Burlington, 
N. C. ; C. J. Murray, Sioux City, 
> and E. A, Sahli, Beaver Falls, 

a. 


CanapaN Group—J. W. Clarke, 
Orillia, Ont.; B. A. Funk, Selkirk, 
Man.; E. L. Hickman, St. John’s, 
Nfld.; J. S. Marshall, Vancouver, 
B. C.; H. D. Robertson, Halifax, 
N. S.; J. Robertson, Toronto; P. V. 
Sanguinet, Montreal; D. Smith, 
Monoton, N. B.; F. Stapells, Cal- 
gary, Alta; A. E. Stedelbauer, 
Windsor, Ont., and Louis Vachon, 


L. G. Kailer, Chicago; F. C. | Levis, Que. 


manufacturers. 


The Willow Run operation is 
both a manufacturing and as- 
sembly operation, Space equiva- 
lent in area to the Livonia plant 
—15 million square feet—was 
leased by GM from Kaiser 
Motors. Another 65,000 square 
feet of Kaiser’s space is being 
sought, 

A union official 
seniority employes already were at 
work in the GM section of Willow 
Run and another 2,000 temporary 
workers were being called in. 


Union-member employes at the 
Livonia plant totaled 7,300, 





last week. 
Pins and diplomas certifying their 


|service departments have passed | radio technicians. 
| rigid examinations at the end of a} 
training course administered by| 
Chevrolet, the division announced | 


Classes for mechanics are heid 
regularly in every Chevrolet dealer- 
ship, based on study material and 
test questions sent out from the 
Chevrolet central office. Exami- 
nations were conducted at the con- 


“ ” ; 
rank as “approved” mechanics were lelusion of the course. 


awarded during September and Oc- 


|tober to 25,947 mechanics through- 
said 5,300|out th country, according to E. L.| 


Harrig, Chevrolet service director. 


Of this total, more than 10 per- 
cent, or 2,840, of the mechanics 


|were 10-year men, having passed 


the examinations every year for 10 
or more years. There are 140 


To acquaint dealers’ service de- 
partments with the mechanical 
features of new models, special 
new-product school sessions were 
held in the early part of the year 
at all Chevrolet zone _ locations, 
Mechanics from nearly 90 percent 
of the Chevrolet dealerships 


' participated. 


[CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per 


insertion for 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 
day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


AUTOMOTIVE NEWS 


HELP WANTED 


A MIAMI, PLUNIiVA “Big 3’ dealersnip 
is looking for a young man in his thirties 
who can really produce car and truck 
sales by keeping salesmen plugging on 
a daily basis. This man should have 
scientific experience in all dynamic auto- 
mobile sales techniques; who can begin 
where all previous volume operators have 
stopped. We do not believe we can hire 
this type of man, because he is already 
profitably employed, unless he needs to 
make a locality change due to climatic 
conditions, We are not interested in a 
man who wants a big salary but one 
who can make his income unlimited by 
the daily production of volume sales with 
profits. Reply to P. O. Box 983, North 
Miami, Fila. 


Excellent Opportunity For 
Automobile Finance Man 


If you are between 25 and 35, with about 
five years experience in outside and 
internal collections and credits, there's an 
exceptional opportunity open for you with 
a strong, aggressive regional southern 
finance company. The man we want is 
probably a branch manager or assistant. 
He must be thoroughly capable and ex- 
perienced in — and servicing without 
recourse automobile finance paper. He 
should be eager to get ahead and have 
an instinctive dislike for red tape. This 
opening is in the $10,000 and up bracket, 
with a future limited only by your own 
capacity for growth. If you think you are 
this man, write in full detail. Your letter 
will be confidential. Our personnel know 
we are running this advertisement. 


Address Box 3164, 
c/o Automotive News, Detroit 26. 





FLEET ENGINEER to direct and coordi- 
nate in staff capacity fleet activities in 
six major cities. Direct cost studies; es- 
tablish preventative maintenance stand- 
ards, parts replacement schedules and 
cost controls. Organize fleet operation and 
maintenance on efficient and economical 
basis. Age 20 to 40. Salary $8,000 to 
$10,000. Past experience in administering 
fleets, pools, etc. required. Actual experi- 
ence as automotive mechanic desired. All 
replies held confidential. Write Box 3191, 
c/o Automotive News, Detroit 26, giving 
complete resume including past earnings. 


GENERAL MANAGER—Approximately 300 
car deal in American territory outside 
continental USA for complete GM line. 
Applicant must be fully capable to super- 
vise sales, service, repairs, parts and 
must presently be located in west coast 
state. Salary and participation net profits. 
Send photo and full details experience 
and reference. Box 3190, c/o Automotive 
News, Detroit 26. 


SALES MANAGER. Wisconsin Chevrolet 
dealer selling 600 to 700 new cars and 
trucks per year offers unusual oppor- 
tunity to qualified applicant. Applicant 
must be qualified and experienced in new 
and used car sales. Please furnish com- 
plete details on the following: previous 
experience in the automotive field, 
present and past employment, family and 
educational background, salary expected, 
three business or professional references. 
Enclose recent photograph. Box 3169, c/o 
Automotive News, Detroit 26. 


.| sume of your 
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SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with tep-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, 
INC. 
7 W. Madison, 


Room 500-K, Chicago 2, Ill. 





ASSISTANT SERVICE MANAGER, Must 
be sober and sharp with previous GM 
experience, preferably Cadillac. Good op- 
portunity for advancement for right man. 
Cadillac distributor in central Kentucky. 
a 3167, co/ Automotive News, Detroit 
6. 


SERVICE MANAGER—Ford dealer in De- 
troit. Selected applicant must be 
thoroughly capable in all phases of 
service management, aggressive and will- 
ing to put in the necessary time and 
have a good appearance. The man chosen 
will be assured of good earnings plus 
other benefits. Send complete resume and 
photo. Box 3168, c/o Automotive News, 
Detroit 26. 





WANTED — SALES GENERAL manager 
for three hundred new car dealership. 
Preferably with Chrysler line experience. 
Must be able to take over the active 
management of the entire business. A 
wonderful opportunity with a good future 
for an aggressive, experienced person to 
be connected with a well established con- 
cern. Box 3166, c/o Automotive News, 
Detroit 26. 





AUTOMOBILE SALES MANAGER. One of 
the ‘‘Big 3’’ in the east. Must be 100% 
familiar with Hull-Dobbs system. Excel- 
lent incentive. State qualifications in first 
letter. We will pay fare for interview. 
Replies strictly confidential, Box 3170, 
c/o Automotive News, Detroit 26. 


NEW CAR SALES MANAGER, west coast 
resident, thoroughly experienced with 
initiative, leadership and ability to de- 
velop and train sales force. 600 yearly 
new car sales, popular General Motors 
line. California’s most desirable city. 
3189, c/o Automotive News, Detroit 
6. 


POSITION WANTED 





OFFICE MANAGER—BUSINESS manager 
—accountant desires connection with 
large Ford or Lincoln-Mercury dealer in 
southeast, prefer Florida. Age 30, family 
man, good references. Good factory and 
finance company relationship. Thorough 
knowledge of entire dealership operation. 
Potential earnings must exceed $7,800. 
Box 3184, c/o Automotive News, De- 
troit 26. 


SALES OR ASSISTANT general manager. 
Seventeen years Chevrolet experience in 
Florida. Permanent connection desired 
with southern dealership. Box 3185, c/o 
Automotive News, Detroit 26. 


BUSINESS MANAGER — ACCOUNTANT. 
GM dealer, Florida only. Thoroughly ex- 
perienced. Age 46. Box 3186, c/o Auto- 
motive News, Detroit 26. 


POSITION WANTED 


BUSINESS MANAGER with broad prewar 
training in automobile business seeks op- 
portunity to become permanently as- 
sociated with dealer who can use de- 
pendable man. Experience in supervisory 
capacities working with new and used 
car salesmen, parts and service man- 
agers, when constructive attitude towards 
buying and merchandising was essential, 
should be helpful. Accounting qualifi- 
cations and experience with current tax 
problems would enable the _ personal 
handling or supervision of this work. 
Training acquired handling credits dur- 
ing depression periods together with 
knowledge of present collateral values 
should aid in maintaining sound credit 
policies which would prevent severe 
losses from repossessions in declining 
used car markets. Married, non-drinker 
ard in good health. Would appreciate 
personal interview when references will 
be furnished. Box 3175, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER or partner. Can in- 
vest up to $10,000 as an active partner. 
Twenty years’ experience all phases of 
business, past ten years as general man- 
ager with 1,000 car contract General 
Motors dealer. Prefer salary and bonus 
deal. Married, age 45, honest, sober, 
reliable and can operate profitably. Can 
furnish best of references from factory 
and employers. Box 3144, c/o Automo- 
tive News, Detroit 26. 


WILL INVEST $5,000 in dealership, pref- 
erably in Texas. Young, family man, 
five years sales manager experience in 
metropolitan dealership, Wants to buy 
more interest in time. Can take over 
as sales or general sales manager. Box 
3187, c/o Automotive News, Detroit 26. 





SERVICE MANAGER, Sixteen years’ ex- 
perience as service manager and factory 
service representative. Excellent record 
in all past employment. Thorough know!l- 
edge of technical, administrative and 
merchandising procedures. Box 3173, c/o 
Automotive News, Detroit 26. 


SALES MANAGER. Presently employed 
Past seven years as assistant to general 
manager 2,000 car GM dealership. Ex- 
perienced in promotional selling, training 
and directing an efficient sales force, ap- 
praisals and closing deals. Age _ 38, 
married, willing to relocate. South-south- 
west preferred but will consider any 
bonafide offer. Potential more important 
than starting salary. Write C. G. Turner, 
8124 Pelham Dr., Parma, Ohio. Phone 
Tuxedo 5-0686. 


GENERAL SALES MANAGER with new 
and used car experience (8 years) de- 
sires locate opportunity with dealer who 
appreciates a 30 year old, good appear- 
ing representative with proven record of 
sales, buying, merchandising and 
management, Living New York but re- 
locate for a potential future anywhere. 
1. 3171, c/o Automotive News, Detroit 
6. ‘ 





TRUCK SALESMAN experienced in heavy 
duty gas and diesel. If you have a gocd 
proposition, write me about it. Box 3172, 
.c/o Automotive News, Detroit 26. 


SERVICE MANAGER. Twenty years’ ex- 
perience with General Motors dealers 





Executive ability, married, 43 years o/ 
age, excellent references. Box 3174, ¢/: 
Automotive News, 


Detroit 26. 


















COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; ise it will be forwarded 
immediately to the advertiser. 
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WILL TRADE 


1953 CADILLAC CONVERTIBLE body 


1 L TRADE CHINCHILLAS for new car. 
‘ein, 1914 Albany Ave., Brooklyn, N. Y. 


DEALERSHIPS AVAILABLE 


VAILABLE — FINE DEALERSHIP 
handling Dodge-Plymouth in _ excellent 
southwest city of 100,000 population with 
expanding payrolls. Selling from 500 to 
1,000 new units annually. Inventories 
clean, receivables current, facilities good 
and used vehicle stock optional. Factory 
approval necessary. Excellent reason for 
selling. Write Box 3188, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE in fast grow- 
ing community of 30,000 population, large 
surrounding territory. Good lease, low 
overhead, ideal climate. Reason health. 
Write Box 3176, c/o Automotive News, 
Detroit 26, 


AVAILABLE — Fine dealership handling 
Dodge - Plymouth in excellent southwest 
city of around 50,000 population with 
expanding payrolls and potential of 250 
new units profitably annually. Inventories 
clean, receivable current facilities good 
and used vehicle stock optional. Factory 
approval necessary. Excellent reason for 
selling. Box 3177, c/o Automotive News, 
Detroit 26. 

DEALERSHIP AVAILABLE handling 


Dodge and Plymouth in central Ohio. 85 
Almost 


| wd 


> 


car potential contract. new, 
modern building completely equipped 
eervice department and body _ shop. 


Moderate stock of parts, used car lot ad- 
joining approximately 40'x90’. Reason 
for selling—dissolving partnership. Myers 
and Strain Garage, Mt. Gilead, Ohio. 


nt nn ES 

DEALERSHIP HANDLING OLDSMOBILE. 
Town of 35,000 in the heart of the mid- 
west. Established 17 years. Owner re- 
tiring. 150 car contract. Attractive 
buildings and used car lot. Further in- 
formation given on request. Box 3178, 
c/o Automotive News, Detroit 26. 


200 CAR “BIG THREE’’ dealership in 
good stable Kansas City. Trade area 
45,000. Priced at book value of approxi- 
mately $55,000. Completely equipped 
service department, new car showroom, 
used car lot. All at one location with 
excellent lease. No real estate involved. 
Past year net profit and dealer’s salary 
well in excess of $25,000. Box 3179, c/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE in lucrative 
Delaware Valley area handling Nash, 
Reo and Federal—400 cars per year. 
Lease on downtown building containing 
beautiful showroom, parts department 
and shop. Owner in business over 40 
years would like to retire. Box 3180, c/o 
Automotive News, Detroit 26. 


FOR SALE—WELL established dealership, 
handling Nash. 200 car contract. Good 
service business. Desirable leases. Central 
Illinois city of 85,000—trading area of 
125,000. Will sell for inventory value of 
parts and equipment. Not to exceed $48,- 
000. Box 3152, c/o Automotive News, 
Detroit 26. 


DEALERSHIP FOR SALE handling Chev- 
rolet. Good Kansas town. Fixed assets 
and parts inventory approximately $30,- 
000. No used cars and no real estate. 
Nine months gross over $300,000. Good 
building and lot. Box 3149, c/o Automo- 
tive News, Detroit 26. 


WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


412 Fisher Bldg. Detroit 2, Mich. 














FOR SALE—DEALERSHIP handling Lin- 
coln-Mercury. Well established in city of 
75,000. Near Toledo, Detroit and Chicago. 
Can lease building. Owners health reason 
for retiring. A good money maker. Must 
have factory approval. No answers to 
others. Box 3160, c/o Automotive News, 
Detroit 26. 

OWNERS ILLNESS NECESSITATES sale 
of agency handling Cadillac. Located in 
thriving Ohio city. Low rental lease. Ideal 
location. Must pass rigid manufacturers 
investigation. Box 3162, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED 


FORMER DEALER in market for ‘‘Big 3’' 
dealership on Long Island, New York. 
Have financial and factory qualifications. 
Replies confidential. Box 3146, c/o Auto- 
motive News, Detroit 26. 








Idle Capital Wants To Buy 
Ford or GM Dealership 


With 400 or more units. 


Have factory approval. 
This is your chance to sell 
your assets. 

Replies confidential. 

Box 3138, c/o Automotive News, 
Detroit 26. 





BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond, 54 
Riverside Dr., New York, N. Y. WAtkins 

__4-6754. 

CHEVROLET — TOWN 15,000 up. Prefer 
old, established, quality dealership. Reply 
in strictest confidence. Am qualified indi- 
vidual with cash. Box 3148, c/o Auto- 

_motive News, Detroit 26. 

“BIG THREE’’ DEALERSHIP in San 
Diego county. George Viner, 6017 Vista 
De La Mesa, La Jolla, Calif. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 





agencies throug the United States. All 
tepiies held in strictest confidence. 
DAVID JARET CO. 
Established Over 29 Years 
180 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 








(1953 Brand New Mainliners 
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BUSINESS OPPORTUNITIES CAR FOR SALE 


FORMER FORD DEALER in town of 25,- 
000 population, 78,000 trading area, 
wishes to lease building, equipment and 
well equipped used car lot. 15,000 square 
feet floor space—very modern facilities. 
Complete line of Ford parts available— 
inventory around $30,000. Box 3181, c/o 
Automotive News, Detroit 26. 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 
you like to sell your auto leas- 
ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 3080 
c/o Automotive News 
Detroit 26 






VACATION & BUY 
IN FLORIDA 


AT THE SAME TIME! 
Clean, Tep-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 
COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 





















































ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 

Phone us for motel reservations 


N. Northwest Chevrolet Co. 


Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-4100 
“Home of Michigan's Finest Automobiles” 




















AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 














CARS WANTED 


INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 

Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 











WANT TO BUY 


Late model taxicabs, police cars 
and rentals. 


Interested in small or large fleets within 
400 miles of Cleveland, Ohio. 


Call or Write 































CARS FOR SALE a WILLIAM SCHER 
FOR SALE—1929 DeSOTO, 4-door deluxe | 13607 St. Clair Cleveland, Ohio 
sedan. Excellent condition—$200. Levira Gli. 1-8600 





Glendale, 






Howe, 322 West B 
Ariz. YE 17-9373. 


Avenue, 










PARTS FOR SALE 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





GENUINE HUDSON PARTS 


For All Models 
Shipped Anywhere Same Day 








Authorized Hudson Parts Distributor 






Full discount to all dealers and garages 


Phone — Wire — Write 
GIL SCHAEFER DIST., INC. 


101 Weston St., S.E. 
Grand Rapids 2, Mich. Phone 8-1183 















ATTENTION DEALERS !! 




















FOR SALE—Two new, 1952 Ford V-8 F-6 


TRUCKS FOR SALE. Three 1952 Chevrolet 


53 


SHOP EQUIPMENT FOR SALE 


6,000,000 CANDLEPOWER searchiite, 
General Electric, carbon are type, beam 
has been seen 75 miles. Excellent con- 
dition complete with gas engine driven 

warped. Body removed from chassis in| generator. Price $1,000. Webster Chevro- 

complete units. Must sell complete $500.| let Co., Cody, Wyo. 

oe Gullo, White Plains, N. Y. WH. | #ORD SIGN, double faced, red and blue 
z ° | blinker type, 20 foot long by five feet 

ae = = deep, letters in Ford trade mark type, 

5 feet high by 4 feet wide each. A 


PARTS FOR SALE | 


complete with doors, front and rear 
fenders, bumpers with grille. Interior 
completely burned. No accident. Body not 











SEND F p E E | beautiful sign in top condition which cost 
FOR | new over $4,000. Price $350. Webster 
__ Chevrolet Co., Cody, Wyo. 
GM ILLUSTRATED] — MISCELLANEOUS 
YOUR ADVERTISING MESSAGE im- 
p A QP T | printed on hundreds of give away 
| novelties. Illustrated folder free. Imos, 
Dept. AN, 210 Fifth Ave., N. Y¥. C. 


CATALOG! 


ENGINE REBUILDING — Crankshaft 


Largest Wholesale Stocks grinding and metalizing. John P. Hughes 


t . *7 oT) 
of GM Parts For ae tak Commerce 8t. 
® Buick 
® Cadillac 
7 —— THE SAFEST TOW BAR 
® Pontiac 
® Chevrolet YOU CAN BUY 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 


Chicago 5, Illinois WAbash 2-1030 
aes = 


GM PARTS 


Shipped Anywhere 


Automatic BrakinG 


WITH BRAKE HOOK-UP 


ONLY . . 951% suis 


GUIDE 
Meets |.C.C. Strength Requirements 





CABLES 









COMPLETE with 
Guide Cables and $61 45 
BRAKE HOOK-UP ........... 


Meets ALL I.C.C. Requirements! 
—SPECIAL— 
















Same Day 
Protecto Covers (Tailor Made) .... $6.95 
G M C PA R T § POD TODD cisiussicecsescctscsomenntenes $3.50 
SAFETY CHAINS, set of 2, only .... $2.50 
Phone—Wire—Write QUICK-TOW, Bumper- 


to-Bumper Tow Bar > $19.50 


CASE-LOT 6 UNITS, only . . . $17.50 


TRI-KING 3-Point Hook- 


s 
Up Intra-State Tow Bar . $42.50 


(Folding ''V''’ Type) 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 





All prices Include 8% Fed. Excise Tax 


GENUINE 
STUDEBAKER 
PARTS 


® Large Complete Stock 
® Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 


Illustrated Catalog 
FACTORY SALES DIVISION 





BUSES FOR SALE 


school buses. 48 passenger Wayne Bodies 
suitable to be used on commercial routes. 
Contact Sam P. Hale Jr., Manager, Sam 
P. sans Ford Dealer, Box 540, Ardmore, 
Okla. 


TRUCKS FOR SALE 


2-ton tractors, mode! 6103 and three 1950 
Whitehead & Kale auto transport trailers. 
For information, wire or write Thompson 
Motors, Inc., 2625 Broadway, San An- 
tonio, Texas. 








PILOT DISTRIBUTING CO. 


NEW LINES WANTED 









SPECIALIZING IN THE SALE OF BUICK 
alas ie . WHOLESALE 
cellent ies - 00: lotors - eaters 
Upholstery New P A R T Ss 






BUY NOW — LOWEST PRICES EVER ONE OF THE EAST'S 







1950 LARGEST INVENTORIES 
Plymouths — Fords — Chevrolets Same Day Service on Mail Orders or 
1 to 500 Phone Calls— All Shipments C.O.D. 






Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 





MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


















ATTENTION FORD DEALERS 





Government Re-Built Engines 
42 to 47 Ford 6 Cylinders 


Complete re-built government engines 
with all accessories, including fan, water 
pump, cylinder heads, spark plugs, dis- 
tributor assembly, oil cleaner, oil bath, 
carburetor, manifold, clutch disc, fly wheel 
and pressure plate. This engine ready to 
run. Boxed in regular motor box. Priced 
to sell—$75. No exchange needed. 


Prescott Motor Company 


Prescott, Arkansas 


4-door—8 cylinder 
at The Low Dollar 
STEEL CITY MOTORS, INC. 


5835 Baum Bivd. Pittsburgh 6, Pennsylvania 



















DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 







Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 







Phone E 1254 Phone E 5209 GREBE OLDS 
324 West Main Street, Fort Wayne, Indiana 
3400 S. Kingshighway 
We Gusrentes Checks Flanders 0800 St. Louis 9, Mo. 





Dealers Only 





MANUFACTURER’S REPRESENTATIVE 


3182, c/o Automotive News, Detroit 26. 


FOR QUICK SALE. Burrough’s sensimatic 
bookkeeping machine. 
quick sale. 
News, Detroit 26. 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


in Canada seeks two additional auto 
lines for country or just eastern half. 
We limit our lines and do a job, Box 


OFFICE EQUIPMENT FOR SALE 


Price reduced for 


Box 3183, c/o Automotive 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill ["] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


SE RS on inc cwiries seen keke heaeeoenkeexeata © Seee Mis is cdace 
Wak ntd sccs sd cekeadudaneaencsuabessnecoue GRODs 60 66055500500000n 
TRADE CONNECTION: 

Car Dealer [) Truck Dealer (1) Manufacturer [] 
Jobber [) Insurance [] Financial [) Supplier 1 

PET eC re Te rrr ree Wicitcvcehadaanee renee ; 
11-9-53 











WAANT TO MOVE USED CARS... 


HERES A SUCCESSFUL SALES FORMULA FOR. 
QUICKER TURNOVER AT PEAK PRICES 


This formula is time-tested and time-proven from 
border to border and coast to coast. 


Porcelainize a good used. car. Set iton your lot 
Place it next to one that has just been polished. You'll 
find that the Porcelainized car will sell faster at 

a higher price-plus a profit on the Porcelainize job. 


Your customers recognize a quick polish job for 
what it is: a temporary shine to. help the sale. 
Nothing - and we repeat ‘nothing’- can give 

a used car that sleek ‘well-cared:tor’ look. 
that comes from Porcelainize. 

Your customers appreciate and. want the 
used car with the original finish glowing 
proudly from the results of Porcelainize* 


AAs a new car dealer, you alone have the advantage 
of offermg used cars with this superior appearance. 








FREEMAN & FREEMAN Inc. Denver, Colovradyeo 
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